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No. 300 
KEY-IN-KNOB 


Priced to soll / 


Here is a feature-packed sales leader of the 
Dexter Line. Top quality, backed by the 
famed Dexter Lifetime Guarantee — at a 
popular price! Available Master Keyed 
at slight additienal cost. May be ordered 
Master Keyed or Keyed alike with any other 
Dexter Disc Tumbler Sets. Write for a 





INSTALLATION — 15/16” IS LARGEST HOLE. SOLID BRASS TRIM — ‘JEWELERS’ FINISH. 


Dexter factory representative to call on you. KNOBS REINFORCED WITH STEEL. LIFETIME GUARANTEED. 


DEXTER LOCK COMPANY 


GRAND RAPIDS, MICHIGAN 
A SUBSIDIARY OF NATIONAL BRASS COMPANY 


Menafactiens of Cemecicni Chipical Table Lots 


in Caneda: Dexter Lock Canada Lid., Guelph, Ontarie 
In Mexico: Dexter Locks, Plata Elegante, $.A. de C.V. 
Monterrey, Nuevo Leon 


—0/ LOCKS 





acme sliding door frames for 


completely packaged 


Acme frames are manufactured 
only by mills dealing directly 
with the factory. They come 
completely packaged including 
face jamb and split jamb. 


quickly assembled 
Three parts only — 

easily put together and 
set in rough stud wall: 





strong frame 


Heavy gauge angle iron 
stiffeners guarantee 
rigidity of split jamb. 
Strong galvanized steel 
track has already been 
installed at the mill. 


rubber wheel 


natural rubber 

The graphite core 
eliminates the need for 
lubrication and guarantees 
smooth, quiet operation. 
100° natural rubber 

face provides 


graphite core 


nickel plated steel bearing permanent resiliency. 


simple adjustment 


Quick adjustment is 
made by means of the 
threaded eyebolt. 

The machine screw with 
lock washer locks hanger 
to the plate—cannot 

get out of adjustment. 


ACME APPLIANCE MANUFACTURING COMPANY 


35 SOUTH RAYMOND AVENUE + PASADENA 1, CALIFORNIA 
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standard 4° stud walls 
sliding door hardware 


teed for the life of the building 


. 


F'acme 
sliding door 
® frames 
") put money 
in my pocket” 





° Beauty 
° Quality 
° Dependability 


PRE-FINIOWHED WALL PANELS 


Ideal for home renovation or 
new construction, Used commer- 
cially anywhere a strong, long- 
lasting and attractive wall sur- 
face is called for. 


prlediben 
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WATERPROOF CEMENT 


For tileboard and other similar wall 
materials. Easy to apply. Holds fast and 
firm for lifetime of material. COVER- 
AGE: 60 to 80 sq. ft. per gallon. SIZES: 
Quart, gallon and 5-gallon cans. QUALI- 

THREE SMART PATTERNS TIES: Absolutely comma Tested for 
adhesion under conditions of heat, cold, 
moisture. 


AFCO AFCO AFCO 
Til-lite Glo-line Hi-lite 
(Tile) (Streamline) (Plain Panels) 


METAL MOULDINGS 
Aluminum: Highly polished ex- 


A & F TILEBOARD CO., ING. 


Alexandria, Louisiana 
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 SCAILAGE 







Like the sparkle of a [ | 
diamond, refracted lights 2 
from: these jewel-like 
glass knobs add life to any room 





OTL MO OE COMMOLI CHOC AE 
See the,new Schlage Capri design 





at your Schlage dealer's. - 


SCHLAGE: 


SCHLAGE LOCK COMPANY 


2201 Bayshore Boulevard, San Francisco 
Schlage Lock Company of Canada, Ltd., Vancouver, B. C. 
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WASHINGTON REPORT 





Slum Clearance Growing as a Problem for Private Enterprise 


Much talk in and around Wash- 
ington about slum clearance and, 
of equal or greater importance, the 
preventive community work needed 
to keep slums from forming in the 
first place. These plans center 
around private enterprise; the 
work of individuals, neighborhoods 
and cities, rather than being direct- 
ed and financed by remote control. 

Guy T. O. Hollyday, newly ap- 
pointed Commissioner of the Fed- 
eral Housing Administration, has 
made an extraordinary reputation 
in this field as Chairman of the 
Housing Committee of the Balti- 
more Association of Commerce; 
during the time the famous Balti- 


more Plan was winning national 
recognition. 

Mr. Hollyday was a guest speak- 
er at a recent luncheon session of 
the Chamber of Commerce of the 
United States; a meeting that bore 
the name, “Housing a Growing 
America.” At the close of the Hol- 
lyday address there was shown a 
striking before-and-after film of 
the Baltimore project; one that 
bolstered the Commissioner's state- 
ments that a defense against creep- 
ing slums never ends, and that it 
means hard and persistent work 
under strong local leadership. 

Joseph W. Lund, former Presi- 
dent of the Association of Real Es- 


NRLDA survey of business conditions 


The National Retail Lumber 
Dealers Association, at its recent 
Washington meeting, gave out a 
survey of business conditions; one 
based upon reports to the execu- 
tive committee from all the dis- 
tricts. The figures are not uniform 
for all parts of the country; but 
here are some averages: 

Of the dealers reporting, 567 
say their sales volume is either 
higher than last year or at least 
the same; with 40° reporting an 
increased volume. About 44% re- 
ported a decreased sales volume. 

Of unsold houses, 62% are in the 
$10,000 to $15,000 price range. Of 


houses to be built this year, esti- 
mates are that 45% will be in the 
$10,000 to $15,000 bracket: and of 
all the houses to be built, the es- 
timates place 77% in the range of 
$7,000 to $15,000. 


Collections slow 


About collections: More than 
58% reported as slow to slowing, 
or bad. Funds for FHA Title I 
loans are reported as adequate in 
85% of the returns. Funds for con- 
ventional loans are reported as 
adequate in 77% of the returns. 
But 30% reported VA loan funds 
as adequate; something that ex- 


Eisenhower asks $8.5 billion tax cut 


Some changes in the Washington 
opinion weather in regard to tax 
reductions. Consider these things: 
as rumors, since no one can know 
what'll happen. According to the 
grapevine, the White House con- 
ference with Congressional leaders 
a few hours before the President 
held his press meeting about the 
budget was a pretty blurt affair. 
Spades, it seems, got called spades. 

You remember that Mr. Eisen- 
hower told the news people, later 
in the day, that the Truman bud- 
get would be reduced by $8.5 bil- 
lion or about that much; that he’d 
hoped for a larger reduction; that 
this wouldn’t balance the budget 
either this year or next; and that 
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a reduction in taxes wouldn’t be 
justified at this time. 

The vine has it that at least one 
Congressional leader said the cuts 
should have gone deeper. The an- 
swer returned was that Congress 
could make any further cuts it 
saw fit, provided the added reduc- 
tion didn’t endanger the defense 
program. The inference was that 
any reduction in excess of those 
named would endanger defense. 
Those who follow Congressional 
opinion closely say that since this 
legislative conference at the White 
House the prospect for tax cuts as 
of July 1 is fading. Some serious 
talk of continuing the excess profits 
law to the end of the year; and 


tate Boards, stated in a recent 
copy of This Week Magazine that, 
unless some fast and effective work 
is done, within ten years most 
American cities will be places not 
many people would want to live in 
or even visit! Like that! 

Mr. Lund, too, believes the rescue 
can and should be made by private 
enterprise on a city-to-city basis. 
People in the light-construction in- 
dustry have an interest both as 
citizens and as business men in this 
affair. There are those who tell us 
that as much as 50% or even more 
of our future business will be re- 
modeling, repair and maintenance. 


plains much of the effort to raise 
the interest rate on VA mortgages. 
However, there are some excep- 
tions. Several dealers reported suf- 
ficient funds for VA loans and not 
enough for conventional loans. 
Ninety-three percent report that 
prospects for home building for the 
remainder of the year are fair or 
good. Repair and modernization 
according to 87% look to be the 
same as last year or maybe bet- 
ter; and 96% describe these pros- 
pects to be fair or good. Only nom- 
inal increases in suppliers’ prices 
are reported; principally in mason- 
ry materials and gypsum products. 


that’s a sharp change in the legis- 
lative weather. 

Why not deeper budget cuts? 
This is what we hear: A good many 
3OP politicians raised unshirted 
hell over the closing or the cutting 
back of the local military installa- 
tions, Federal ordnance plants, pri- 
vate defense factories and the like 
in their states. Also numerous busi- 
ness men who carry a lot of fire 
power are getting uneasy over a 
possible recession if federal expen- 
ditures get their pants ripped too 
violently. Farm Senators without 
regard to party can be heard for 
miles as they protest reductions in 
the rural electrification and the 
soils conservation program. 





eat caer 


™ ; 


\ 











COMMERCIAL STANDARD CS 190-53 EFFECTIVE JANUARY 15, 1953 


CS 190-53, “a Commercial Standard for Standard Stock Double-Hung Wood Window 
Units” as promulgated by the U. S. Department of Commerce, Commodity Standards 
Division, is a long step forward in the direction of public assurance of quality in 

building materials. 


This standard is identical with the Minimum Specifications under which The 
American Wood Window Institute, Inc. has been operating for many 
months past. 
Therefore, when the AWWI Quality Seal is found in the inside sash 
run at the top of the frame of a double-hung wood window 
unit, it means that that unit meets CS 190-53 by 
laboratory certification and is quality 
approved by The American Wood 
Window Institute, Inc. 


AWWI Seal Windows are Laboratory Tested and Certified America is Quality Minded about Building Materials 
Before the AWWI Quality Seal can be affixed to a wood 
window unit, the prototype or pattern from which that unit 
is fabricated must have been laboratory tested and certified ; : 
to meet or exceed the AWWI Minimum Specifications. Then The AWWI Quality Seal, therefore, is a very useful and 
the fabricator of that unit enters into a contractual Licensee important “yardstick” which now can be applied to double- 
Agreement with the Institute which permits him to affix this hung wood window units. When a unit bears this seal, all 
seal on all units built exactly as the prototype which met the 
specifications. 


More and more now, architects, builders, lending institutions 


and the public are demanding quality in building materials. 


can be assured that it is a high quality double-hung wood 


window unit meeting or exceeding CS 190-53 —is quality 
Since the AWWI Minimum Specifications and CS 190-53 are 


d by The Ameri Ww Wi Institute — 
identicai — then the affixing of this seal automatically certifies RE Ee SS RE Vere SERN ane 
by laboratory test that that unit meets or exceeds the that the fabricator whose number appears on each individual 
new Commercial Standard. seal stands behind that unit. 


if you are a fabricator of a high quality double-hung wood window unit and wish to 
qualify it to bear the AWWI Seal, kindly write to address below for full information. 


I 


©1953 by TAWWI 
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NEWS BRIEFS 





Construction up 6% ... and that’s for the first four months with 
public and private totals reaching $9.6 billion . . . an increase of $500 
million over like months in 1952. During April government sources re- 
ported private residential building came to $887 million, 7% above March 
and some 4% more than March 1952. Total April new construction 
amounted to $2.6 billion—5°7 above April 1952. 


Dollar estimates square with starts .. . because the first quarter 
shows only a small decline from the same period in 1952. For the first three 
months of the year home builders took out permits for 245,000 new 
homes . . . in 1952 starts reached 246,500. Small increases in material 
costs, labor and a trend to larger, more expensive homes results in the 
bigger dollar outlays. 


Dealers are still cautious . . . and rightfully wonder if builders 
will actually erect all the houses they have taken out permits for in 
recent months. In many eastern areas they have noted that builders who 
last year ran up a string of houses on speculation are now putting up only 
several model homes and waiting for signed contracts before going fur- 
ther. The recent raising of interest rates on GI and FHA mortgages may 
give these builders more confidence . . . a few weeks should produce the 
answer. 


West Coast lumber sales up... and dealers are definitely buying 
in larger volume for inventory and to meet customer requirements. Orders 
were 151,595,272 feet, 12° above production for the week ending April 
18. Shipments were 133,576,000 feet, .8° under production. 


Plywood strong . .. but production and shipments exceeded new or- 
ders during the week of April 18. There’s still a huge order backlog of 
448 million feet. 


Higher interest for business loans ... with rates being raised from 
3 to 314% in many cities. It’s the highest rate in some 19 years. Bankers 
hope the jump may induce some concerns to postpone borrowing . . . some 
banks’ lending reserves are just about exhausted, due to heavy demand. 
Banks in Chicago, Philadelphia, New York, San Francisco and other major 
cities are following this new policy. 


Will tighten consumer loans . . . because finance companies are 
among the bank’s biggest borrowers. C.I.T. Financial Corp., General 
Motors Acceptance Corp., Commercial Credit Co., are among the many 
concerns who have already notified their branches of rate increases. Larger 
down payments and‘a shorter repayment period also seem to be in sight. 


Trend may affect home loans ... if the tight money situation con- 
tinues for a prolonged period. FHA and VA loans after all still depend 
on the decision of individual bankers to extend the funds. The banks wil! 
always use their money where the return is highest. 


Pre-fab gains worry dealers ... and this feeling is no longer restrict- 
ed to areas close to prefabricator’s plants. The subject was thorough!y 
discussed recently at the Kansas convention at Salina and it was genera!lv 
agreed that conventional houses can be built as cheap as a pre-fab but 
that they have the edge on financing. Down payments are definitely 
lower because the prefabricators often handle their own financing. There 
was a feeling at the convention that perhaps eventually both conventional! 
builders and retailers of materials might work together and establish a 
private organization for mortgage funds. 


New wage increases coming ... but the raises won’t be as high or 
as widespread as in previous years. Steel expects to settle with the unions 
for 8 to 10 cents more an hour . . . 5% more than present wages. Big 
Steel usually is a pattern for other industries but not this year... the 
average increase will probably be about 3%. Few manufacturers plan to 
balance wage jumps with higher prices for their products . . . price resis- 
tance is much too prevalent. 
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GUY T. 0. HOLLYDAY 
New FHA Commissioner 


Increase FHA, VA 
Loan Rates to 412% 


Interest rates on new home mort- 
gages have been boosted by the 
Federal Housing Administration 
and the Veterans Administration. 

The maximum permissible inter- 
est rate on loans guaranteed by 
the Veterans Administration was 
increased to 414% from 4%. The 
new rate is effective on loans 
closed after May 12. 

Veterans who now have GI loans 
will not be affected by the action. 
Only new loans will be permitted 
at the 414% rate. 


Top FHA Rate 5% 


On loans issued by the FHA the 
permissible rate was increased to 
414% from 414%, effective imme- 
diately. In addition, FHA loans 
have carried an insurance charge 
of 14%, which remains unchanged. 
The total rate with insurance can 
now be 5%. 

The FHA increase also affects 
only new loans. Mortgages in effect 
at the 41,°% rate are not affected. 


Hike “Taken Reluctantly” 


Carl R. Gray, Jr., VA adminis- 
trator, said the increase in rates 
yas taken reluctantly to attract 
more lenders to the housing pro- 
gram and as a last resort after 
extended consultations with other 
government agencies. He said it 
had the approval of Treasury Sec- 
retary Humphrey. 

Guy T. O. Hollyday, FHA com- 
missioner, said the action will re- 
move “the indecision in the mort- 
gage money market” and that “the 
industry can now resume its ac- 
tivity.” 

Gray said the 4% interest rate 
had been maintained as long as 


9 





possible in order to secure housing 
for veterans at the lowest cost. 
However, he said it was necessary 
to raise the permissible rate be- 
cause veterans were meeting with 
increasing difficulty in getting 
loans at the 4% rate. 

Gray said “recent changes in 
the money market have pushed in- 
terest rates up to the point where 
VA had no alternative but to raise 
the interest rate if the GI loan 
benefit was to be preserved for 
veterans. 

“We have been assured by the 
lending institutions of the country 
that they will make ample GI loans 


; 


t 
\ 


available to veterans at the new 
rate,” he said. “‘We have reasons 
to believe the new rate will move 


- lenders to be more liberal with re- 


spect to down payments and ma- 
turities.” 
Still Lower Cost 

Even at the increased interest 
rate, “the GI loan still will give 
the veteran financing at a lower 
cost than other borrower groups 
can usually obtain,” Gray noted. 
The higher rate also “should help 
to eliminate or reduce the discount 
charges which many builders have 
been forced to pay to obtain GI 
financing,” he added. 


What is your 


BIG NEW 
MARKET ?? 


a As the Market 
goes so goes the 


SALE?! 


THE “DO-IT-YOURSELF” TREND 


is the fastest growing market for building products as you know. 
FIBARLITE offers you a proven SERVICE AND SALES PROGRAM aimed 

directly and dramatically at the home owner through national advertising. 
When your customers buy FIBARLITE and install it themselves they save 


money and YOU MAKE PROFIT. 


HOW 


2 Show your customers how to use the products you sell them. 
* 


With FIBARLITE, offer a realistic retail price of 85¢ per sq. 
ft. Each walk-in sale can mean $50.00 to $200.00 to you. 


With our “How-To-Do-It” sales presentation using concise, vivid construc- 
tion details and the model which we provide, you will create interest and 


increase your sales. 


Take advantage of FIBARLITE’s non-stocking, factory-direct dealer 
service program. Write today for your complimentary copy of — 


“Construction Magic” 


Translucent Corrugated Panels 


GLAZING 


ROOFING 602 North 


Los Angeles 


SIDING 
FENCING 


Gray said the 412% rate will ap- 
ply to GI farm and business loans, 
as well as home loans. 

Albert M. Cole, housing and 
home financing administrator, said 
the FHA interest increase had been 
authorized “with reluctance.” 

However, Cole said, in his judg- 
ment the boost was necessary to 
keep such financing available. 


See page 12 for cost ‘comparisons 


New FHA, GI Rules 
Cut Monthly Payments 


The government’s new policy of 
permitting a longer payoff period 
on home mortgages it insures or 
guarantees may make it easier for 
this year’s home buyers to pay 
their monthly carrying charges out 
of income. 

Under the new policy, banks 
and other lenders may, at their dis- 
cretion, allow a veteran as long as 
30 years to pay off a GI home 
mortgage. Non-veterans whose 
loans are insured by the Federal 
Housing Administration may be al- 
lowed up to 25 years on most 
homes and up to 30 years on some 
low-cost housing. 


NRLDA Drives For 
Open-End Mortgages 

The National Retail Lumber 
Dealers Association is joining with 
other groups in urging the Federal 
Housing Authority to abandon its 
opposition to the open-end, accord- 
ing to H. R. Northup, executive 
vice-president of the NRLDA. 

An open-end mortgage and its 
benefits are described in a widely 
circulated NRLDA folder which, 
according to Northup, has produced 
a deluge of requests at the asso- 
ciation’s Washington office for 
more copies to distribute to mort- 
gage bankers in all communities. 

Northup gives this example: 

“Take a homeowner whose un- 
paid principal has been reduced 
from $10,00 to $7,500 and who 
wants to spend $2,000 moderniz- 
ing a kitchen and adding a garage. 
With an FHA Title I or similar 
loan, the monthly payments would 
come to $63.80 per month and the 
interest rate would be 9.6%. 

“But if the homeowner has an 
open-end mortgage and the mort- 
gage still has 10 years to run, the 
$2,000 can be repaid at the rate of 
only $21.22 per month, assuming 
the rate of interest on the mort- 
gage to be 5%, provided the funds 
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CHEVROLET “vis: TRUCKS 


Famous for Their 
Saving Ways 


—and here are 4 Powerful Reasons why! 





EXTRA POWER! How can extra power save you money? The high- 
compression power (7.1 to 1 ratio) of Chevrolet’s Loadmaster 
engines in heavy-duty trucks means extra power and extra miles 
from each gallon of gas. Chevrolet's Thriftmaster engine in 
light- and medium-duty models has long been known for econ- 
omy of operation. 


EXTRA STAMINA! Heavier, stronger construction throughout, 
more rigid frames! Now, Chevrolet trucks are sturdier and tougher 
than they have ever been in the past—better able to handle the 
roughest jobs day after day, months on end. Such outstanding 
stamina is one more factor—and an important one—in reducing 
your hauling costs. 


MATCHED TO THE JOB, TOO! Every Chevrolet truck is carefully 
engineered and factory-matched to the job it will do. You don’t buy 
too big a truck. You don’t buy too small a truck. You get a truck 
with every unit matched and balanced to the work it will do—and 
that saves you money, too. 

EXTRA OVER-ALL ECONOMY! Many things contribute to lower 
hauling costs with Chevrolet. But, few are as welcome news to 
buyers as the fact that Chevrolet trucks list for less than any other 


truck of comparable size and capacity. See your Chevrolet dealer. 
Chevrolet Division of General Motors, Detroit 2, Michigan, 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VYALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load, POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE&for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTI-PANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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No stock to buy... 
no charge for display 
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sig® 
yore aching 4° 
or 
moder™ st, well 
a soptovl® 
. ynrer 


Here are displays which are 
refreshingly different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There’s no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis- 
tributor today. 










The Stanley Works, New Britain, Conn, 
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Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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are obtained by adding the cost of 
the modernization job to the un- 
paid principal amount of the mort- 
gage. 

“Thus the unpaid balance would 
be increased to $9,600 and the 
monthly payments over the re- 
maining 10 years would be _ in- 
creased by one-third as much as 
with a Title I loan.” 

Three benefits te the retailer are: 

“He can get customers who want 
or need to spend a substantial sum 
to modernize but are in no posi- 
tion to pay cash or pay for the job 
in three years with an FHA Tit'e I 
or similar loan. Low monthly pay- 
ments allow the dealer to clinch a 
sale to a customer who otherwise 
would not modernize. A customer 
may decide to go ahead with an 
even bigger and better moderniza- 
tion job because the payments are 
moderate.” 

Northup quoted Robert A. Jones, 
executive director of the 2,500- 
member Middle Atlantic Lumber- 
men’s Association as saying: 

“There is a huge number of 
houses in our territory (10° of 
the housing in the country) that 
need repair or modernization; the 
key to opening up this untapped 
reservoir is the open-end mortgage. 

“It could easily be the spring- 
board for a tremendous program 
to maintain the nation’s housing 
inventory. Banks will find more 
security in the open-end.”’ 


Steel Price Hikes 

Soon to be Announced 
Major steel companies soon will 

announce price boosts in addition 

to those made recently. 

Included are U.S. Steel Corp., the 


world’s largest steel maker; Jones 
& McLaughlin Steel Corp., one of 
four firms that boosted some prices 
recently; Youngstown Sheet & 
Tube Co., and Armco Steel Corp. 

Benjamin F. Fairless, chairman 
of U. S. Steel, said in New York 
that “we propose to make certain 
changes in our ‘extras’” and the 
firm is figuring out now how much 
the boost will be. 

But U.S. Steel, he said, “does 
not contemplate a general increase 
in the base price at this time.” The 
need for adjustment in base prices, 
he explained, can be better deter- 
mined after the extras have been 
adjusted. 


Housing Prospects 
Across the Nation 

Building industry experts from 
all over the country are cautious- 
iy optimistic about the present and 
future construction market, accord- 
ing the information received by The 
Dow Service Incorporated, New 
York construction news reporters 
and building cost analysts. 

Their view is that the housing 
shortage, so acute until last year, 
has all but disappeared except in 
medium and low rentals. There is 
a strong vein running through most 
of what they say warning that 
costs for both residential and non- 
residential construction must be 
brought down by one device or an- 
other to a level the market will 
pay. Sales and investment resis- 
tance is mounting. 

The following are typical com- 
ments received by Dow Service: 

Albany, N. ¥. The volume of 
building is good with emphasis 
upon schools. Sales are reported 





20-year loan: 
Monthly payment 
Interest cost over life of loan 
25-year loan: 
Monthly payment 
Interest cost over life 
80-year loan: 
Monthly payment 
Interest cost over life o/ 


A $10,000 FHA, 25-year loan 
at 44%% (old 4%% rate plus 
FHA service charge) re- 
quired monthly principal and 
interest payment of $57.02. At 
5% (new rate of 4%4% plus 
%% FHA service charge) the 
same loan requires monthly 
payments of $58.46. 


of loan 


loan 


1% 





FHA and VA Amortization Table 
Monthly Cost Per $1,000 Mortgage 


Old New Old New 
VA VA FHA FHA 
6.06 6.33 6.47 6.60 
455.00 519.00 553.00 584.00 
5.28 5.56 5.71 5.85 
584.00 668.00 713.00 755.00 
4.78 5.07 5.22 5.37 
721.00 826.00 880.00 934.00 


A $10,000 GI loan, 25 years 
at 4% required monthly princi- 


pal and interest payment of 
$52.79. At 4%%, on same 
terms, the charge would be 


$55.59 a month. The same loan 
on a 30-year mortgage would 
require $47.75 a month at 4% 
and $50.67 at 4%%. 
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THE SPLINTER CAT 


(Felynx arbordiffisus) 


A widely distributed and frightfully de- 
structive animal is the splinter cat. It 
is found from the Great Lakes to the 
Gulf, wherever wild bees and raccoons 
abound. These are its natural food, and 
the animal puts in every dark and 
stormy night shattering trees in search 
of coons or honey. It doesn’t use any 
judgment in selecting coon trees or bee 
trees, but just smashes one tree after 
another until a hollow one containing 
food is found. The method used by this 
animal in its destructive work is simple 
but effective. It climbs one tree, and 
from the uppermost branches bounds 
down and across toward the tree it wishes 
to destroy. Striking it squarely with its 
hard face, the splinter cat passes right 
on, leaving the tree broken and shat- 
tered as though struck by lightning or 
snapped off by the wind. Appalling de- 
struction has been wrought by this ani- 
mal in the Gulf states, where its work 
in the shape of a wrecked forest is often 


ascribed to windstorms. 


Signqos* 


KINZUA 


Alin pore? 


BuiLpING Propucts MERCHANDISER 
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LUMBER LEGENDS 


AS WE REMEMBER THEM 


No splinters with 
Kinzua Pine! 


This smooth, soft-textured lumber is ex- 
pertly machined and easily worked for 
maximum builder satisfaction. 100% 
kiln dried, Kinzua products are care- 
fully and continually 


spected. 


supervised in- 


Handled with 
from start to finished 
Kinzua is 
loaded 


You're 


care 


lumber, 
stored and 
under cover. 
assured clean, qual- 
ity products to meet 
every building re- 
quirement. Specify 
Kinzua on your next 
order! 





dragging on the more expensive 
homes. No estimate is available 
of whether more, or fewer, houses 
will be built locally than last year. 

Bismarck, N. D. There has been 
no change in interest rates and 
none is expected. There will be an 
increase in industrial construction 
this year, due to an oil refinery 
and power plant construction pro- 
gram, but residential construction 
may drop below 1952. 

Charleston, W. Va. It is ex- 
pected that some home construc- 
tion will continue at a high level 
due to proximity to the atomic 
plant in Ohio, and other industrial 


expansion in this area, but resi- 
dential building generally will ta- 
per off—some say 10%. 

Cincinnati, Ohio. Residential 
building will probably fall off 10 
to 15%. Material costs and over- 
all costs will remain steady, with 
labor costs up slightly. A shortage 
is reported in all rental units. Only 
2% unemployment exists in the 
building trades pool. 

Dallas, Tex. There is an abun- 
dance of new and old homes on the 
market in all price ranges, but it 
is still estimated that there will be 
as many homes built in 1953 as in 
’52. Prices on old homes will drop 





























Recommend Ozark 





FO CONTRACTORS 


THAT'S 


OZARK 
OAK 
akele) inte 


Raise your profits with faster 
flooring sales! Ozark Oak floor- 
ing has proved its worth and 
sales appeal all down the line. 


AND CARPENTERS 


needs only 


minimum sanding and finishing for a beautiful installation job. TO HOMEOWNERS 


has the inherent qualities of mountain-grown oak, plus superior Ozark manufac 


ture. TO INDUSTRY 


an Ozark grade for every purpose 


Produced from fine, altitude-grown oak stock and properly seasoned and milled, you'll 
find Ozark has the “sell” that makes new profits. 





“Fine Flooring 
Since 1927” 











© 


Stock and recommend Ozark Brand today! Write for 
complete details and prices. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 
MISSOURI 


= 


in sales price about 10% to 20% 
under reproduction cost, and it is 
felt that new houses will drop 
their sales prices by about 5%. 
Competition is keen, especially 
with regard to _ non-residential 
work. Unemployment stands at 
5% of the labor pool. No shortage 
of labor exists. The outlook is op- 
timistic, but cautious. 

Denver, Colo. Building construc- 
tion in the non-residential category 
is definitely on the “up,” and will 
exceed 1952’s volume, as will res- 
idential construction. The number 
of houses built in 1953 is expected 
to exceed those built in 1952 by as 
much as 25%. Both sales prices 
for homes and costs to build will 
decrease about 5%. 

Harrisburg, Pa. The building 
construction outlook for ’53 is 
fair. There is a tightening on loans 
in general from a year ago. It is 
expected that both construction 
costs and the sales prices for 
homes will decrease in 1953—per- 
haps 5%. The feeling is optimistic. 
Down payments on houses have 
been increased by about 25%. 

Minneapolis, Minn. Building 
starts will remain about the same 
as in 1952 and there will be little 
change in prices. Competition may 
lessen somewhat if some builders 
detect a stiffening consumers mar- 
ket. Selling will be more difficult. 
There is an optimistic feeling 
among the building industry that 
private builders will get less Gov- 
ernment competition. No change 
in the required down payments on 
houses has occurred. 

Omaha, Neb. The feeling is that 
while residential construction may 
fall off by nearly 20% in 1953, as 
compared with last year, non-resi- 
dential will increase by about 10%. 
Shortages are reported in apart- 
ment buildings, factories, hospitals 
and storage space. No change in 
either sales prices or building 
costs for homes is looked for. The 
feeling is optimistic with regard to 
the future. The down payments on 
houses have been increased. 

Syracuse, N. Y. The number of 
new homes built in 1953 may de- 
cline as much as 10%. It is expect- 
ed that prices for homes may go 
go down slightly because of the 
number on the market and brisk 
competition generally. Much em- 
phasis on commercial building. 

Youngstown, Ohio. The 1953 
outlook is for less home construc- 
tion this year. Competition is keen 
with more bidders. The decline is 
expected to be about 15%. There’s 
a shortage of skilled workmen. 
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Three Bedroom 


Houses Best Sellers | Th N | 
The r wer 


public wants three _ bed- 


rooms, larger work, play and stor- ; ore 

age areas, and one or two luxury 4 agni ies 
features, along with lower prices, % 

in the homes they buy today, ac- 8 

cording to the first of a new series our ain 

of reports on the fastest selling | 4 


houses in the USA appearing in 
the current issue of House & Home. 





The features which have made 
houses best sellers in six of the 
country’s key cities—Dallas, Cin- 
cinnati, Boston, Omaha, St. Louis Robinson magnifies your paint brush profits by pursuing 
and Minneapolis—are analyzed. the policy of providing you, the dealer, with the finest, 

In all six cities, the best sellers most saleable brushes along with effective merchandising 
are three-bedroom models. For ex- | ideas. 
ample, in St. Louis, the demand | The four bi 
for three-bedroom houses in the 
Frostwood development of the 
building firm of Fischer & Frich- 
tel is about 4 to 1. John Fischer is 
quoted: “Even people with no 
need for a third bedroom want the 
extra room.” 


8 sales aids pictured here are just a few examples 
of point-of-purchase merchandising tools designed by 
Robinson to maintain an economical, profit-packed, self- 
selling program for you. 


Space and livability are other 
factors which buyers of houses 
look for today, the survey indi- 
cates. They like larger work, play 
and storage areas. Builder Martin 
Cerel of Boston, who has averaged 
better than a sale a day since the 
first of the year, declares, ““Buyers 
in our area shop around for good 
value. We have to offer them more 
for their money.” 


NEW SELF-SELLING 
WALL BRUSH 
ASSORTMENT WITH 
BRUSH-PAC*: 


1 
| 
| 
| 
| 
| 
| 
| 
l Individually packaged brushes for “Do-it- 
| Yourself” painters— Packages give helpful 
In Minneapolis. Builder Wallace ’ | painting tips . . . suggestions for acces- 
Bruce is declared in the magazine sories you sell . . . keep brushes factory 

l 

l 

| 

| 

| 

| 

| 

l 

| 


to have found a good way to sell perfect . .. have important re-use value. 
more houses faster: use architects’ SALES BOOSTING 
services. MERCHANDISING 


“Many builders find it hard to a 
sell their houses because they Attaches to paint shelf—More 
won’t pay for architects’ services. “show ' More “tell”! More 
The builder and the architect | “sell! — Eliminates under- 
should get together. | counter inventory — Gives 
maximum turnover with 
minimum inventory — Self- 


° | selling — Visual Inventory 
Housing Experts | ‘cial 


FAST MOVING SPRING 
ASSORTMENT 

12 Popular-sized 100% 

tipped nylon brushes in a 

sparkling, compact, sales- 
building carton—Your 
profit... 87% on cost! 





To Advise FHA 


Ustablishment of an Advisory 
Committee made up of six national 
housing leaders was announced re- 
cently by Commissioned Guy T. O. 
Hollyday of the Federal Housing 
Administration. Representing both 
home financing and construction, 
the committee is composed of: *Pat. Pending. 
Fritz Burns, Los Angeles, Calif.; 
E. A. Camp, Jr., Birmingham, Ala.; ) 
Walter Gehrke, Detroit, Mich.; b 
Philip M. Klutznick, Park Forest, a _. 
Ill.; H. J. Mendon, Los Angeles, 95 P 
Calif.; James Rouse, Baltimore, ee ___ 


EYE-CATCHING SUPERB ASSORTMENT. 
Same big seller as Spring Assortment—Fea- 
tures 100% pure bristle brushes—You make 
65% profit in fast sales! Jobber and dealer 
inquiries receive prompt attention. 
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Buitpinc Propucts MERCHANDISER 





For the first time in hardware history, we present the 











No. 9491 Telephone Locks 
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Assorted Rim Latches 


3 . 


No. 249 Padlocks eI ” i ee | ba | af e 
 erdtt ceseacce seat | | Ee 


ssorted Yale Padlocks 
Assorted Yale Padlocks No. 711 Nugget Padlocks 
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powerful display boards... easy to 
profit with...easy to place 


Here it is...a new merchandising idea that 
solves your display problems. Designed for 
maximum selling in a minimum of space, 
new YALE “BIG 10” MERCHANDISERS are easy 
to place and easier yet to profit with! Bright 
appealing colors... high visibility... hand- 
some transparent packaging...and famous 
Yale locks at budget prices give these new 
type displays the terrific sales sock that can 
make real money for you. Don’t miss a day’s 
profit... wire your order to your distributor 
now for new YALE “BIG 10” MERCHANDISERS. 


The Yale & Towne Mfg. Co., Stamford, Conn. 


Lock and Hardware Division 


BuILpING Propucts MERCHANDISER 





, THIS IS YOUR QUICK-PROFIT AREA 





Assorted Rim Locks 
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*Registered in U.S. Patent Office 


YALE & TOWNE 
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Paint Business Built on 


ChiNamels Quality, Services” 


says Kansas Chi-Namel Dealer 


Dale Bosley, manager 


R. H. JOHNSON LUMBER CO. 


Liberal, Kansas 


Stace we have carried the 

Chi-Namel line of paint we 

have built a big paint busi- 

ness with many satisfied 

customers. We're pleased to 

say that Chi-Namel has been 

highly accepted in this com- 

paratively new area for 

Chi-Namel paints. We’re 

also proud to be associated with Chi-Namel be- 
cause we know the company is back of its product 
100 per cent. All of us appreciate the prompt han- 
dling of orders and personal attention we get from 
Chi-Namel representatives. The handy decorating 
service offered by Chi-Namel is of great value to 
us in decorating assistance and planning for our 
customers. We know that Chi-Namel’s many dealer 
aids bring us more customers for not only paint 
but other building materials.” 


How much new business does your 
paint line produce? 


Your paint line is probably a good one, but how 
many customers actually ask for it by its brand 
name? Probably, not many. The big question 1s 


PAINT & VARNISH CO. 


1101 Third St. South Minneapolis 15, Minn. 


Please send me the Chi-Namel story. 


Vis. 


2 *PPRS 
va. \..| Wiele's' 


TIIOEE TTI FOP PEERED 111 4 T 
s33aiTIIT MITT bees bet 
Doaeeiie TT TT) 


Fa Fe eer 
TTI 
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not how well known is your paint line, but rather 
how many new customers does it actually bring 
into your store. Testimonials from Chi-Namel 
dealers everywhere prove that Chi-Namel’s pro- 
motions and services bring in many new paint cus- 
tomers .. . customers who buy other merchandise 
as well. 


Here are 17 ways Chi-Namel helps 


dealers get customers 
Color Planning Studio 
Architects’ & Contractors’ 

promotions 

Painters’ promotions 
Industrial promotions 
School Board Promotions 
Farm promotions 
Newspaper ads 
Radio announcements 


Special mailings 

List mailers 

Specia! product promotions 
House-to-house ads 
Novelty sales stimulators 
Dealer stationery 
Statement inserts 

Special Cx r pre 
Special Sale promotions 


Write for the Chi-Namel story 

Learn how Chi-Namel is building new paint busi- 
ness for its dealers with advertising that does more 
than just sell the idea of painting. It brings cus- 
tomers directly to each Chi-Namel dealer’s store. 
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WESTERN AND SOUTHERN 
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DISTRIBUTING YARDS” 
IN CHICAGO & ST. LOUIS 


=o 
—< - % z 
1 Page Avenue A 


651 
ST. LOUIS 14, MISSOURI CHICAGO 30, ILLINOIS 


f sr 1111 ROdney 3-4160 
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Youre set to sell 


with CELOTEX 


Builder Preference 
Builds Profits for You 


“In our Nelson Park and Parklane Drive developments consisting of 
forty homes in the $45,000 class, we are finishing off recreation 
room ceilings with Celotex Insulating Interior Finishes. Thanks to the 
fresh, unusual, beautiful effects achieved with your attractive tile 


board, these recreation rooms have proved to be a most popular 
selling feature.” 


C. G. Maloney, Fairhill Construction Company 
Cleveland, Ohio 
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2 giant markets 


INSULATING INTERIOR FINISHES 


Market No. 1—Remodeling. The rapidly expanding num- 
ber of ‘“‘do it yourself” homeowners find it simple and thrifty to build 
new rooms or modernize existing rooms, with Celotex Insulating 
Interior Finishes. These handsome structural panels build, insulate, 
decorate—all at one cost. They’re quickly, easily stapled or nailed 
in place. No painting or papering needed—they’re beautifully pre- 
decorated to save work and money. 

















Market No. 2—New Building. Builders across the country, 
like Mr. C. G. Maloney whose letter appears at left, are using Celotex 
Insulating Interior Finishes not only for recreation rooms but also for 
living rooms, dining rooms, bedrooms. They save time, labor, mate- 
rials. And, the range of sizes and colors in Tile Board, Finish Plank, 
Building Board and Key Joint Units permits a great variety of dra- 
matic decorative effects. 








ONE WORD tells why Celotex Insulating Interior Home.” A big Contractor’s Idea Book. Atten- 

Finishes are the key to these two rich markets tion-getting counter display. Ad mats for local 
. PREFERENCE. Nationwide preference among newspaper advertising. Put them all to work and 

builders and homeowners alike! Sales-making get yourself a better share of both giant mar- 

preference built up by superior products plus kets! Ask your Celotex representative for details 

consistent, year in and year out national adver- right away. 

tising for a third of a century! 

Today, as always, Celotex makes your selling 
job easier with a great advertising campaign 
designed to open up both markets. Impressive, 
full-color ads in BETTER HOMES & GARDENS and 
AMERICAN HOME. Full-page ads in THE SATUR- 
DAY EVENING POST and SMALL HOMES GUIDE. 
Hard-selling ads in SUCCESSFUL FARMING and 
PROGRESSIVE FARMER. Convincing ads in AMERI- NEW, IMPROVED CELOTEX “’E’’-JOINT 
CAN BUILDER and PRACTICAL BUILDER. 

All this, plus all the selling aids you need to Th enthuive Goectaganant makes Celotex Tile Sone ad ouster 

hai " to fit together. Simplifies alignment, reduces installation time. 
tie in and cash in! .. . The colorful new 32-page 


Assures a snugger, neater, more attractive joint. Completely 


remodeling book, “97 Ways to Improve Your conceals staples and nails. 


Sales come easier, when you feature genuine 


CELOTEX 


REG. U. S. PAT. OFF. 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 S. LA SALLE STREET * CHICAGO 3, ILLINOIS 


ButtpinGc Propucts MERCHANDISER 
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BUILT-INS AND 
STAIR WORK 


Matching the refinement of 
its Satin-like trim, are Cros- 
sett’s related Arkansas Soft 
Pine products for built-ins, 
stair work, etc., all grade- 
marked and certified for top 


quality by registered trade- 
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For & oft Textured 
Trim That Holds 
Nails and §& tay4 
Put .. 





on ARKANSAS SOFT PINE 


Satin-like Interior Trim 


Crossett supplies you with this superior woodwork in 8000 list 
patterns and finishing lumber. These give you the advantage of 
standard inventory items to serve your customers with recognized 
premium quality at a definite cost-saving over custom millwork. 


The compelling eye appeal of Arkansas Soft Pine trim is its excep- 
tionally attractive fiqure. On the practical side — the wood’s soft 
texture and light weight work easily to close detail. Patterns match 
exactly at miters and stay put. Free from pitch, seasoned to 
approved moisture content, the wood doesn’t shrink or swell. It 


absorbs paint and transparent finishes evenly with never a sign 
of raised grain. 


Can ship in mixed cars with boards, dimension 


and Royal Oak flooring. May we quote? 


CROSSETT 


LUMBER COMPANY Typical 
CROSSETT, ARKANSAS 8000 


Patterns 





— a 
—— — <a 
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Dodge “Job-Rated” Trucks 


real, man-sized job for us!” 


. says Ernest Lane, 
Co-owner, Berry & Lane, 
Napa, California 


How new Dodge ‘‘Job-Rated” trucks 
boost your hauling profits 


More money-making payloads!—Just put a 
Dodge to work for you and watch it go to town 
on those hefty loads of lumber! Ideal weight 
distribution lets you carry bigger payloads 
without overloading. And, thanks to shorter 
wheelbases and wider front treads, an easy- 
handling Dodge can wheel through deliveries 
in less time with less effort. Enables you to 
make more trips per day! 


More power-packed performance!—Get the 
right power for your job with a Dodge ‘‘Job- 
Rated”’ truck! Big, burly engines—from 100 h.p. 
to 171 h.p.—let you tackle toughest hauls with 
confidence! New super-safe brakes in 1- 
through 4-ton trucks... no-shift Truck-o-matic 
transmission available in 14- and 34-ton models! 
Your friendly Dodge dealer will gladly give 
you all the money-saving facts . . . and he'll 
make you a mighty good deal! 


BurLtpinGc Propucts MERCHANDISER 





“To transport building materials at a profit, our 
trucks have to be as dependable as they are eco- 
nomical to operate. That’s why we have bought five 
Dodge trucks in the last year—everything from 


14-ton to 2-ton. And we’re going to keep on buying 
them, too! 


“Our Dodge ‘Job-Rated’ trucks do a real, man-sized 
job for us. We haul material as fragile as window 
glass and as tough as beam lumber with equal ease 
in them. Believe me, Dodge trucks are certainly 


? 


rated to our job! 


Job Rated’ TRUCKS 
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the test tells... and the tile sells! HAVE YOUR CUSTOMERS 


B. F. Goodrich Rubber Floor Tile has many sales-clinch- MAKE THE TOUCH TEST 
ing features: the famous quality which has set the stand- 
ard for over 25 years; a Natural Resiliency that gives LET THEM Fale Wat 
quiet comfort underfoot; Beautiful Lifetime Colors; “SUPER-DEN SITY” MEANS 
Super-Density for a surface that’s easy to clean and keep 
A touch will tell them the secret of 
“Super-Density” .. . an exclusive fea- 
ture in B. F. Goodrich Rubber Floor Tile 
which provides a smooth, non-porous sur- 


est possible recommendation. face on which dirt just doesn’t have a 
chance to collect. 


clean; and now it is available in a special 80 gage thick- 
ness for home installation. All features are backed by the 
research of B. F. Goodrich — First in Rubber — the high- 








For complete informaticn write Dept. L5, B. F. Goodrich 





Co., Flooring Division, Watertown 72, Mass. 


FLOORING PRODUcr. 


You can dyondon BE Goodr ich 


RUBBER TILE - ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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‘National Lock Sea7el'Chucealed Hinges 


| bring new beauty to every kitchen...new profits to you 
i 








N58-598E Only the knuckle 
$ is exposed 


This popular NATIONAL LOCK Hinge is completely concealed except for the smoothly- 
styled knuckle. Designed for use on inset doors of wood cabinets, it lends a fresh, streamlined 
appearance to every kitchen. Available in 5 attractive finishes. National Lock Semi-Concealed 
Hinges are individually packaged in sturdy, easy-to-identify envelopes. Priced for fast sales 
and substantial dealer profit. Ask your jobber about the complete line of fast-moving 

National Lock cabinet hardware. It provides an excellent selection of styles and finishes. 


Ask about these other popular National Lock items 


oe 


NATIONAL No. 24 WOOD SCREW NATIONAL A-80 BRASS 
LOCKset ASSORTMENT TUTCH LATCH ASSORTMENT 


SOLD THROUGH JOBBERS 
| distinctive hardware...all from 1] source 


WNP NATIONAL LOCK COMPANY 


_ aS Rockford, Illinois ® Merchant Sales Division 


BurtpInG Propuctrs MERCHANDISER 
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SPOTLIGHT 


for 1953 
is on the 


sqlousie 
































Metal Arts Manufacturing Co., Inc. 
P. O. Box 4144 Atlanta, Ga. 
Att’n: Dept. AW 
Please forward full information on 
your complete aluminum window line. 
Name: 


Co. Name: 














Double Hung 


Precision engineered aluminum windows close completely, yet 
open with little effort. The low initial cost, plus NO mainte- 
nance cost, will amaze you. Metalart Aluminum Windows carry 
the Aluminum Window Manufacturers’ Seal of Approval, per- 
sonification of quality standards of the highest order. 


aaron _- | METAL ARTS MFG. CO., INC. 


i P.0,BOX 4144 ATLANTA, GEORGIA. 
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Now... SKIL dealers have big edge over competition! 


2 NEW HEAVY-DUTY SAWS! NEW LOW 
PRICES! FAMED SKIL FEATURES! 


NO OTHER LINE OF SAWS OFFERS THESE 
OUTSTANDING FEATURES AT SUCH A LOW PRICE! 
1. Extra powerful motor. 4. Calibrated rip fence stand- 
2. Full ball and roller bearing ard equipment. 
construction. 5. Exclusive safety guard lift. 
3. Built-in depth and bevel 6. Light-weight... balanced 


adjustments. ... for one-hand operation. 


SKIL Products are made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Ave., Chicago 30, Ill. 
3601 Dundas Street West, Toronto 9, Ontario 
34 SKIL Factory Branches 
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Big demand among 
carpenters and contractors 


SKIL is aiming at your cash register with three fast- 
selling Homebuilder Saws—6", 74", 84". These saws 
built to SKIL standards put you in the high volume 
construction market in a big way with the extra power 


and quality features found only in far costlier models. 


Homebuilders are Advertised—Pre-sold! SKIL is 
advertising —se//ing—these saws to builders and con- 
tractors with a regularly scheduled campaign in Ameri- 
can Builder and Practical Builder. Contact your 


wholesaler now—ftoday—for complete information on 


how you can ‘cut yourself in” fora big share of profits! 




















me fo. 


le MME TO bE 


in on the Big Swing to 


MASONITE SIDING 





Are you “in” on the most exciting new product to hit the 
building materials field in many a moon? The building trade 
—and home buyers, too—have responded rapidly to new, 
packaged Masonite Siding. And, there are ready profits to be 
made in this big footage item. If you haven't yet ordered 
your supply—there’s still time fo stock up for the summer's 
building rush. Get in touch with your wholesaler or Masonite 
representative right away. 


Attractive. Shadowline wood strips for 
deep shadow effect. Choice of 3 widths: 
Conventional 12”, wider 16” and extra- 
wide 24”. In 5,’ or 4" thicknesses. 


Smoother. Perfect paint base. Takes less 
to cover, holds it longer. Smooth, grain- 
less surface won't crack or check paint. 
Repainting is extra years away. 


Stronger. Resists dents, bumps, scrapes, 
etc. An all-wood hardboard, it won't 
split, splinter or crack. Won’t push nails 
out. 


Better hardboards f Out-weathers the weather! Good in any 
for better profits in climate. Won't decay or corrode. Keeps 
_ its good looks through the years. 
IASONITE* fir E ical. No sh d I h 
conomical. No short random lengths. 
CORPORATION ha, Consistent quality all through the 8’, 10’ 


Dept. AL-518, Box 777, NG ry A#f and 12’ lengths. Goes up fast. Fewer 
Chicago 90, Illinois ~~ 


~ 


> joints. Works easily. 
Mos te” signifies thot 


Masonite Corporation is the 
source of the product 


Have you enough MASONITE SIDING to meet the demand? 
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Milk Houses 





Two Panes of Glass 


Dairy Barns 





Blanket of dry air 
insulates window 





Bondermetic (metal 
to-gloss) Seal* keeps 
oir dry and clean 











Calf Pens 


INSULATING 


Other L-O-F Products: Plate Glass « Window Glass + Safety Glass 


Tuf-fiex* Tempered Plate Glass * Vitrolite* Glass Paneling 
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WHAT? PICTURE WINDOWS FOR BARNS? 


You bet...and it’s being 
done for good reasons! 


It’s a big, new market for you. 


Many a farmer enjoys the beauty and comfort of a 
picture window of Thermopane* insulating glass in his 
home. But in barns, poultry houses, milking houses, 
calf pens and such, it’s strictly a business matter. 


And, as a business matter, it’s a big potential market 
for you. Cold and dampness in service buildings are 
two big problems for farmers. Warmth and dryness 
contribute to keeping livestock healthier. They help 
increase production of milk, meat and eggs. And dry- 
ness means less building maintenance. 


That’s why large windows of Thermopane insulating 
glass are going into more and more farm service build- 
ings. Big windows bring in sunshine for winter warmth 
and dryness. Thermopane helps keep more warmth in- 
side. L-O-F has developed Farm Thermopane especi- 
ally for service buildings. This Thermopane is made with 
sheet glass, not plate glass. Hence, it costs less. It has 
a !..”’ blanket of dry air between its two panes. Farm 
Thermopane comes in standard sizes for large fixed 
units and for ventilating sash. Your L-O-F Glass Dis- 
tributor can give you full information. Or write us. 


L-O-F is advertising the Farm Thermopane story to 
dairymen, poultrymen and hog raisers in leading farm 
magazines. We have prepared a new folder which re- 
views farm uses for Thermopane. You'll find it helpful 
in going after the farm market. Want a copy? Mail 
the coupon. 


Libbey Owens-Ford Glass Company 
553 Nicholas Building, Toledo 3, Ohio 


Please send me information on farm uses for Thermopane insulating glass 
and data on sizes of standard Farm Thermopane 


Name 
(Please Print) 


Address 





Curi 


WOODWORK 


























When it comes to Curtis woman- 
designed kitchens, the answer is—plenty! 
For women by the thousands are writing 
in to learn more about the 53 woman- 
designed features that put the new Curtis 
kitchens in a class by themselves. These 
inquiries are being channeled to Curtis 
dealers who are also reaping the benefit 
of the largest, most extensive advertis- 
ing and promotion campaign which 
Curtis has conducted in many years. 
For dealers who stock and se// Curtis 


cabinets, the result is Profits with a 
Capital “P’’. No other line of kitchens 
offers all the advantages that Curtis pro- 
vides so generously in its new units. You 
may order Curtis cabinets in beautiful 
natural birch—or finish coated in white, 
ready for decoration in colors of the 
owner's choice. No other cabinet line 
offers lumber dealers so great an oppor- 
tunity to increase their kitchen sales in 
today’s quality-minded market. Would 
you iike more information? 





CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 
A Department of Curtis Companies Incorporated 
Clinton, lowa ¢ Wausau, Wisconsin ¢ Chicago, Illinois ¢ Sioux City, lowa « Lincoln, 
Nebraska « Topeka, Kansas ¢ Minneapolis, Minnesota ¢ New London, Wisconsin. 
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Clarke's 22% bmi 
PROFIT BUILDING 
RENTAL FLOOR MACHINES 








ANNIVERSARY 
MODEL P-11 
MAINTAINER 









Amateurs have no 
trouble keeping floors 
gleaming with the 
mE. We weteper~ ANNIVERSARY MODEL C-5 EDGER 
quiet, lightweight, 


stores in a square Adds “‘finishing™ touch to any sanding ANNIVERSARY MODEL EC-8 SANDER 




















foot of space. Scrubs, job. Also used for sanding narrow Here's the fastest cutting, easiast handling 
polishes, waxes, steel halls, stair treads, closets, landings, machine in the rental field! Easier, faster 
wools! etc. Figt top permits standing machine sandpaper charging, rugged 11 h.p. motor, 





upside-down for sandpaper change. increased vacuum power. 









Thirty-five years of Clarke know-how are month, If you already have a rental de- 
wrapped up in the new 35th Anniversary partment, you’ll want these new models to 
Clarke rental machines — the EC-8 bring in MORE profits. If you haven’t en- 
Sander, the C-5 Edger and the P-11 Floor tered the rental floor machine field, start 
Maintainer. Here are easy handling, NOW with these all-new models job- 
rugged, designed-for-the-job machines designed by Clarke the pioneer in the 
that will pay you BIG profits, month after “Do It Yourself” floor machine rental field. 

















PS at Te Send Thi ee Tae Gap ale Pia! ee ee, ee ee eee ee 


l 
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i yh \ tails on How the Clarke Rental Plan CLARKE SANDING MACHINE COMPANY 

Y } y Will Make 465 Clay Avenue, Muskegon, Michigan 

V 4 Oo €? 0 

YY wean yo : y for Rush me the colorful Clarke 16 page booklet showing how 
"OU! 


1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 


ee 


SANDING MACHINE COMPANY ADDRESS 


465 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Branches in Principal Cities 
Pioneers in the ‘‘Do-It-Yourself'’ Rental Field 


sag eee ewe ey ee ee ee eee eee 
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Bevel and 


Bungalow Sidines 


IN A VARIETY OF GRADES AND SPECIES 


| for generations as a manu- 
facturer of quality lumber products, 
Weyerhaeuser has developed the pro- 
duction of bevel and bungalow sidings 
to a fine art. 

Weyerhaeuser Bevel and Bungalow 
Sidings are among the building indus- 
try’s most popular exterior wall cover- 
ings. Their bevel design provides an 
overlapping, water-shedding pattern 
which increases their value as an 
exposure material. Offered in a variety 
of durable Western Softwoods, 
Weyerhaeuser 4-Square Bevel and 
Bungalow Sidings are proved, weather- 
resistant products. 

In addition to their high functional 
value, bevel and bungalow sidings are 


easily adaptable to many styles of 


architectural design. They highlight 
the structural mass with form, tex- 
ture and color. The deep shadow lines 
amplify the width, which is the most 
striking characteristic of rambler 


houses. The decorative schemes of 


hornes built with Weyerhaeuser 4- 
Square Bevel and Bungalow Sidings are 
easily altered with each new paint job. 


Weyerhaeuser Sales 


You can satisfy the needs of your 
market with Weyerhaeuser 4-Square 
Bevel and Bungalow Sidings which are 
manufactured in a variety of grades 
and sizes from Western Red Cedar, 
West Coast Hemlock, Idaho White 
Pine, Ponderosa Pine and Sitka Spruce. 

Ask your Weyerhaeuser representa- 
tive to give you full details of these 
popular wall coverings . . . or write 
for descriptive literature. 


ST. PAUL 1, MINNESOTA 
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ompany 


33 








@eeeeede 
@ $DOZENS or 


nadian 
- westernfea 
*, Practical Uses From orests 


Versatile Western White 

Spruce is ideal for joists, 

flooring, studding, raf- 

ters, sheathing and 

siding. 

Preferred by industry for 
industrial crating. 


“The best in the West!” ... All across the country that's the 

opinion of builders who use Western White Spruce. Strong, 

light, weather-resistant, Western White Spruce is easy to work, 

has an ideal surface that takes and holds paint beautifully 
Be it a crate, a house or any 

construction project ... you get the 


most for your money when you specify 


Western White Spruce. 


PRODUCTS ASSOCIATION 


McLEOD BUILDING 
EDMONTON, ALBERTA 
CAMADA 
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HEAVY GAUGE STEEL 
is used for interior ports. 
Parts are hardened for 
greater strength or zinc- 
plated where necessary to 
prevent corrosion 





REVERSIBLE CYLINDER 
fits either left or right hand 
doors opening in or out 
Instant adjustment may be 
made. 





NO EXPOSED SCREWS 
A retaining ring permits 
rose to be attached by a 
slight spring action, elimi- 
nating unsightly rose screws. 








NORWALK presents 


an outstanding new line 


of cylindrical locksets 


Designed for volume sales 


You'll be pleasantly surprised at the sales-building fea- 


tures of these superbly styled new Norwalk locksets for 
homes. 


As an aid to dealers, Norwalk has concentrated on the 
manufacture of only those items in strong, steady de- 
mand. A few well-planned interior and exterior sets ful- 
fill every residential need, and can be installed easily 
without special tools or accessories. 


You can handle the entire line with only a smal} in- 
ventory. Faster turnover is realized, and sales volume 
is increased. 


The new Norwalk line is displayed on an outstanding 
merchandiser and is backed by the guarantee of a com- 
pany known for leadership in the hardware field since 
1856. Get them from your jobber or wholesaler. 


sjossers—If your Norwalk representative has not called 
on you recently, write us. 


Smart sturdy packages 
areeasy tostore, quickly 
identified by name, 
style, number and illus- 
tration. Attractive dis- 
plays are avaijable to 
assist dealers in showing 
the full Norwalk cylin- 
drical lock line to its 
best advantage. 


NORWALK LOCK COMPANY 


395 BROADWAY, NEW YORK 13, NEW YORK 
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SPECIFY PALCO CERTIFIED DRY REDWOOD 


Compared to other commercially produced lumber, Redwood offers the highest rating in 
a combination of these six basic characteristics. But PALCO Certified Dry Redwood goes 
even further. It offers greatest uniformity of quality, texture and grade obtainable. Yet you 
pay no more for this extra quality in PALCO Certified Dry Redwood. For comparison 
of redwood'’s many high qualities, request Redwood Data Book “JG”. For the story 

on PALCO Redwood, ask for the free booklet, “From Out Of The Redwoods.” 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1869 


Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 5225 Wilshire Blvd., Los Angeles 36 
MEMBER OF CALIFORNIA REOWOOD ASSOCIATION 
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Stock and Feature Fast-Selling 


THOMASON 
FLUSH DOORS 


(All Wood) 


V Hollow Core or Solid Core 


V/Top Quality Throughout 


AVAILABLE IN THESE 


FACE VENEERS 
NOTE CONSTRUCTION FEATURES 





Philippine Mahogany, Genuine 
Honduras Mahogany, Walnut, 
Ook, Birch, Knotty Pine, Gum, 
or in any face veneer desired. 











Hollow Core 


PLEASE NOTE 


THOMASON plastic-faced flush 






doors cre now available in all do- 


Manufactured B 





mestic and foreign wood grain plas- 


tics, as well as in decorative plastics. i 4 re) ot y.\ a © ine 


/ PLYWOOD CORPORATION 


¢ 
FAYETTEVILLE « NORTH CAROLINA 







SOLD ONLY THROUGH DISTRIBUTORS 
Write Us Today For Name and Address Of Your Nearest Distributor 
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windowe 
for all 


Here’s real proof builders buy AUTO-LOK 
Windows because they sell homes faster! 


This huge new plant is the result of tremendous 


demand for Ludman AUTO-LOK Windows. In a few 
short years they have forged into national dominance, 
because only AUTO-LOK gives homeowners everything 


they've ever wanted in a window with none of the 


disadvantages they've put up with in the past. 


No wonder AUTO-LOK is the window women want most! 


The “growing pains” of production schedules, which 
taxed old facilities to the limit, have been solved. 
TODAY, Ludman is in a position to continue 
unexcelled research, design and craftsmanship 


. and to provide production without equal. 


Guarantee your customers a window that saves 


installation time, costs and materials . . . and 


puts extra “buy appeal” into any home on today’s 
market. AUTO-LOK Windows are available 


completely assembled . . . in 300 sizes . . . from 


a jobber near you. Contact him or write 


us for his name TODAY! 


LUDMAN (icin 


BOX 4541, DEPT. AL-5, MIAMI, FLORIDA 


LUODMAN LEADS THE wortuoD 


WINDOWS 
WOOD OR ALUMINUM 


Tightest Closing 
Windows Ever Made 


Seai shut like 
your refrigerator 


tn Window ENGINEERING 
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EDITORIAL 


Consumer Selling Vital 
with Compensatory Pricing Policy 


No. 3 of a series 


Average net profits in the retail lumber and 
building products business have been slipping 
for the past three years. A more profitable ap- 
proach to pricing is essential for adequate profits 
This is the third of a new series of editorials 
covering an improved philosophy of pricing and 
the methods to apply it. 


Dealers seeking a 10% net profit on sales (be- 
fore income taxes) will find it a good policy to 
build toward 70% consumer sales as opposed to 
30°% contractor sales. 

Consumer sales are sales billed to ultimate con- 
sumers (including industrials) as contrasted with 
billing to middle-men (contractors). There are 
two kinds of consumer sales: (a) sales the dealer 
organization makes without assistance from con- 
tractors and (b) sales where the contractor is 
brought into the picture under the dealer’s direc- 
tion and control. 

The 15° of the dealers in the country who 
make 10% or better net on sales before taxes 
have an average ratio of 70° consumer billings 
and 30% contractor billings. 

In fact, while there are many exceptions to this 
chart, the national relationship of net profit to 
sales policy may be stated as follows: 

Net Before 
Taxes Consumer Sales Contractor Sales 
10%, 10% 30%, 
9% 65% 35% 
8% 60% 40%, 
bite 


==o7 ror 
‘ p5° oO 45 " 


6% 50% 50% 
5% 45% 55% 
1% 40% 60%, 
3% 30% 70% 


When the contractor stands between the dealer 
and the consumer, he usually controls the dealer’s 
selling price to the dealer’s disadvantage. Con- 
sumer sales and billings may be had through the 
dealer sales management of contractor's package 
selling efforts. 

Uncontrolled contractor volume is expandable 
solely on a divertive basis, i.e. business diverted 
from some other contractor supplier. 

Consumer sales volume is expandable on a 
creative selling basis. Very often created con- 
sumer business is non-competitive. 
creative selling minimizes competition! 

Contractor sales should not be sacrificed in es- 
tablishing this policy. The idea is to increase the 


Certainly 
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proportion of consumer sales gradually to 70% of 
total volume while maintaining or even increasing 
present contractor volume. 

Our previous editorials on Compensatory Fric 
ing have demonstrated that consumer sales always 
carry a better opportunity for profit for the sim 
ple reason that more services are needed by con- 
sumers who are glad to pay for them. 


Why Consumer Sales? 


But there are many other reasons for estab- 
lishing an aggressive consumer selling policy: 

It is the only way to reach the great, new do- 
it-yourself market. 

It helps in restoring lost volume and protecting 
husiness against competition. 

Higher mark-ups are justified through the in- 
creased services rendered 

Consumer sales are most often for cash or its 
equivalent in discountable instaliment paper. 

It is the best way to secure complete dealer 
control of brands and specifications. 

Consumer sales are less competitive (the con- 
tractor’s primary buying consideration is price, 
the consumer's is service.) 

Consumers are less likely to shop around. 

It facilitates related inter-department selling 
and provides a basis for a one-stop service. 

Consumer sales provide a practically unlimited 
volume opportunity. 

They bring a high degree of control of carpen- 
ter-contractor volume through the ability to pass 
out jobs to these factors. 

They build a permanent repeat business that 
insures good public relations. 

It keeps business out of the hands of “outside’’ 
competition. 

Compensatory Pricing may now be stated as 
an equation: the degree of a dealer’s control both 
of the profitableness of his price and of the dis- 
tribution of materials in his trading area will be 
in direct ratio to the extent of consumer sales 
and services realized. 











SCHOENEMAN'S SHOW-HOW begins on the doorstep. Leroy Nelson, enter- 


prising assistant manager, 
it will cost to finish her attic 
of his salesmen 


visits with lady of the house, tells her how much 
Nelson follows up leads himself, or sends one 


===< 
MASTER 
MERCHANT 


“ 


... For conscientious service 
to consumers and community 

- for progressive merchan- 
dising and management... ” 
the Schoeneman Lumber Com- 
pany, Sioux City, Iowa, is desig- 
nated to receive the Master 
Merchant Award. The award is 
given by the editors of Ameri- 
can Lumberman to outstanding 
representatives of the light con- 
struction industry. Other recip- 
ients in recent months were the 
Nailor Lumber Co., Port An- 
geles, Wash. (Jan. 26, 1953 is- 
sue) and the Ebenreiter Lum- 
ber Co., Sheboygan, Wis. (No- 
vember 17, 1952 issue). 


One Stop Service Plus Show-How Pays Off 


FOREST W. SCHOENEMAN is a 
third generation lumberman who got 
his training un 
der his dad and 
under the veter- 
an Hawarden, 
lowa, lumber- 
man, John Smith 
Schoeneman re- 
ceived his educa- 
tion at Grinnell 
College, the Unti- 
versity of Ne- 
braska, and Cul- 
ver Academy. He 
assumed full managership of the 
Sioux City yard in 1942, having been 
assistant manager since 1935. 


J. LEROY NELSON is well known 
to most lowa lumbermen, having ap- 
peared on pro- 
grams at both 
the Towa and 
Northwestern as- 
sociation conven- 
tions. Besides be- 
ing one of the 
strongest promo 
ters of complete 
service and the 
do - it - yourself 
trend in the 
state, he is oth- 
erwise active in civic affairs. He is 
a key member of the founder's chap- 
ter of the High Twelve Club in Sioux 
City and is president of the local as 
sociation of home builders, 
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“We handle the complete job . . . control the money 
. . . and use it as a lever in dealing with sub-contractors.” 
That’s just one reason why Schoeneman’s is doing a record 


home improvement business 
the world, Sioux City, Iowa. 


What'’ll it be 
room? 

LeRoy Nelson, sure-shot sales- 
man and assistant manager of the 
Schoeneman Lumber Co. in Sioux 
City, thinks the room ought to 
come before the set. 


TV set first or TV 


“The reason lumber dealers don’t 
have more business is that the fam- 
ily is more thoroughly sold on the 
television set first,’’ says Nelson. 


To the old-fashioned type of 
dealer this kind of thinking may be 
a little surprising. Yet it is typical 
of the Nelson logic. He sees that 
we're in a highly competitive age 
and he’s out to do something about 
it. 


in the hog-trucking capital of 


Talk about doorsteps — Nelson 
knows them well. Ever since he 
started out to work for the Meek 
Lumber Co. in Lincoln, Nebr. dur- 
ing the depression he’s been beat- 
ing paths to them one day~—-and 
building them the next. 

“There’s no two ways about it,” 
Nelson says. ‘“‘You’ve got to ask 
for the order. That’s number one. 
Number two is, be prepared to 
serve. And number three: close the 
complete contract.” 

The story of how Nelson devel- 
oped this three-point program is in- 
teresting. It began with his efforts 
to realize a reasonable margin of 
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LOCATED ON THE FRINGE of the 


Schoeneman’ 


BREEZEWAY-GARAGE 
street 


addition as 


Schoeneman men 


profits from his sales. 

“It always seemed silly to me for 
a lumber dealer with a quarter of 
a million dollars tied up in mate- 
rials to let a contractor come along 
and dictate prices.” 

This led Nelson to get into the 
building business eventually, al- 
though at first he “tried everything 
in the book to close consumer sales 

without actually going into con- 
tracting.”” He tried working with 
contractors. But about half the 
time they acted as though he were 
trying to run their business. 

Nelson even tried specialty sales- 
men, but he got into trouble there. 
Too many promises that didn’t pan 
out. 

“Finally we decided to take over 


Buitp1Inc Propucts MERCHANDISER 


business district, 
draws considerable drop-in trade 


looks 
All work except pouring of concrete was done by 


to customers 


from the NELSON 


eled in western 


the complete contract—assume fi- 
nal responsibility for the deal.’ 
This was the only way, Nelson 
reasoned, that he could give his 
customers service. 

Service is probably the key to 
Nelson’s success. 

“Housing booms come and go,” 
he says, “but the home 
market goes on forever.” 

Some years ago Schoeneman’s of 
Sioux City decided to make a def- 
inite bid for the home repair and 
improvement market. This was 
during the war when new construc- 
tion was a low ebb. Nelson bought 
a 15-acre tract on the southwest 
side of Sioux City. 

Then, when controls relaxed and 
the bottom dropped out of his pre- 


service 


puts on final coat of sealer type finish 


red cedat 


HUGE PLANNING CENTER is just inside front door of 
store, Library card system is used to check out material 


« bd ae 


INSPECTS breezeway addition, as workman 


Walls are pan 


fab brooder business, Nelson start- 
ed building houses. They were 
small in the $12,000 class 
and few had a garage. But they 
clicked with the consumer — and 
that’s what Nelson was looking 
for. 

Now those same houses are 
bringing him improvement and re- 
pair business garages, breeze- 
jays, attics, third bedrooms. 

The Nelson plan. Nelson has no 
percentage figures on his repair 
and improvement business. All he 
knows is that his volume is grow- 
ing and that his advertising .is 
gradually expanding this phase of 
his business to include city-wide 
coverage. This in the face of stiff 
competition provided by some 18 
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HOUSEWIFELY SKETCH, dimly di 
mensioned, is all carpenter has to 
work from . 


different building material firms. 

Under Nelson's system the home- 
owner is encouraged to save money 
by doing the work himself. But 
at any stage of the game he can 
turn it over to Schoeneman’s to 
complete. This is the option Nelson 
gives him. 

A Schoeneman man is right there 
to guide him if he needs help. 

With 35 years of trial and error 
behind it, the firm has a long list 
of satisfied customers. “Supposing 
a customer gets stuck,” Nelson 
adds. ‘‘We send a man out to finish 
the job. A customer is never stuck 
if he sticks to Schoeneman, we al- 
ways say.” 

Three salesmen to go out and get 
the order, a competent foreman 
and crew—plus job-progress visits 
by the manager himself-—comprise 
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| 
Schoeneman 
featuring 
Andy, 
completeness 
stock, 


plan, 


H 
N° 
ters have a vari- 
ety of skills, sel- 
dom find a job 
they can’t han 
dle Here they 
are building 
shelves for a new 
radio-TV store, 


the Nelson formula. 

“We send a man out to help 
measure and order materials. Then 
we make a show-how call when the 
customer is ready to begin work. 
It means our men have to be in- 
structors as well as mechanics.” 

To keep his men informed, Nel- 
son gives them weekly chalk talks 
on new products and new applica- 
tion methods. Sometimes he asks a 
factory representative to stop in 
for a night on the latest product 
news. 

Handy Andy. Like most dealers, 
Schoeneman’s has a yearly prod- 
uct schedule drawn up, in which 
roofing is promoted one month, in- 
sulation the next. But one of the 
biggest factors in its success is a 
little character called Handy-Andy. 

Handy Andy has appeared in 





kitchen—island counter and all. 





Handy 
stresses 


service, 
the ‘“‘Show-How”’ 


We Have EVERYTHING In 
BUILDING 


NEEDS 


<-> 
From Plyweod for a Table 
to Lumber for a Complete Home 


Why run here, there and everywhere 
for lumber and materials? 


We have everything you need, and 
can show you how to do the job 


DO IT YOURSELF—AND SAVE!!! 
Ask About Our “SHOW-HOW” Plan 


CALL HANDY ANDY, 8-3521 


SCHOENEMAN'S 


600 WEST SEVENTH ST. 


“Schoeneman’s Service Satisfies” 











nearly all Schoeneman’s advertis- 
ing. He’s instantly recognized by 
all Sioux City as the Schoeneman 
trademark. He's on job signs, bill- 
boards, newspaper ads, every- 
where. He’s part of Schoeneman’s 
advertising budget, or rather in- 
vestment, because that’s how Nel- 
son regards it. He also calls it “in- 
surance.” 

In advertising, Nelson says, 
“Don't sell the parts—-sell the fin- 
ished project. So much per month, 
no down ;ayment. Tell them you'll 
look after the entire project your- 
self. 

“Make it sound easier to buy 
than a TV set or a car.” 

And with more TV sets coming 
into Sioux City every day, Nelson 
is the first to see the size of the 
task ahead of him. 
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The Growing 


Garage Market 


Today’s 


garageless 


homes 


and record auto production cre- 


ates a huge potential for new 


garages. 


Dealers throughout the country 
report they have sold garages in 
surprising volume in __ recent 
months. It’s a healthy, lively mar- 
ket sparked by two basic trends: 


1. The auto industry is current- 
ly producing at a rate of 7,000,000 
units a year. In February alone 
sales increased 27% over the sim- 
ilar month in 1952. 

2 Owners of postwar garageless 
homes are now turning to garages 
both as shelter for their expensive 
ears and as added space for stor- 
age and other family activities. 


With even the cheapest car sell- 
ing for well over $2,000 the deal- 
ers are finding customers receptive 
to common-sense reasons for a ga- 
rage. There's less chance of theft, 
protected cars retain the “show- 
room look” longer and they start 
easier in the coldest weather. 

Being made almost entirely of 
steel, automobiles are extremely 
susceptible to rust when exposed to 
the elements. Rain, snow and espe- 
cially condensation in the spring 
and summer months, will deterior- 
ate the average car in short order. 
Strangely enough condensation or 
dew is the most harmful because 


BurtpiInc Propucts MERCHANDISER 


DELUXE GARAGES require more materials, increase retailer profits 


it occurs every day when 
temperatures drop sharply. 


night 


In the pages that follow you will 
find stories on ready framed ga- 
rages (page 44); garage advertis- 
ing (pages 48, 52) and selling a 
materials-only package to the do- 
it-yourself customer (page 50) 
These features highlight the fun- 
damentals of successful garags: 
merchandising. 


How to push garages. Erecting 
a demonstration garage is the first 
important step in planning for 
more garage sales. A display model 
outside your yard lets every pros- 
pect know you are in the garage 
business. Sales, too, come easier 
when you sell directly from a full- 
scale model garage. 

Newspaper advertising, direct 
mail and outside salesman’s con- 
tact calls are your best form of ga- 
rage promotion. Smail working 
models in your showroom can be 
very effective in merchandising. 

Highlight your garage sales mes- 
sages and advertising by featuring 
a good quality, easily operated ga- 
rage door. Show a customer how 
he can arrange for low monthly 
payments. And, if you are working 


with the do-it-yourself customer, 
be sure and furnish a set of plans 
that shows graphically every step 
of the construction. 

Garages expand a home. The 
National Association of Home 
Builders and scores of building au- 
thorities agree that a larger, de- 
luxe garage is just about the only 
solution for families cramped for 
space in today’s small homes. In 
1937 the average home offered 1512 
square feet of space; today it’s just 
875 square feet. A well planned, 
deluxe garage will provide added 
storage space, room for a home 
workshop, a play area for the chil- 
dren on rainy days. Newer garage 
designs also offer attractive patios 
and enclosed porches at a cost far 
lower than 2 similar improvement 
on the home itself. 

Garages are also growing in pop- 
ularity as a “best buy” because 
they make even a small home ap- 
pear larger. When tied to the home 
with a breezeway the garage does 
wonders in improving the overall 
appearance of the house. There's 
greater customer satisfaction and 
more profit for the dealer in the 
sale of an expanded bill of mate 
rials. 
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UNNI 


MODEL GARAGE on display at DeLong yard demon 
stfates the construction of the garage, the 
dagr, service door, windows and types of siding available 


overhead 


TWO CAR garages are sold 
stresses that the larger garages offer both added storage 
space and shelter for the family car. 


in three sizes. DeLong 


amed Garages Hit with Do-It-Yourself Trade 


Customers like the garages developed by DeLong Lumber Co., 
Minneapolis, Minn., because they eliminate guesswork and the garage frame 
is assembled in about 45 minutes. This technique eliminates profit-cutting 
call backs common with handyman erected pre-cut garages. 





ANYONE CAN BUILD A 


‘MeLONG READI-FRAMED GARAGE 








DISPLAY ADS are run weekly in the 
hlocal newspaper. Emphasis is entire- 
ly on consumer erected garages 
Classified ads are also used to round 
out DeLong’s advertising program 
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“You assemble the complete ga- 
rage frame in about one hour with- 
out planing, cutting, or measur- 
ing.” 

“We save you over 80 hours of 
work.” 

We include everything for the 
garage except paint and concrete.” 

These are the persuasive sales 
appeals used by the DeLong Lum- 
ber Co., Minneapolis, Minn., in their 
promotion of garages to the do-it- 
yourself customer. Last year more 
than 200 garages were sold by De- 
Long without the usual call backs 
so frequently experienced by deal- 
ers in selling this popular building 
material package to the consumer 
for self-erection. 

DeLong’s success can be direct- 
ly traced to his offering of garages 
in completely framed sections, 
ready for easy assembly by the cus- 
tomer. They also sell pre-cut ga- 
rages but garages in sections pro- 
vide most of DeLong’s profitable 
volume on this specialty. 

This Minneapolis dealer furn- 
ishes his customers with a garage 
that eliminates entirely further 
cutting or measuring. All rafters 
are assembled into trusses and both 
gable ends are complete. The 


trusses are cut to allow for a box 
cornice and are slotted to take the 
2x4 ridge for easier assembly. Be- 
cause there are no rafters to cut 
the home owner is assured of sure, 
square construction throughout. 

When a service door is desired, 
the frame is roughed in ready for 
easy door installation. Windows 
are designed so they can be in- 
stalled between any stud without 
special cutting. The framed sides 
are reversible so the service door 
can be placed on either the right 
or left side. The front section is 
also reversible so the storage space 
provided in the garage may be on 
either side of the garage. 

Advertises regularly. DeLong’s 
promote their build-it-yourself ga- 
rages with consistent newspaper 
advertising. About two thirds of 
the advertising is regular display 
and the remainder is classified ad- 
vertising. During the building 
season they try to have at least 
one display ad each week. DeLong 
also displays his garages regularly 
at the state fair and at local build- 
er shows. 

Leads secured from shows and 
newspaper advertising are first 
sent literature and then a salesman 


May 18, 1953, AMERICAN LUMBERMAN &% 





Here’s exciting profit news for lumber dealers! 
Today, Nu-Wood acoustical tile is available 
in a combination of four variegated shades, 
ranging from rose-tan ta greyed-tan—to add 
the charm of color to acoustical installations. 

Nu-Wood Kolor-Fast acoustical tile is ideal 
for side wall installations, either in commer- 
cial buildings or homes where better-than- 
average sound correction is desired. It forms 
a perfect combination with Nu-Wood Sta-Lite 
—the high light reflecting acoustical tile that 
actually grows brighter with age. Now, with 
Kolor-Fast and Sta-Lite acoustical tile, you 
can offer architects, builders and owners, ad- 
vantages never before available in insulating 
acoustical tile! 


Choice of the 
Experts 


Balsam-Wool 
/ ___ <> 


Endless Design Variety! 
With the combination of 
four variegated shades of 
Nu-Wood Kolor-Fast 
acoustical tile—plus Sta-Lite 
plain and Sta-Lite acoustical 
tile—design possibilities 

are practically unlimited 
for both commercial and 
residential work. 


tile! 


ye 





Pencil Line Bevel! Here's 
another Nu-Wood feature 
—a shadowline joint 

for greater beauty and 
distinction. pd another 
example of the extra quality 
which puts Nu-Wood in a 
class by itself. 





Easier Application! The 
famous Nu-Wood clip system 
provides complete wrap- 
around support for both 
Kolor-Fast and Sta-Lite 
acoustical tile—permits fast, 
correct application and 
——s startin 
of tile. Or, uf desired, 
Nu-Wood acoustical tile can 
be applied with Adhbestik. 


Tongue and Groove Joints 
Weld Tiles Together! The 
specially designed tongue 
and groove joints of 
Nu-Wood acoustical tile 
assure tight joinings that 
stay tight, look better. Air 
movement through joints is 
reduced, thus minimizing 
collection of surface dirt. 


Get in now on this profit opportunity —mail the coupon! 


Wood Conversion Company 


Dept. 120-53, First National Bank Building 


St. Paul 1, Minnesoto 


Guaranteed Attic 
Insulation 


| want to know more about Nu-Wood Kolor-Fast and Sta-Lite acoustical 
tile. Please send complete information. 


PRODUCTS OF WEYERHAEUSER #REG. U.S. PAT. OFF, 
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calls on the prospects. Because 
DeLong has found it difficult to 
secure good salesmen present ad- 
vertising urges customers to come 
directly to the yard for additional 
information. Prospects are shown 
through the demonstration garage 
and taken on a tour of the lumber 
yard to see the garage sections 
actually being fabricated. 


Framed cabins, too. DeLong is 
also offering framed lake cabins 
using the same building techniques 
that have proved successful with 
garages. The cabins are 12’x20’, 
16’x20’ and 20’x20’ and are com- 
plete with flooring. Prices range 
from $445 to $885. All materials 
nsed are regular stock from De- 
Long’s yard. 

















Financing. All of DeLong’s ga- 
rages are financed through FHA 
under Title I. The no-down-pay- 
ment feature of this plan is fea- 
tured both in newspaper ads and a - i 
in the showroom. The total cost — —~, Y 
of the garage is usually given to 
meet competitive selling conditions 
in the Minneapolis area. 





























CUSTOMERS RECEIVE their DeLong garage with the framing complete, 
In this issue American Lumberman’'s nailed and cross-braced for extra strength and rigidity. The handyman merely 
exclusive advertising mat service for tips the sections in place on the concrete slab or other foundation, bolts them 
dealers features the newest ideas for down and nails the corners securely. Just 74 nails are required to do the 
garage ads, See page 52. job and closing in becomes a simple matter 


“Take the ling, 
of Ceast rales rebistance 


ZF ORD FLUSH DOORS 
VG SELL THEMSELVES 


Choose the Ford flush door line! vents top and bottom — exterior or 
You'll see less sales resistance— interior models — Quality materials 


more customer satisfaction and per- and workmanship throughout! 
oneal yes Whether in homes, offices, hotels, 
Volume produced to sell at minimum schools or apartments, Ford doors not 
cost, Ford doors are not only price only look good, they are good. And 
leaders, but have these quality fea- they're lowest in price! 
turer as well: base 
That's why dealers and distributors 
All-wood 7-ply construction—warpage everywhere have found that Ford 
limits within Bureau of Standards flush doors practically sell themselves. 
specifications — attractive 3-ply 1/20 You'll find that Ford doors will do the 
Birch veneers — two lock blocks —air same for youl 


Distributors—|t nothin investigate! Write today 
for complete information about Ford flush wood door 


Retailers—Ask us for the name of your nearest distributor 


NORTHPORT sr.usuwoop poor co. mae 


Phone 2322 
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Builders Want she 
that builds heir Dro 


Boost your own sales by showing builders the profit advantages of Armstrong’s Temlok 
Sheathing. Temlok is an economical, easy-to-handle wood fiber material. 
cutting construction time and expensive labor costs. 
Temlok . . . you'll find it easy to sell. Here's why: 


It goes up fast, 
Builders can save substantially with 


cover more area than ordinary wood sheath 
ing. This gives it a triangular bracing effect 
which stiffens the studs and prevents the 
sheathing from pivoting about the nails. 


Big, strong boards: Single units of Temlok cathit _Amstrong s Te 


> 32” Temlok is used, most FHA offices will 
not require additional wood corner bracing. 


This saves up to $35 on the average home. ; ; hoof 


Saves material: With Temlok, a builder uses 
almost every square foot he pays for. Waste 
is usually less than 5%. No building paper is 
needed, except under stucco. 


No corner bracing needed: When 4’ x 8’ x rs Temlok She athin: 


Easy to handle. Unloading and installation 
are more economical, too. Temlok saves the 
builder as much as three hours per thousand 
square feet of sheathing. 


Valuable insulation: And home owners know 
lemlok’s value as year-round insulation. They 
appreciate the extra comfort it provides in hot 
summer months, the lower fuel bills in winter. 


Better weatherproofing: Temlok is made of 
wood fibers, each individually coated with as 
phalt. This impregnation builds weather 
proofing right into the board. The asphalt also 
acts as a binder, adding exceptional strength. 


Your name imprinted: 
‘ You can arrange to have 
y en, Armstrong imprint your 
rmstrong'’s Tem y i. name on each sheet of 
ruows Cont! MBER 10k Sheathing I Temlok Sheathing. This is x : i 
$21 Founry gp powerful “billboard” ad lemlok’s many advantages for the builder 
vertising for vou wherever and home owner can make it a profitable 
Tem!ok Sheathing goes up. best seller for you. For full details, see 


write Arto Cok Compas: @) 
Armstrong’s Building Materials 


M-67 Monowall® * Cushiontone® *¢ Temlok® + Hardboards - 


\ 


Insulating Wool 
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HOW TO SELL MORE GARAGES 


Garage Ads Reach 
Prospects, Make Them Buy 


Consistent newspaper advertising is 
always the backbone of volume garage sell- 
ing. The ads on this page illustrate the varied 
customer appeals that may be successfully 
used by dealers. 


Msctter built G, Isy 


firrusgye 


BROADWAY 


Anna 


EASIER WINTER STARTING! * PROVIDES ADDED STORAGE SPACE! 
BROADWA LUMBE © PROTECTS CAR AGAINST WEATHER! * IMPROVES PROPERTY APPEARANCE! 
Y R p . 
CO,, Cleveland, Ohio, uses INCREASES PROPERTY VALUE! PREVENTS CAR THEFT! 
actual photographs to il 


lustrate their garage ads NO DOWN PAYMENT 36 MONTHS TO PAY 
Garages are frequently These special terms appiy to garages built by Levy's 

priced without the over 
head door hecause of 


reieie: ; od SPECIFICATIONS 
oS competitive conditions 


, ‘ 1. 3 ‘ Pry Lamber — Concrete Foeandation-~1 Window Sash — Overhesd Dear — 
BROADWAY'S 14x20 “RANCH Gait” rhey are advertised both Concrete Fleer — 213-Ld. Shingle Rent —~1 Service Door —2-Cost Paint Job 
ERECTED ON YOUR FOUNDATION 














erected and pre-cut. 
Your garage will be built on » tr the gt i up, with mg and 
seating $0 rates present heme 


FREE ESTIMATES 1-STOP SERVICE 


Phone CLay 5341 and @ garage expert » Complete all neces- 
enil with & catalog showing ft y garage sary ranger a for your Levy-built 
designs. Por. permanent sabsfaction, have sarpae & aur . 
Levy's Della you 4 garage of your site 


quick, convenient 


Datty— 
see Un 608 eens Oh There's plenty of 
parking space svail- 
» Ratwrda gp able of Levy's while 
190 Bee you abop. 
(2% STREET of BRECKINRIDGE 
LEVY BROTHERS, Louisville, Ky., in their adver- 
tising on garages gives six important reasons 
Spon ates Tove etardey 9A. O00. 6 PB = for buying a garage and gives detailed specifica- 
Yeare in the Same Location” ‘ tions. Free estimates and one stop service copy 


BROADWAY LUMBER C0 — completes the ad. 





Keep Your Car GARAGES JE 


Off the Street NO DOWN PAYMENT, am 


The pretaction af your car te TERMS 59.29 PER MONTH F 
worth much more Gan the 10% 
coat of a garage. oOWwN , 
aler As *13.28 io fe veo 
SIOUX FALLS. S. D. dealers We will show you tow to 


: : Little | Complete Cont, $395 

ran this cooperative ad on design your garage, and As 12 feet by 20 feet. 

the advantages of owning a eslest matevids fer eccncut> 12.98 — gcerage Complete with foundations on level jot ot this low cost. 
Praga 77 ‘ — TOY. her sizes upon request 

garage Because the adver oil abd ound combi Per Month All types repairs, remodeling, repainting ond rercoting. 
tisement was run in behalf fora 


New homes financed. A complete building service. 
of all dealers copy was kept Slogie 


seks aioe Gerace Woop LuMBER Co. 
OAR HORE hap, F it ; 815 North 13th Street Phone 3-9161 

WOOD LUMBER CO., Birmingham, Ala., 

UMBER DEALER packs a lot of selling punch in a small 


two column ad. Both build-it-yourself and 
‘Waene Twa wou paoims* completed garages are offered. 
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BARRETT SPUN WOOL has a selling story 


that turns prospects into customers! | 


Nothing tempts homeowners more than the prospect 60% of original bulk the “spring-back” action snagss 
of big savings. When you sell Barrett Spun Wool, them back to full thickness, ready for applicati@n; 
you are backed by arithmetic that turns prospects even after long periods of storage. This simplifieg 


into customers. handling and saves valuable storage space. 


Consider how effective just this one selling point Despite all the added advantages, Barrett 
can be: Wool costs no more than ordinary mineral 

Since 1939 the cost of heating has jumped 100% — ct Oe Sa ee ee 
but Barrett Spun Wool has gone up only 30%. The Barrett name plus Barrett advertising help: 

Knowing that Barrett Spun Wool Insulation can you sell. Homeowners know the Barrett reputation for 
cut heating costs as much as 35%, simple addition and quality products through almost . century of leader- 
subtraction quickly convince customers that Barrett ship in the building materials field. Use these factors 
Spun Wool pays for itself within a few years — then to your profitable advantage! 
provides permanent savings year after year — regard- 
less of how fuel prices fluctuate! 


See et a EN 


BARRETT DIVISION 
And thanks to a revolutionary new spinning proc- 


’ ALLIED CHEMICAL & DYE CORPORATION 
ess, Barrett batts are extra resilient. Compressed to Ne. ' 


= ow 





ae 


40 RECTOR STREET, NEW YORK 6.N. Y. 











* 205 W. Wacker Drive, Chicago, Ill. 
36th St. & Gray's Ferry Ave., Philadeiphia 46, Pa. 
*Reg. U. 8. Pat. Off. 1327 Erie St., Birrningham 8B, Ala, 
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HOW TO SELL MORE GARAGES 


STEELE’S GARAGE, without cement floor, sells 


for $328. 
the 
come 


sample 14x20 
to $376 


Garage Sales Spur Added Volume 


“After a man has completed 
building a home it’s pretty easy to 
talk him into the rather simple 
task of building a garage to go 
with it,” says Paul Steele, owner 
Paul Steele Lumber Co., Spring 
field, Il. 

“And we have found that it 
works the other way, too. It’s like 
‘what comes first, the chicken or 
the egg’,”’ Steele added. “On a num- 
ber of occasions, after a customer 
has found out how easy it is to 
build his own garage from our ma- 


14 Ft. 20 Ft. 





oo 9042 Nooo 
Pay nis sf tS Sree 510.96 Month 
711.18 mow 


With cement 


floor, 
garage 


the 
shown 


materials for 
above would 


Build-it-yourself garage sales are opening wedge for other 
handyman business at Paul Steele Lumber Co., Springfield, III. 


terials, we often end up supplying 
him with materials for a complete 
‘sweat equity’ remodeling or home 
building job.” 

Paul Steele Lumber Co. supplies 
only the materials for the garage 

with or without a cement floor. 
Operating three first-rate building 
material merchandising operations 
in Springfield, this concern slants 
its garage promotions almost en- 
tirely to the do-it-yourself custom- 
er. Steele has stayed away from 
pre-cutting garages because of the 


cost factor. 

“We feel it more important to 
pass on all possible savings to the 
home owner. And there are often 
headaches with pre-cut garages 
such as warpage of materials,” 
Steele says. 

A printed plan book with detail- 
ed sketch of how to build the ga- 
rage, including material list and 
cost of material, is furnished each 
garage customer. Steele’s outside 
salesmen keep in constant touch 

(continued on page 112) 





8 Ft. by 
6 Ft., 8 In. 


A modern, effi- 
cient door at a 
very low price 
Unit contains 
such outstanding 
features as: Easy 
lifting action, 
rigid lifting arms 
extra pow- 
ered springs, ball 
bearing wheels 
and weather 
stripping 


Build yourself a ga- 
rage buy all the 
materials you need 


deal that gives you 
the most for your 
money. On display 
at South Sixth and 
Sangamon. Ave 
Stores 





iN 


? 





15 y 
GARAGE DOOR UNIT 


v's mF Tor 5 44° 
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EASY PAYMENTS and no money down and three sizes of 
prospects 
a section of a larger ad 


from attract 


just 


choose 
This is 


to 
Co 


raurages 


Lumber 


50 


the garage doo 
become interest 


for Steel 


ed 


GARAGE SALES are often stimulated by featuring just 
r in 


Customers 
price of the 


newspaper advertising 
in the quality and low 


door and soon see their way clear to build the complete 
rarage, The above is part of a full page newspaper ad 
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TRUSCON WAREHOUSE SERVICE 


KEEPS BUILDING PRODUCTS ROLLING 


TO DEALERS...TO CUSTOMERS’ JOBSITES 








Truscon helps dealers sell! One 
reason is the Truscon network of warehouse 
supply points in strategic cities all over the 
nation. They’re there to speed local deliveries 
of Truscon’s unmatched line of Steel Build- 
ing Products. 


This is a delivery service you measure with a 
watch, not with a calendar. It recognizes that 
“on order” materials can’t get buildings up... 
that factory delivery delays often waste time, 
waste money and may lose customers for you. 


That’s why twenty-three 
well-located Truscon 











INDUSTRIAL 
STEEL DOORS — 


DIAMOND LATH 


warehouses stock the Truscon products your 
customers want... ready to roll out over the 
highways to you or to be delivered direct to 
your customer’s building site. 


It’s another example of Truscon’s dealer- 
minded sales policies. It’s typical of the way 
Truscon helps you sell the finest Steel Build- 
ing Products and sell them at the time 
they are needed. 


Now is the time for you to get the complete 
Truscon story. Your letter or wire will bring 
a complete list and description of all Truscon 
Building Products by return mail. Write or 
wire today. 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL CORPORATION 


PRODUCTS 
TRUSCON* 


a name you can build on 


Buitpinc Propucts MERCHANDISER 


1058 ALBERT STREET » YOUNGSTOWN 1, OHIO 








Va Lumberman 


7 AD service 


ADVERTISE VARIETY OF GARAGE DESIGNS 


Even though standard minimum cost models may 
be your best sellers, your garage advertising shouid 


not neglect the growing interest in multi-purpose 
types. 





No. 7 of a Series 


Many owners of small homes or basementless 
homes need extra storage room as much as car shel- 
ter. Workbench space, children’s play area and porch 
are other features that have wide sales appeal. 

Let prospects know that you have a wide variety 
of plans. Mat No. 78 is designed to emphasize this 
point. 

Four ways to increase ad results: 


1. List construction features. Too many ads 
leave the selling job to price alone. Prospects are 
equally interested in what they’re getting for their 
money-—for example: Select knot-free lap or drop 
siding; 210 lb. granule-surfaced shingles to match 
your home; poured 4-inch concrete floor; (brand) 
overhead door; etc. Use advertised brand names 
wherever possible. 


2. How much down? How much per months? 
Give prominent display to your installment buying 
terms—-the key to many extra sales. 


3. Offer literature. An offer of free plan or pic- 
ture books will help bring prospects into your store 
If you have a system for prompt follow-up of mail 
inquiries, use a coupon with blanks for easy fill-in 
of name and address. 


1. Use photographs. If your volume potential 
justifies the cost of photographs and cuts, you can 
develop a series of attention-getting ads showing pic- 
tures of garages you have built or for which you have 
sold materials. The photos will also be good materia! 
for your outside salesmen, and enlargements are idea! 
for window and interior displays. 





(Please print or type your order) 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Send me entire ADservice mat page No. 7. 
Check or money order for $3.95 is enclosed. 


[] Send me first 12 ADservice mat pages as they 
are issued. | am enclosing $47.40. 


COMPANY 
ADDRESS 
NAME.. 


cITY.. 
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TYPICAL AD LAYOUTS USING MATS 
SHOWN ON OPPOSITE PAGE 


38 


GARAGE 
DESIGNS 


l-col. layout 
\YOUR NAME 
'900 


ONLY 0 PER MONTH 





Choose From Our 


38 


MODERN 


GARAGE 


OESIONS , 
PRICED AS LOW AS 


#000 


ONLY 00 Por Mo. 





a | Al 
4 
abet 3 











da 
AL 
wale 
: 

58 
a3 


il 


eo we 
eee ER 


~ 4000 2 


QVERHEAD DOORS 


ewe 
ee 
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YOUR NAME YOUR NAME 





. layout 


Small 2-col. layout 


YOU CAN BUIL D hi Grp 


he Ae or ONLY 
se 000 me ‘000° 


ST FREE PLANS 


INSTRUCTION 
oa = WELL BUILD IT! sTRUC 


008 


000 = YOUR NAME 





COPY “A” 

Looking for a garage style 
that exactly suits your home?” 
Then come in and see our wide 
variety of plans. You'll see 
some with an attractive porch 
t00 for outdoor living, some with 
“wg attached sheds for bikes and 
garden tools, other with extra 
room for built-in storage cab- 
inets and workshop space. 
YOUR NAME Come in today! Get your 
free copy of our garage plan 
book. 


OVERAEAD DOORS 


000 = 
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Feature illustration for 2-col. or larger ad 











2-car, gable roof MAT NO. 80 














2-car, hip roof MAT NO. 83 








Storage and workshop MAT NO. 86 
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MAT NO. 








ADservice MAT PAGE NO. 7 








THIS ENTIRE PAGE OF MATS ONLY $3.95 
These drawings are made especially for the 
American Lumberman ADservice, an exclusive 
plan which provides practical, low-cost adver- 
tising help to lumber dealers. 
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Feature illustration for 2-col. or larger ad 


MAT NO. 79 























-car, side porch 





Storage 








and workshop MAT 


MAT NO. 84 

















Sectional overhead door MAT NO. 85 


The first 7 ADservice pages have 
offered a total of 87 mats all for 
less than the cost of a single orig- 
inal drawing and cut! Proofs of 
previous pages sent on request. 





Next issue 
fer a 


ADservice will of- 
variety of mats for your 


an” ey “Add-a-Room” advertising. 
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OFFICE STAFF 
work where they 
can serve the 
eustomer quick- 
ly. Spacious, re- 
cessed wall cab- 
inets provide 
storage for office 
supplies, reports 
and records 
Note acoustical 
ceiling and inter- 
esting use of 
brick, floor tile 
and paneling. 


SHOWROOM FEATURES neat, spe- 
cialized displays along the _ wall, 
which leaves floor space uncluttered. 
Management believes this technique 
helps spotlight customer attention 
on quality merchandise. 


REAR VIEW OF COUNTER shown in 
photo below, reveals plenty of open 
shelf space for product literature, 
order blanks and sample books for 
convenience of sales personnel. Long 
pine counter is slightly above waist- 
level height. 


Satisfied Customers... Firm’s Best Ad 


But Pennsylvania company’s bright, new showroom 
with quality merchandise does a selling job of its own. 


Word - of-mouth advertising is 
credited by Edward Bartolomeo, 
vice-president of the Clairton 
(Penna.) Commercial Co., for the 
fact that 85% of the company’s 
volume is retail trade. 

An important reason for the suc- 
cess of this 40-year-old firm, which 
recently completed a beautiful new 
showroom, is the helpful financing 
program it promotes with prospec- 
tive home builders. 

“If we pass on a job,” explains 
Bartolomeo, “our reputation with 
the bank is such that it seldom 
questions the matter. Secondly, we 
offer every possible service to the 
customer. For example, we always 
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call a customer after a carload of 
materials has been delivered to find 
out whether everything was satis- 
factory. 

“We follow the same procedure 
on remodeling jobs. In other words, 
we try and answer any grievance 
or complaint before it is called to 
our attention. We try and show a 
new-home prospect how he can 
can build his own house at a very 
substantial saving. 

“Our slogan, ‘Build Your Own 
Home!’, means what it says. We 
have staff men who are fully qual- 
ified to show our customers every 
step in home construction. They 
keep in constant touch with them.” 


EDWARD BARTOLOMEO, left, vice- 
president and Arch Lhormer, presi- 
dent. Lhormer points out finished 
sketch of neon-lighted sign to decor- 
ate new store front, Sign will feature 
slogan, “Build Your Own Home, We 
Will Show You How.” 
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Here’s a Home for the 
‘Do-It-Yourself’ Trade 


Anyone can build this low-cost home 
using simplified, full size patterns traced 
directly on the lumber. Stock size materials 
are specified throughout. 


This 20x24 ft. house (plus porch) designed by the 
Easi-Bild Pattern Co., Pleasantville, N. Y., was pre- 
pared for individuals who want a home at minimum 
price. The step-by-step method of construction is out- 
lined in language everyone can follow. There are no 
carpentry problems to solve. Full size patterns are 
traced directly on the lumber and cut to the exact 
length recommended. 


A Dutch door opens directly into the 10’-6’x13’-0” 
living room. There’s a convenient closet and a picture 
window. Hardwood plywood is suggested for the walls. 
While small, just 6’-8”x10’-6”, the kitchen has over 80 
cubic feet of planned storage space. There’s plenty of 
room for a refrigerator, range, etc. 

In the ceiling of the living room a pull-down stairs 
provides access to an attic offering 312 square feet 
of added storage space. The attic can also be used 
for a children’s bedroom by installing double-windows 
in the gable ends. 














ATTRACTIVE FEATURES seldom found in houses twice 
its size are offered by the above design. Plywood is used 
for both the interior and exterior walls. 
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DOWNSTAIRS ROOMS 
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ENTRANCE FLOOR 


FLOOR PLAN of the home illustrates the use of both the 
first floor and basement space. Oak floors are specified 
for the basement to lend a luxury touch. 

























































WE CUT the FINEST PEELER LOGS in the WORLD! 






The finest timber in the world is grown on 
our McKenzie River operations: Old Growth 
yellow McKenzie River Fir. The dense rainfall 
combined with the severe winters of this re- 
gion cause the timber to grow slowly and 
consequently stronger and close grained. No 
producer can boast of finer timber than that 
from which Rosboro Lumber is manufactured. 


Only the very best peeler logs are used 
in the manufacture of cur upper grades. This 
is your assurance that when you purchase 
Rosboro finish, siding, flooring, etc. you 
are getting the finest money can buy. Our 
uppers are all close grained, smooth textured, 
grade marked, kiln dried, double end trimmed. 
and end stamped with the Rosboro trade mark 
of quality. 


ROSBORO LUMBER COMPANY 


SPRINGFIELD, OREGON . 


Douglas Fir 
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West Coast Hemlock 


























1. Notice how Keymesh 
is lapped and covers the 
entire ceiling surface. This 
assures smooth, long last- 


ing plaster where it is 
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most desired by builders, 
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contractors, architects 


and owners 
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2. Keybead protects the 


outside corners against 





nicks and cracks and 
makes an easy-to-follow 
plaster thickness guide 
Outside plaster corners 


afe more easily made 
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with the help of these 
Keybead corner beads. 

















3. Keycorner on the in 
side corner, on joints 
above and telow the 
window, at the corners 
of the window and at 
the entire ceiling-wall 


juncture provides the ex- 





tra assurance against 
plaster cracks usually oc- 


curring at these areas. 
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KEYMESH on ceilings 
KEYBEAD on outside corners 
3 KEYCORNER on inside corners, 


joints and ceiling-wall junctures 


KEYMESH applied on the entire ceiling area of 
any room assures more crack-resistant plaster 
surfaces. Because stresses and strains are 
distributed more evenly, longer plaster life re- 
sults. There is no limit to the interior design 
and construction possibilities when ceilings 
are completely Keymesh reinforced. Key- 
mesh also provides strong plaster reinforce- 
ment, with desirable heat transfer properties, 
for ceiling radiant heat installations. 


KEYCORNER applied at corners, joints and 
ceiling-wall junctures prevents future plaster 
crack troubles. Its preformed-for-corners, con- 
venient width and easy-to-handle features 
provide fast, economical reinforcing exactly 
where needed. It snaps into corner shape by 
merely flexing the cut piece. And, Keycorner 
lies flat, too, for flat joint reinforcing. 


KEYMESH 

3’ and 4’ widths, 
150-ft. rolls, 
Galvanized 


KEYCORNER 

4”, 5” and 6” widths 
150-ft. rolls, 
Galvanized 


Other gauges and sizes available 


KEYBEAD 

7 S818, 
22" wings, Galvanized. Packed 
in convenient cartons 


KEYBEAD produces strong, economical ‘‘true”’ 
outside plaster corners. The open-mesh design 
of the Keybead wings permits plaster to flow 
through the steel wires and give a generous 
bond of plaster to lath . a solid plaster 
corner results. This thorough steel wire em- 
bedment combined with the true-formed bead 
makes strongly reinforced, more highly crack- 
resistant outside plaster corners. 


THE COMBINED USE of Keymesh on the 
entire ceiling area with Keycorner at inside 
corners and joints and Keybead on outside 
corners, results in trouble-free, lasting plaster 
beauty . a valuable selling advantage to 
plasterers, lathers, builders, contractors and 
architects alike. It promotes greater owner 
satisfaction—more quality 

plaster jobs. 


12’ lengths 


KEYSTONE STEEL 
& WIRE COMPANY 


Peoria 7, Illinois 


KEYMESH * KEYCORNER * KEYBEAD + KEYSTONE NAILS + KEYSTONE WELDED WIRE FABRIC * 
KEYSTONE TIE WIRE * KEYSTONE NON.-CLIMBABLE FENCE + KEYSTONE ORNAMENTAL FENCE 


4293 Bandini Blvd 930 19th Ave 
Los Angeles 23, Calif. Oakland 6, Calif 





1800 N.W. 16th Ave 


1544 First Ave., South 
Portland 9, Oregon 


Seattle 4, Washington 








Profit Margins Down -- Costs Up Sharply 


The Mountain States Lumber 
Dealers Association has recently 
published a Cost of Doing Busi- 
ness Survey, part of which is re- 
produced below. The survey indi- 
cates a “sizeable number” of deal- 
ers with “unsatisfactory results 
and nothing to brag about for a 
number of others.” 


If it does nothing else, the sur- 


Surveys for 1952 indicate that all is not well with 
many dealer operations. Yet it is still not too late, on the 
basis of these figures, to make adjustments. 


where of rising costs and the risk 
of ‘“volume-at-any-price”’ opera- 
tions. 

The survey includes Colorado, 
Wyoming and New Mexico. 

Tennessee dealers, like those of 
the Rocky Mountain area, can prof- 
it from seeing how they compare 
with other sections, whether theirs 


is a large city operation or a small 
one. 


income taxes of 74 Tennessee deal- 
ers averages $16,057.37, while that 
of 152 dealers in the Rocky Moun- 
tain area averages $12,582.00. 
Robert O. Brownlee, secretary of 
the Tennessee association, believes 
that surveys of this type enable 
dealers to “develop trends,’’ espe- 
cially when compared with the 
record of previous years, and to 
regulate their operations accord- 


vey should warn dealers every- 


Note that the net profit before ingly. 





MOUNTAIN STATES 


20% 
of Yards 
$285,000 


of Yards 
$257,200 


30% 
of Yards 


$211,655 





AVERAGE NET SALES 
COST OF MERCHANDISE SOLD: 
Inventory, beginning of year 
Purchases, including freight 
Total 
Inventory, end of year 
COST OF MERCHANDISE SOLD 
GROSS MARGIN ON SALES 
COST OF OPERATIONS: 
Salaries ..... eaail $ 23,370 
Labor, including delivery 11,970 
Maintenance and repair 507 514 423 
Auto and truck expense . 2,850 2,058 1,482 
Heat, light, power, water . bias meee 855 514 423 
Insurance , 1,710 1,286 1,058 
Pay roll taxes ; SNe 570 514 212 
Other taxes, excluding income 2,850 2,058 1,905 
Office expenses 1,710 1,543 1,058 
Advertising 2,280 1,800 1,270 
Bad debts 1,140 772 635 
Interest expense 855 257 212 
Discounts allowed 3,135 3,344 1,905 
Depreciation 1,425 772 635 
Rent ‘ 3,990 3,086 1,270 
Miscellaneous and general experse 3,705 2,315 2,540 
TOTAL OPERATING EXPENSES 62,985 $ 49,897 $ 34,077 
NET OPERATING PROFTT/LOSS . 285 $ 11,059 $ 18,202 
OTHER INCOME AND EXPENSE: 
Other income ee 3,847 $ 2,444 
Other expense . 142 129 
Net increase : 3,705 $ 2,315 $ 2,752 
NET PROFIT BEFORE TAXES 3,420 $ 13,374 $ 20,954 
NET PROFIT % ae 1.2 5.2 9.9 


$121,980 
222,015 
$343,995 
121,695 
$222,300 
$ 62,700 


$105,709 
195,472 
$301,181 
104,937 
$196,244 
$ 60,956 


$ 72,598 
158,741 
$231,339 
71,963 
$159,376 
$ 52,279 








$ 19,033 $ 12,911 
10,031 6,138 





$ 2,858 
106 
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TENNESSEE 


Average of Percent of 

74 Dealers Net Sales 

NET SALES $373,198.06 100.0 
Opening Inventory 71,717.55 19.2 
Purchases 271,822.99 72.8 
Closing Inventory (69,032.67 (18.5) 
COST OF MATERIALS SOLD $274,507.87 73.5 


af 
Shop Expenses: 
Shop Labor $ 9,628.07 
Other Shop Expense 2,337.12 


TOTAL SHOP EXPENSES $ 11,965.19 
COST OF SALES $286,473.06 


GROSS PROFIT $ 86,725.00 


OPERATING EXPENSES: 
Yard and Warehouse Expenses: 


Yard and Warehouse Labor ‘ $ 11,258.69 


> 


Other Yard and Warehouse Expense 1,692.10 
TOTAL YARD & WHSE. EXPENSE...... 12,950.79 
Delivery Expenses: 


Truck Drivers’ Wages 144.69 


$ 7 
Truck Depreciation 1,204.06 
4 


Other Delivery Expense 332.10 


TOTAL DELIVERY EXPENSES $ 12,680.85 


Selling Expenses: 


Sales Salaries and Commissions 10,406.29 
Advertising 2,373.68 
Other Selling Expense 2,081.78 


TOTAL SELLING EXPENSES $ 14,861.75 





Administrative and Office Expenses: 


Management Salaries and Bonus $ 13,066.01 
Office Salaries 4,959.87 
Office Expense 2,306.52 
Taxes 3,822.31 
Insurance 2,678.58 
Bad Debts 1,193.16 
3uilding Expense 1,476.57 
Other Administrative Expense 1,603.60 


TOTAL ADM. and OFFICE EXP. $ 31,106.62 


TOTAL OPERATING EXPENSES $ 71,600.01 
NET PROFIT FROM OPERATIONS $ 15,124.99 
Other Income 2,328.76 
Other Expense (1,396.39) 


NET PROFIT BEFORE INCOME TAXES $ 16,057.37 
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THE NEW 


OVERHEAD\ 
GARAGE DOOR 
LINE 
has a style and size 
for every need 


CALDER 'STURDY’’ DOOR 


CALDER ‘'LEVELINE’’ DOOR 


b. 0 tate 4 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 
Send for complete 
information and 

our new, free, 
illustrated catalog. 





calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA. 








ONE MILLION DOLLARS every hour of the selling day 
is now being spent by the handyman for lumber and 


building supplies alone. 


U. S. Bureau of Engraving 


Above, Mrs. Frances A, Mills, 
and Printing demonstrates 


the size of a pile of one million one dollar bills. 


Newspapers Push Do-It-Yourself 


Over 1,000 daily news- 
papers told handyman po- 
tential is $75.00 for every 
U. S. household. 


More aggressive advertising by 
retailers aimed at increased sales 
in the booming do-it-yourself mar- 
ket is the goal of a new nation- 
wide drive recently launched by 
daily newspapers. The campaign 
was kicked off by Edward H. Bur- 
geson, director, Retail Dept., Bu- 
reau of Advertising, American 
Newspaper Publishers Assn. 

The publishers are now receiving 
a new folder which will be pre- 
sented to retail stores carrying the 
kinds of merchandise bought by 
the handyman trade. The folder is 
designed to assist dealers in plan- 
ning all-out promotions during the 
approaching months of peak sell- 
ing and features for the first time 
detailed figures outlining the size 
and growth of the do-it-yourself 
market. 

Focusing the attention of retail- 
ers on the big sales potentials of- 
fered by the do-it-yourself cus- 
tomer, the folders reports that: 

In 1952, total sales of lumber and 


building supplies to the handyman 
amounted to a whopping $2,750,.000.- 


000. This is an average of $60 for 
every household in the United States. 

Last year, total sales of paint and 
wallpaper to the do-it-yourself cus- 
tomers rose to over $582 million—or 
$12.80 for every family in the coun- 
try. 

For floor and wall tile, do-it-your- 
self customers alone spent over $116 
million dollars last year. For power 
tools alone, this figure was $80 mil- 
lion. 

Total sales of this group of prod- 
ucts—lumber and building supplies, 
paint and wallpaper, floor and wall 
tile, and power tools soared to over 
$3.5 billion in 1952—or an average of 
more than $75 for every U.S. house- 
hold. 





Order Your 
Do-It-Yourself Kit 





American Lumberman has avail- 
able a planned, step-by-step program 
that includes everything you need for 
selling the consumer. The kit includes 
literature, posters, streamers, ban- 
ners, slogan stickers, direct mail, 
publicity and a proof sheet of news- 
paper ad mats. And there’s a sale 
manual that tells all about the grow- 
ing do-it-yourself trade and the best 
way to use each item in the kit. 

Send in your order now and get 
started with a coordinated program 
for profitable consumer selling. The 
entire kit is $7.00. Write American 
Lumberman, 139 N. Clark St., Chi- 
cago 2, Ml. 
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~The “extra room’ market 
is bigger than ever! 





This beautiful room was made out of unfinished attic space with 
Johns-Manville Ceiling Panels and Wall Plank. Thousands and 
thousands of growing families are looking for just such an easy and 
inexpensive way to build an attractive new, extra room in attic or 


basement. 


These families can mean a lot of extra business for you. 


Build easily and inexpensively with 
Johns-Manville Ceiling Panels and Wall Plank 
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J-M Lightning Joint 

Nails or staples are completely hid- 
den with the special Lightning Joint 
on all J-M Panels and Plank. Dia- 
gram shows how the long flange 
gives plenty of roomto nail or staple. 
Notice space for expansion or con- 
traction and square edge of bevel 
for alignment. 
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Flame-Resistant Finish 

The surface of J-M Ceiling Panels 
and Wall Plank is specially treated to 
resist flame. This important safety 
feature costs you no more. Surface can 
be painted at a later date without de- 
stroying its flame-resistant qualities. 


Durable Glazecoaf Surface 


The attractive, smooth hard surface, 
which is unusually durable and 
tough, resists marring and scuffing. 


JOHNS MANVILLE 


Choice of beautiful colors 

J-M Panels and Plank are predec- 
orated in lovely colors—the Wall 
Plank in Ivory, Dust Rose, Buckskin 
Tan and Antique Green; the Ceiling 
Panels in White and Ivory. No fur- 
ther finishing treatment is required. 





BUILDING - THROUGH BUSINESS - 
FOR A BETTER AMERICA! 


support Junior Achievement 


Johns-Manville 


PRODUCTS 





HARLAN LARSON, partner, Larson Lumber Co., super- 


vises all consumer selling. Above he explains roofing 
patterns available to a customer 


How Kansas Dealer Uses 
Our New Mat Service 


Larson Lumber Co., Salina, Kan., 
finds ads are easily and quickly prepared 
with American Lumberman’s new advertis- 
ing plan. Says service is ‘ideal’ for promot- 
ing package selling.. 


“We feel you are rendering a wonderful service 
to dealers with your new advertising program. Now 
at last building materials ads are simple to prepare 
and at remarkably low cost.”’ 

This comment was recently made by D. C. Larson, 
manager, Larson Lumber Co., Salina, Kan., who was 
one of the first dealers in his state to use the new 
American Lumberman advertising mat service. Like 
so many other progressive dealers they are convinced 
that greater sales to the consumer are vitally needed 
to maintain profit margins. ADservice helps carry 
out this policy, Larson says, because: 

“It gives us just the advertising tool we need 
to reach the do-it-yourself customer. Each ADservice 
page supplies a heading illustration on a home im- 
provement project and all the smaller mats on the 
building products needed to complete the job. We 
also find the advertising counsel that appears with 
eacii feature extremely valuable. It discusses basic 
advertising fundamentals that we all should under- 
stand for successful merchandising.” 

Larson is well satisfied with the sales results pro- 
duced by the ads prepared exclusively with ADservice 
mats. Increased store traffic and scores of new leads 
for home improvement jobs have resulted as each ad- 
vertisement has appeared in the local newspaper. 

ADservice has greatly simplified the preparation 
of newspaper ads at Larson Lumber Co. Using the 
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rough layouts provided by American Lumberman this 
concern first selects suitable products to be included 
in the ad. Manufacturers’ literature is reviewed for 
descriptive copy and prices are checked. The news- 
paper then is given the ad layout and the typed copy. 
Because each ADservice page has a definite theme or 
home improvement project all employes are fully in- 
formed well before the ad is published. Sales per- 
sonnel then study prices and products for the pack- 
age being promoted and are ready to handle inquiries 
from customers efficiently. 





room 
YOU NEED! 


/ 








waste attic 


space at low 
cost! 


Let us show you how you 





tie space into a charming bedr 


or even a complete apartment 
We'll help vou design it t 
your budget. Choose from 
panelings, economical! wallb 
ern, easy-to-apply maten 


Whether you want mater 
and construction, we 
payments. Come in toda\ 
La st sheets of Geld ligation 

Read Plasterboard 0 
quick nd on 


ft, As 4 00 PER 
aol LOW AS MONTH 





Bionket insuioten 

sid Bond Blanket lnsnls 

tiem that firs . Gold Bond Veivet 
ken <p 

‘ see 

Floor for average room only 


for the 
only $500 ‘rerage room $30.00 
Fixtures, cabinets, china closets, showcases, ete., made 
in our cabinet shop to your order. 


per foot 
tggrectmanty BCS con 


Phone 3473 — 73-0751 — 3474 for estimates. 


FREE DELIVERY 
FREE PARKING 


208-226 S$. 4th 
Phone 5473 


‘THERE IS NOTHING BETTER ON EARTH 
THAN A FREE MAN'S WAY OF LIFE” 


AMERICAN LUMBERMAN mats were used entirely 
to prepare this effective three column ad. Larson’s 
feature time payments strongly in all their adver- 
tising. 





May 18, 1953, AMERICAN LUMBERMAN 8 





BEVEL AND 
BUNGALOW 
SIDING 


MOULDINGS 


CUT STOCK 
Windows 
Doors 
Furniture 
Caskets 
Fencing 


CUT AND PACKAGED 


PICKETS 


PANELING 


FINISHED 
BOARDS 


Send for free illustrated booklet 
containing NATIONAL PACIFIC’S 
grade classifications. 


NATIONAL PACIFIC Timber Products, Inc. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, Califernia ¢ Dry Kilns and Planing Mill, Montebello, California 
Southern California’s Leading Producer of Redwood Products 
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AMONG THE DEALERS 
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MOoER MEN 


JE _TEXKS 


Texas Lumbermen Gather 


Over 4,300 dealers greeted by Governor Shivers, 
hear his keynote address at 67th annual convention. Arm- 


strong elected president. 


Featuring such noted speakers as 
Governor Allan Shivers as key- 
noter, Warren F. Keys, past presi- 
dent, Don Campbell of the Ken- 
tucky association, Mayor Gene 
Klein of Amarillo and C. H. Shu- 
maker, Top Management modera- 
tor—-the Lumbermen’s Association 
of Texas met at Galveston’'s Pleas- 
ure Pier for its annual convention, 
April 19-21. 

yene Ebersole, executive vice- 
president of the association, drew 
up a committee of 13 mayors to 
greet the governor upon his ar- 
rival, while Horace Scott, Amaril- 
lo lumberman, served as general 
chairman of the convention com- 
mittees. 

The Top Management Forum, an 
annual event for the past three 
vears, was extended to a full day’s 
session and moderated by C. H. 
Shumaker, director of the Institute 
of Building Materials Distribution. 

Armstrong replaces Warren F. 
Kevs of Marshall, Tex. Reelected 
were Harvey Richards, New Braun- 
fe's, first vice-president: W. H. 
Curry, Waco, second vice-presi- 
dent; W. B. Carssow, Austin, thire 
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vice-president; Carrol R.  Del- 
homme, Houston, treasurer; A. E. 
McCain, Tyler, sergeant-at-arms; 
Jack Dionne, Houston, honorary 
secretary. Gene Ebersole and Vin- 
cent Ogletree were reelected exec- 
utive vice-president and secretary 
respectively. Roy Gaither, Waco, 
was made a director of the na- 
tional association. 


Armstrong New 
Texas President 


John Armstrong, newly elected 
rresident of the Lumbermen’s As- 
sociation of Texas, has had a long 
career in the service of his indus- 
try. The San Angelo lumberman 
served as secretary of his local as- 
sociation for 14 years and as pres- 
ident for three years. He has been 
a director of state association since 
1943 and vice president last vear. 

Armstrong's executive qualities 
are clearly evident from the num- 
ker of his onerations. He is presi- 
deni of the Armstrong Bros. Lum- 
ber Co., in San Ange'o, with sub- 
sidiary yards in Paint Rock and 
Eden; a real estate and investment 


JOHN ARMSTRONG 


company, Armstrong Bros., Inc.; 
and a building company, the Home 
Builders of San Angelo. 

He is also a state deputy snark 
of Hoo-Hoo, a director of the San 
Angelo Board of City Development 
and chairman of the local planning 
commission, an alternate director 
of the NRLDA, and a director of 
the Chadbourne Building Corp. 


Georgia Dealers Seek 
Answers 


At the 28th annual convention 
of the Building Material Merchants 
of Georgia in Atlanta, March 30- 
Apri! 1, a discussion type of pro- 
gram was followed in an attempt 
to produce lively sessions. 

Here’s what dealers wanted pan- 
el members to discuss: (1) What is 
the best method of financing mod- 
ernization and additions? (2) What 
is the most effective way of selling 
installment payments? (3) What is 
meant by package selling? (4) 
What are the most effective dis- 
niav methods? (5) Advertising 
how much—how to do? (6) How 
do I rebuild a_ shrinking profit 
margin? (7) How do I halt in- 
creased operating costs? (8) What 
lahor saving methods can I adopt? 
(9) What are the benefits of ethi- 
cal cooperation? (10) How can I 
meet competition from manufac- 
turer’s representatives, jobbers and 
wholesalers ? 
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THESE WIZARDS WITH WOOD 
Are Practical Gents 
They Conjure up Dollars | 


For Dealers with sense STN 











i? 7) 
Largest Selling Wood Glue Ir a AA W gd A A H 


WELDWOOD ta — bh 
us’ GLUE’ Dy? 


For making things 























, or fixing things, 
-WeLowa0e edbomien Weld- 
PLASTIC resin GLUE 

: bas wood Glue—for all 


wood -to- wood 








ee bonds and many 
other uses. Makes joints stronger than 
the woed itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95e; 5 Ibs., 10 Ibs., 25 Ibs. 
* 


Blond or pickled effects call for 


wire FIRZITE 


For magical woodsy 
effects on hardwood 
or soft, plywood or 
solid lumber. For 
light pastel tones, 
tint with Colors-in- 
Oil. For soft wood 
and fir plywood 
paint jobs, WHITE 
Firzite as an undercoat, helps prevent 
grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
mend CLEAR Firzite, to tame wild, 
unsightly grain.) 


* 
Big demand for natural wood finishes, sells 


SATINLAC 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 

commending SATINLAC, rings . P P . 

out and moa nts ne the prethe Foes. Today...with so many amateurs and semi-pros making things and 

and color-beauty of any plywood or mending things...they'll thank you to suggest Firzite, Satinlac and 

solid wood. Water-clear Satinlac j 

avoids that “built-up” look. Easy to Weldwood Glue. Easy to use...widely advertised in the Saturday 

a or spray; dries “dust-free” in Evening Post and 29 other publications, these 3 Wizards with Wood 

20 minutes, ready for next coai in 3 

or 4 hours. are showing very nice profits, indeed, for dealers who feature and 

In pints, quorts, gallons. drums. 


recommend them 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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Sandy McDonald 
Supreme Jabberwock 


Due to the death of Supreme Jab- 
berwock Martin J. McDonald, 
27358, his brother A. F. “Sandy” 
McDonald, 24140, of Vancouver, 
Canada, has been appointed to fill 
the unexpired term as Supreme 
Jabberwock, head of Jurisdiction 
V. The appointment was an- 
nounced by the Supreme Snark of 
the Universe, Arthur Geiger, 48505. 

Sandy has done fine work in Can- 
ada, especially in connection with 
the Vancouver Club. His lumber 
career has embraced all branches 
of the industry, including logging. 
He spent three years in the On- 
tario woods and one year of log- 
ging in British Columbia. 

Born in Appleton, Wis., 1887, he 
started in the lumber business in 
1903. He joined Hoo-Hoo in 1910 
and was elected Supreme Jabber- 
work of the Supreme Nine, under 
Snark Art Hood, Rameses 32 
American Lumberman editor. 


Southern Pine Sponsors 
Machinery Exhibit 


Lumbermen from throughout the 
South gathered in New Orleans 
April 8-10 to view a multi-million 
dollar machinery exposition said to 
be the largest of its kind ever held 
in the world. 

The machinery show, sponsored 
by Southern Pine Association, was 
held in conjunction with the SPA 
38th annual meeting. 

Observers report that well over 
a million dollars in sales resulted 
from the display and demonstra- 
tion of equipment. 

Machinery used in forests, mills 
and manufacturing plants was 
shown. It was shipped to the ex- 
position from 21 states and Ger- 
many, Sweden and England. 

“The success of this exposition 
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points up the heightened interest 
and action by Southern Pine manu- 
facturers in mechanizing their 
mills,"” commented H. C. Berckes, 
executive vice-president of the As- 
sociation. 

“SPA subscribers have taken 
giant strides in recent years to- 
ward greater mechanical efficien- 
cy,” he continued. “This meeting 
means another big step forward.” 

Elected to fill a second term as of- 
ficers of Southern Pine Association 
were: J. R. Bemis, Ozan Lumber 
Co., Prescott, Ark., president; Tom 
DeWeese, A. DeWeese Lumber Co., 
Philadelphia, Miss., first vice-presi- 
dent; R. D. Crowell, Crowell Long 
Leaf Lumber Co., Long Leaf, La., 
second vice-president; H. C. 
Berckes, New Orleans, La, execu- 
tive vice-president; M. L. Fleishe', 
St. Joe Lumber & Export Co., Port 
St. Joe, Fla., treasurer; and §S. P. 
Deas, New Orleans, La., secretary. 


Rine New IRLDA President 


Howard B. Rine, Rine’s Lumber 
Yard, Cedar Falls, Iowa, was elect- 
ed president of the Independent 
Retail Lumber Dealers Association 
by the board of directors following 
the close of the 14th annual con- 
vention of that group at the Hotel 
tadisson on March 25, 26 and 27. 
He succeeds G. A. Eddy, Cerro 
Gordo Co., Swaledale, Iowa, who 
completed his second term. 

Other officers are Glenn W. 
Ross, Suburban Lumber Co., Min- 
neapolis, vice-president to succeed 
Arthur O. Peterson, Pederson Lum- 
ber Co., Hallock, Minn.; L. G. Mor- 
ley, Sr., Home Builders Co., Mor- 
rison, secretary to succeed Justin 
L. Jones, Flandreau Independent 
Lumber Co., Flandreau, S. D.; H. S. 
Keister, Keister Lumber Co, Coon 
Rapids, Iowa, reelected treasurer 
and Edwin W. Elmer, Minneapolis, 
reelected executive secretary. El- 
mer & Beese, Minneapolis law 
firm, were retained as_ general 
counsel. 

Four new directors were named 
bv the convention. They were Don- 
ald V. Newberger, Newberger 
Building Material, Bottineau, N.D., 
to succeed Falstad; W. E. Cow- 
man, Paul Bunyan Building Sup- 
ulv. Brainerd, to succeed Morris 
C. Franzen, Franzen Lumber Co., 
Alexandria, Minn.; Wayne E. Mil's 
Mills Lumber Co., Grand Rapids. 
Minn., to succeed Arthur O. Peder- 
son, Pederson Lumber Co., Hallock. 
Minn., and Herb Trandall, Citv 
Wood Products, Watertown, S. D. 


GEORGE W. MAHONEY 


Oklahoma Farm Plans, 
Short Course 


In cooperation with the state col- 
lege of agriculture, the Oklahoma 
Lumbermen’s Association held its 
fifth annual Farm Building Day 
demonstration in Oklahoma City, 
May 16. 

Featured at the demonstration 
was the latest example of the 
OLA’s Farm Fitted Plan program 

a commercial broiler house with 
a capacity of 3,000 birds. The 
structure measures 30 by 110 feet. 

For the past five years the OLA 
has been furnishing materials for 
these buildings, which include a 
modern farm home, a grade ‘“A”’ 
dairy barn, a hog production shel- 
ter, an automatic feeder, a loafing 
shed for cattle, plus this year’s 
broiler house. 

At the third annual short course 
on March 12-14 at Stillwater, the 
Farm Fitted Plans were the subject 
of discussion by George W. A. Ma- 
honey, research assistant of the 
state agricultural experiment sta- 
tion. Mahoney emphasized that the 
plans were specifically designed for 
Oklahoma farms and do not neces- 
sarily fit other areas. 


McCarthy Investigates 
Incentive Plans 


John D. McCarthy, secretary of 
Illinois Association. wishes to an- 
nounce that he welcomes any and 
all information on dealer incentive 
plans. So far he has had little re- 
sponse from dealers, who are much 
more interested in hearing the re- 
sults of his survey than in contri- 
buting information. 
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Frost PiNe SERVESmIA@ 





o deserve and safeguard 
: a reputation for high 
quality standards has been Frost's 
fixed purpose in serving our 


customers. 





The fidelity with which that purpose 
has been lived up to is confirmed 
by whole legions of our dealer 
friends. Their loyalty is measured 
in continuous patronage reaching 
back through our business life of 
more than 60 years, of which this 


dealer's testimonial is typical: 





"This is the nicest car of lumber we have 
received; we would be very happy to 
have you enter our order for another car 
as near these specifications as possible, to 
be shipped when you can.” 


Shall We Quote on a Mixed Car? 





Dealers’ Check List 


i YELLOW PINE: HARDWOOD FLOORING: 


Famous Frostbrand in Oak and Pecan 


“WOLMANIZED” * TREATED PiNE 


Lumber — Creosoted Lumber, Fence Posts, Barn Poles. 


"Reg. U. S. Pat. Off. 


| ei FROST LUMBER INDUSTRIES 


<. 
| 15 FOREST PRODUCTS DIVISION OF OLIN INDUSTRIES, INC. 
oust? 


Utsu 







Finish, including Arkansas Soft Pine Trim, Mouldings, Flooring, Dimension. 
HARDWOOD LUMBER: 


All Commercial Species of Southern Hardwoods. 


















SHREVEPORT, LOUISIANA 
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ARMSTRONG'S NEW MONOWALL MERCHANDISER is examined by 
members of the A. W. Hastings Co., Somerville, Mass. 





three 
Left to right. William 


Jeffery and Ivan Hoyt, both of Somerville, and Leo Guimond, Northampton 


Monowall 


Merchandiser is economical 


space-saving display which allows 


samples to be handled easily by salesmen and customers, resembles filing 


drawer 


TEMLOCK AWARD goes to Wendell 
Phillips, right, of Almarin Phillips 
and Son, Port Jervis, N. Y., for out 
standing sales performance. Also 
shown are Armstrong manager J. V 
Jones, left, and Harry McMahon, 
Armstrong field representative’ in 
Port Jervis area 


Armstrong Convention Highlights Dealer Sales 


Sixth annual convention for Armstrong’s wholesalers in Lancaster, Penna., 
points to tremendous demand for materials in home-remodeling market. 


An excellent sales market lies 
ahead of those retail lumber deal- 
ers who are willing to adapt their 
methods of operation to make the 
most of it. 

That was the consensus of chief 
executives of Armstrong Cork Co., 
who spoke at the sixth annual 
convention of their wholesale dis- 
tributors in Lancaster, Penna., 
April 16-17. 

“The need to sell has 
shadowed the 


over- 
most pressing post- 
war problems,” asserted economist 
W. E. Hoadley, who pointed out 
the immediute possibilities 
for the dealer. The remodeling 
market, for example, is larger 
than ever—an estimated five bil- 
lion in 1953 compared with 4!. 
billion last year (the U. S. Chamber 
of Commerce estimates 6!» billion.) 


sales 


But buyers are becoming increas- 
ingly ‘“‘choosey,” Hoadley warned. 
Building materials, financing ar- 
rangements and erection methods 
previously accepted are now ques- 
tioned as competition becomes 
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keener in construction 
across the nation. 


markets 


New-home construction, Hoadley 
emphasized, is holding up remark- 
ably well with prospects for a 
near-record year. Building for the 
first quarter of 1953 was at the 
rate of 1,200,000 homes. While the 
overall demand for construction re- 
mains substantial, important shifts 
are occuring in demands for differ- 
ent types of private and public con- 
struction. 

“While the shortage of new 
houses noticeably diminishes, the 
space shortage in existing homes 
is rising sharply as millions of 
children outgrow their living quar- 
ters,’ Hoadley added. “Held back 
by materials controls, commercial, 
recreational and educational pro- 
jects are now getting underway in 
substantial volume. Only in the 
case of farm buildings and private 
industrial projects are there any 
signs of a downward trend.” 

Other optimistic factors indicat- 
ing greater sales potential listed by 


the Armstrong economist were: 

1. Halt in inflation trend and 
taste for lower prices have 
put consumers in a “buying 
mood.” 


Private incomes continue to 
climb. 


Tax reductions seem prob- 
able before the end of the 
vear. 


Air conditioning for private 
homes opens a new sales opnor- 
tunity for the retail lumber dealer. 
A. A. Dunlap, Jr., assistant to the 
manager, Lumber Dealer Products 
Department of the Building Mate- 
rials Division, emphasized that the 
use of sheathing and _ insulating 
wool in the sidewalls will enable 
the homeowner to cut down the size 
of his air conditioning unit. Stud- 
ies in the Armstrong laboratory 
show that savings of 5¢ per hour 
can be made by using the next 
smallest air conditioning unit. A 
house must be well insulated to 
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When your customers 
get the urge to 


“do-it-themselves”’... 


: rt vy sa x 
ea 


meee 


Here’s just what your handyman customers are looking 
for when they get in the mood to remodel kitchens, 
bathrooms, utility and recreation rooms. Ur Cady asa 


Sell them Marlite — the world’s leading prefinished 
wallpanel. Its durable baked finish never needs painting; os a eer 
cleans with a damp cioth. And you can show this 

versatile remodeling material in a wide range of colors 

and patterns . . . including new Woodpanel. 


Easy to install, stays clean and bright for years — it ® 
Marlite means more profitable sales, aX. i e 
more satisfied customers. -. PREFINISHED 


WALL AND CEILING PANELS 
MARSH WALL PRODUCTS, INC., Dept. 541, Dover, Ohio 


SUBSIDIARY OF MASONITE CORPORATION 
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NEWLY-ELECTED MEMBERS of the 
Company Building Materials Policy Commitee are shown 
They are 
Lumber Yard Service Co. Denver, Colo., representing the 
western section; John 8S. Linton, Binswanger & Co., Inc., 
representing the southeastern section; 
J. A. Henrichs, General Metals Manufacturing Co., Wich- 
ita, representing the mid-western section; H. M. Hadley, :. We 
Porter-Hadley Company, Grand Rapids, Mich., represent- 
ing the north central section, and V. H. Crannell, Jr., 


at the right of the lecturn 


Columbia, 8S. C., 


make effective use of air condition- 
ing units. 

Dealers and lending institutions 
can expand their market by plac- 
ing additional emphasis on the 
open-end mortgage. This _ point 
was stressed by I. W. Keller, as- 
sistant general controller, who 
said: 

“If the building industry could 
get all lending institutions to rec- 
ognize the importance of open-end 
mortgages, the chances are very 
great that we could double the 
amount of repair and moderniza- 
tion business. In addition, the onen- 
end mortgage would be a great 
stimulus to the market for new 
homes. If the buver can be defin- 
itely assured that at a later date 
the money for an extra room, an 
added garage or fixing up the hase- 
ment or atic would be immediately 


Operates Hydraulically 


A completely new, hydraulically 
operated loading ramp for transfer 
of materials from loading docks to 
trucks and trailers will be the fea- 
ture display of Rotary Lift Com- 


pany, Memphis, at 
Handling Exposition 
phia, May 18-22. 

Called Leva-Dock, this new load- 
ing ramp automatically adjusts to 
truck and trailer beds of varying 
heights. It compensates for out- 
of-level variances and_ spring 
deflections during loading or un- 
loading. 


the Materials 
in Philadel- 
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Armstrong Cork 


J. G. MeMann, 


Meyer, W. H. 
Jones, 


members. 


available on reasonable payment 
terms, he would be more willing to 
make his original purchase.” 

M. J. Warnock, vice-president 
and treasurer, advised the whole- 
salers to define their objectives to 
their employes and to compensate 
each according to his contribution 
toward meeting these goals. 

Fred O. Schweizer, manager of 
building materials promotion and 
sales training, announced a new 
lumber dealer retail sales training 
film emphasizing the _ specialty 
products in the Armstrong line, 
especially the do-it-yourself mar- 
ket. Armstrong is also making 
available to its wholesalers a new 
booklet entitled, “How to Hold a 
Meeting.” 

J. V. Jones, manager of Arm- 
strong’s lumber dealer products de- 
partment and chairman of the two- 


A built-in safety device locks the 
new Leva-Dock automatically in 
position in case of sudden move- 
ment of the vehicle. This new fea- 
ture was designed to cut down ac- 
cidents to personnel and materials 
that have been common on loading 
platforms. 

Four strong safety-steel sections 
comprise the new Leva-Dock plat- 
form. The unit is locked into posi- 
tion when not in use to become an 
integral part of the whole loading 
platform and takes a load up to 
20,000 Ibs. rolled in any direction. 


Wholesale Hardwoods Inc., Troy, N. Y., representing 
the northeastern section. 

Retiring members of the committee, left, are R. E. 
Crawford, Hannigan and Crawford, Inc., St. Louis; G. L. 
Felter, Delmarva Sash and Door Co., Philadelphia; L. E. 
Pipkorn Co., Milwaukee; W. D. Bates, 
Dealers Supply Co., Monroe, La, 

‘ manager Armstrong’s Lumber Dealer 
Product Department, center, introduced the committee 


day meeting, cited three require- 
ments of skillful wholesale man- 
agement: 
1. Establish objectives and make 
them known to your employes. 


. Improvement in capital man- 
agement, which is “usually 
the deciding factor in capital 
turnover.” 


. Volume selling—an ‘absolute 
necessity to profits and suc- 
cess.” 

C. J. Backstrand, president of 
Armstrong, opened the convention 
by welcoming the company’s 300 
wholesale distributors and _ field 
men and calling upon them to join 
in a continuous fight against com- 
munism. 

Kenneth O. Bates, executive vire- 
president, was toastmaster at the 
annual banquet. 


Solar-Space House 


Long a leader in the built-up 
roofing field, the Barrett Division, 
Allied Chemical and Dye Corp., re- 
cently was called upon to supply 
materials for a modern house in 
Washington, D. C. 

Designed by architect David Bak- 
er, the Solar-Space house, as he 
calls it, has no gutters or down- 
spouts; it uses interior drains. 

The roof is Barrett specified, con- 
sisting of clear white slag over 
layers of felt. The slag reflects hot 
summer sun and makes an attrac- 
tive textured surface. 
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tte, SHAKES 


ARE OPEN-AIR DRIED 


































































































The wise builder knows that 
Nature dries best .. . 


There really isn’t much of a trick to drying a pre-stained cedar shake — if 
you are willing to take the time and go to the trouble of doing the job right. 
Dozens of experiments have been tried in an effort to find a “quick” way to do 
the job. Hot lights, hot air, and hot ideas of a dozen kinds have been tried. 
We at Colonial Cedar Company have studied all of the short-cut suggestions, 
and we've found that nothing beats good old mother nature for drying shake 
stain. 


So we just use mother nature. 


We take the time to “hang Fitite Shakes out to dry” in the good old fresh 
air. Takes a lot of doing, a lot of storing, a lot of waiting; but it assures us that 
we are giving Fitite Shakes the best stain coverage in the business. Have you 
compared Fitite Shakes with the rest? 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET, SEATTLE 99, WASHINGTON 
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Savings Found In 
New Warm Air Duct 


A housing development in the 


Chicago area reports a saving in 
labor of $44 per house through the 
use of Transite asbestos cement 


Manager Sees Customers But 


They Don’t See Him 


So that manager’s eyes can survey showroom 
from vantage point of his desk at any given 
time, this one-way glass was installed in wall 
between sales room and office at the recently 
complete W. A. Grandy Co. store in Mason City, 
Ill. This glass acts as a mirror on store side. 


Materials Strength Test 


Attracts Customer’s Attention 

This dramatic exhibit a 
strength between 25/32” insulated sheathing as 
was a feature of the re- 
cent open house staged by W. A. Grandy Co., 
Mason City, Ill., on the occasion of opening its 
new showroom. Manager Don List is exerting the 


compared with lumber 


pull on the turnbuckle 


test of relative 


warm air duct in the perimeter 
heating systems. Transite is a 
Johns-Manville product. 

This development, Mahoney Es- 
tates at Merrionette Park, Ill., con- 
sists of 342 units of slab type con- 
struction. Each house requires 
about 100 feet of Transite warm 
air duct. The labor cost per house 
for installing the ducts runs around 
$6 as compared with $50 for clay 
tile, it was announced. 

This saving of $44 per house 
(approximately $15,000 on the 342 
unit project) can be traced large- 
ly to the long lengths of the Tran- 
site. The 2 in. to 7 in. diameters 
come in 10 ft. lengths; the 8 in. to 


12 in. sizes come in 13 ft. lengths. 
This reduces joints to a minimum, 
simplifies assembly and speeds up 
leveling operations. 

The ducts, even in the longest 
lengths, are light enough in weight 
for one man to handle. They are 
quickly laid to grade and joints are 
completed in a matter of minutes. 
For air inlets, outlet registers and 
such, any cuts needed are easily 
and cleanly made. No anchoring to 
prevent floating or protection to 
avoid deforming is needed, so that 
the pouring of concrete can start 
at once. Then the Transite becomes 
an integral part of the slab and is 
as long lasting. 


MCKENDALLS 


BUILDING MATERIALS 


Builds Bargain Shed for Slow Movers 


A Providence, R. I. firm has found a way to 


get rid of “cats and dogs” and other slow mov- 
ing items. It built 
of the city’s main highways, with a large sign 
over the entrance. The sign is the only means 
of advertising used, yet McKendall’s finds that 
it does the job. 


a 25’ x 30’ shed facing one 


The public, it seems, is always 


looking for a bargain. 


attention. 


fry. 


Animals Attract Attention to Windows 

Live window displays are used by the Banks- 
Wilcox Lumber Co., Liberty, Mo., to attract 
Usually, it’s some live farm animal 

chickens, calves or lambs. 
motherless lamb shown in the window created 
a lot of interest among both adults and small 


The 30-day old 
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an REYNOLDS ALUMINUM 
ms REFLECTIVE INSULATION 


“eee The 
: Lay this box flat and you've got 250 square feet of high eth- 
acka e ciency insulation in scarcely more than one square foot of space. 
TYPE ; i eS ands ; bossed 
Roll out a few feet of that gleaming, handsomely embossec 


ee 
nl 


aluminum foil—or use Reynolds handy display—and you've got 
nevnocos = that 


ALUMINUS a real shopper-stopper. Now, tell your customer he can walk 
INSULATION right out with enough of those 15 Ib. rolls to do his attic... 
makes do it himself on his day off. Quote him the price...so much 
less than most bulk insulations! Show him how easy this is 
: . to put up, how clean to handle. Teli him the amazing story of 
insulation radiant heat reflection...interiors up to 15° cooler, winter 
fuel bills slashed... perfect vapor barrier too! Then wrap up 
a Traffic the deal with sale or rental of stapler, and an extra sale on 
staples. What a business! Mail coupon for more information. 
Reynolds Metals Company, Building Products Division, 

Louisville 1, Kentucky. 


25", 33” and 36” wide — 
Foil on two sides (Type B), 
On one side (Type C). 


REYNOLDS Lifetime ALUMINUM 
FLASHING. Display carton of ten 
18” by 4’ sheets makes this a quick- 
selling take-home item. Also in rolls 
and flat sheets. 








REYNOLDS Lifetime ALUMINUM REYNOLDS Lifetime ALUMINUM 
GUTTERS AND DOWNSPOUTS NAILS. Rustproof, non-staining. 
Rustproof permanence and stain- Nearly three times as many nails 
free beauty at low price! 5” Ogee per pound. In handy boxes and Please send me full information on 

and Half-round, smooth or stippled fibreboard kegs. | GUTTERS AND DOWNSPOUTS | | NAILS 


finish. Also 6” industrial Half-round. REFLECTIVE INSULATION |_| FLASHING 
Slip-joint connectors—no soldering. 


Complete accessories. 


® REYNOLDS ALUMINUM 


SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC Television Network MEAR “Fibber McGee and Molly,” Tuesdays, NBC Radio Network 


Reynolds Metals Company, 2002 So. Ninth St 
Louisville 1, Kentucky 
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THE LUMBER MARKET 


Revise Pine Door 
Commercial Standards 


A recommended revision of 
standard stock ponderosa pine 
doors, Commercial Standard CS- 
120-48; has been circulated by the 
Commodity Standards Division, 
Office of Industry and Commerce, 
to manufacturers, distributors and 
users for their consideration and 
written acceptance, according to 
the U. S. Department of Commerce. 

This recommended revision was 
proposed by the National Wood- 
work Manufacturers Association, 
and approved by the standing com- 
mittee in charge of revising this 
standard. The standard was first 
established in 1944 and was revised 
in 1946 and 1948 to keep it abreast 
of the progress being made in the 
industry. The main purpose of this 
revision consists primarily of a 
revision of the general require- 
ments, the deletion of 12 layouts, 
and the inclusion of 21 new lay- 
outs. Illustrations of 112 stock de- 
signs are shown, from which selec- 
tions can be made that will har- 
monize with various architectural 
styles. 


Market Soft 
at Baltimore 


April is showing the same slow 
pace as the first three months of 
the year in the lumber trade, but 
things cannot be all bad. As one 
yard owner expressed it: ‘‘We may 
not be booming, but we are not 
busting.” 

Nevertheless, the volume of dis- 
tribution hereabouts does not equal 
recent years. No large industrial 
plants have been announced for 
construction this year, this type of 
postwar building have apparently 
caught up. Permits for general 
construction and building repair do 
not match 1952. In_ particular, 
home building permits for the first 
quarter in the Baltimore metro- 
politan district totaled $21,616,865 
compared with $30,468,293 in 1952. 
Total for all permits was $38,676,- 
564 compared with $42,047,467 a 
year ago. 

Those doing business with ship- 
yards are watching closely the 
government's plans and decisions 
on cutting down ship repair jobs. 
Two big Baltimore shipyards have 
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Seven Million New Homes Since World War Il 





THOUSANDS New Nonfarm Dwelling Units Started by Years 
1920-1952 


1400 


THOUSANDS 
OF UNITS 
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1949... 1,025, 100 
1950... 1,396,000 TTT {pee 
1951... 1,091,300 
+1952... 1,131,300 


Total . . 7,094,800 
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a good volume of work on hand, 
but some maritime jobs they have 
been counting on may not materi- 
alize. Another sour factor in the 
shipyard lumber business is that 
some shipyards are able to bypass 
local dealers and accept lower bids 
on lumber elsewhere. 

One more depressing influence on 
the local market has come about 
through some substitution of steel 
tape, previously unavailable, for 
lumber in ship ceiling. This lumber 
use is not entirely destroyed, since 
much hardwood is used in ceiling 
for grain shipments, but export of 
grain has fallen off to some extent. 

There has been little or no 
change in Southern pine prices in 
the last few weeks. Yards are 
stocked enough to meet demands. 
As the weather opens up, there is 
more of the local and nearby lum: 
ber at hand at favorable quota- 
tions. 

Its opposite number, fir from 
the West Coast, is reported up 
around $5 per M for dimensions at 
$105.50 delivered, and there is 
plenty available. On the poor grade 
side, was noted one offering of No. 
4 common at $18 on the Coast, 
which with $34.50 freight made a 
delivery price of $52.50 for this 
tape, previously unavailable, for 
hardwood dunnage now runs 
around $40 in any widths. 


Top grade hardwoods continue 
in the steady price and satisfac- 
tory supply state. Flooring is very 
stable, and demand will grow as 
the house building season gathers 
more speed. 


24 5 
Source of Data: United States Bureau of Labor Statistics 








Market Weak 
In Seattle Area 


The market is weak and the mills 
are puzzled because May is usually 
a good construction month. Local- 
ly there is lots of building but ap- 
parently this is not general all 
over the country. 

Prices are weakening on fir and 
hemlock dimension, shingles and 
siding. Mills are willing to make 
concessions where the order fits. 
But many buyers find unexpected 
resistance to lower prices on any 
items not in good supply. Green fir 
dimension has dropped a _ dollar 
and hemlock $2. No. 3 fir and hem- 
lock dimension is steady. Low 
grade perfections and 5X shingles 
are weaker. Royals are scarce. 
More shingle mills are going down 
in a voluntary curtailment. Some 
siding mills have dropped prices 
$5, but the new figures depend on 
the kind of order. Cedar common 
is weak. Transits, which have been 
fairly good, are now starting to 
soften. 

Production weather has been 
good and labor trouble has not been 
as bad as was feared. 

In the export market conference 
rates from the United States to 
Japan have twice been lowered re- 
cently. This weak charter situation 
is being watched closely here. 

Ponderosa Pine has weakened in 
the lower grades of commons. Sup- 
plies of Englemann spruce are 
larger than was supposed. Idaho 
white pine prices are uncharged 
and it is easier to find. 
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Weather Favors 
Tacoma Area Mills 


The stimulus of good weather is 
helping logging and lumber oper- 
ators in the Tacoma area to build 
up reserves against anticipated 
spring and summer requirements. 
Camps and mills are operating 
steadily and supplies appear to be 
adequate for anything short of an 
abnormal demand. 

Considerable interest is being 
shown in reports from Shelton that 
one of the biggest timber sales in 
the history of that area is being 
negotiated between the Dickman 
Logging Company, Tacoma and the 
Schafer Brothers Logging Com- 
pany, Aberdeen. Reportedly all of 
Schafer Brothers holdings in Ma- 
son county would be affected in a 
“package” deal that would involve 
some 26 parcels of timber. Esti- 
mates place the valuation as high 
as $1,500,000. Neither company 
will commit itself officially. 

Several sales of smaller blocks 
of timber have been reported re- 
cently. The United States Forest 
Service this week announced the 
sale of 550,000 board feet of tim- 
ber in the Olympic National For- 
est to the Niemi Brothers Logging 


ADVERTISING 

how to get maxi- 
mum results at mini- 
mum expense — is every dealer's 
problem. One valuable help is 
American Lumberman’s ADservice 
mat feature. See how a dealer is 
actually using this service to in- 
crease his sales. You'll find some 
profit-making ideas in this feature 
en page 62. 


ButLpInGc Propucts MERCHANDISER 


Company, for $13,832. The Wash- 
ington State Land Commission an- 
nounced the sale of a number of 
other tracts including: 5,245,000 
feet of silver fir and hemlock near 
Enumclaw to the Nettleton Tim- 
ber Company, Seattle, for $52,525; 
964,000 feet of hemlock in Wah- 
kiakum county to Wirkkala Broth- 
ers, Naselle, for $11,538; 745,000 
feet, mostly yellow fir in Skamania 
county to the Washington Veneer 
Company, Olympia, for $21,770; 
2,466,000 feet of hemlock in Pa- 
cific county to the Olympic Hard- 
wood Company, Raymond, for $27,- 


434 and 974,000 feet, mostly red 
fir, in Lewis county, to Lawrence 
M. Peters, Randle, for $12,650. 


Sales Off 11% 
At Kansas City 


Lumber is beginning its seasonal 
move in the Southwest, although it 
has been several weeks later than 
normal. Reports from mill head- 
quarters here in the last few days 
indicate business is moving much 
faster than it was during the first 
quarter. 

The apathetic tone of the lum- 


AETNAPLY Service 











gives you 


“lhe Pich of Mlywoods 


for ALL your sales needs 


Attractive, durable Exterior plywood... 
exquisite Hardwood wall panels ... waterproof 
plywood for concrete forms . . . moisture re- 
sistant plywoods for all types of farm buildings 
... utility and plastic-covered plywoods for 


AETWAPLY PRODUCTS 
More than 50 species of 
Foreign and Domestic 
and Veneers, 
in all sizes and grades 
e 
Cupboard and 
Flush Doors 
s 


Peg-Board 
eS 


24-hour 
shipping service 


all industrial uses . . . all these and many 
other products are available to you in 


AETNA’S warehouses. 


Yes, AETNA carries plywood from mills 
all over the world, giving your customers a 
choice that is unexcelled. All standard sizes 
and odd sizes are available. You never need 
to miss a sale for lack of stock, for AETNAPLY 
Service is just like having a warehouse of your 
own. Deliveries are fast; shipment is made 
within 24 hours from the time your order 
is received. 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLYwooD & VENEER COMPANY 


1732 N. Elston Avenue ® 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 


Chicago 22, Ill. 
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ber market in the first quarter is 
now borne out by the figures of 
lumber sales in 174 line yards, re- 
leased by the Federal Reserve 
Bank of Kansas City. The dollar 
volume of lumber sales in the first 
three months was 117 less than a 
year ago. In the wholesale divi 
sion, sales were off 10. 

The bank stated that 
tial construction 
Southwest in the 
down 29° 
riod. 


residen- 
awards in the 
quarter were 
from the like 1952 pe- 


Zuilding is beginning to perk up 


and lumber yards are in need of 
stocks. Still, yards are buying 
mostly against nearby  require- 
ments, which places a real burden 
on the mills. Most mills have very 
little stock built up and also have 
less inventory than a year ago, 
while unfilled order files are larger 
than a year ago. 

Some price concessions have 
been made by the smaller mills on 
the east side of the Mississippi 
river but, in the main, quotations 
are steady and firm on the west 
side of the river. Reports of short- 








ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
of catddde/ 


4 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
need. For greater variety . . . superior quality .. . prompt, 
personal service... order all your needs from one source — 


Old American, of course! 





| ASPHALT SHINGLES | and roofing 
rey yt 3c.) hl) a and shingles 
Ty Ti tah de) Val ls ] roof to foundation. 


and ----- 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 
KANSAS CITY EAST ST. LOUIS 


KANSAS CITY, MO. 


SALT LAKE CITY DALLAS 


ages of common labor are crop- 
ping up again. 


Lumber Shipments 
6% Above Production 


Lumber shipments of 494 mills 
reporting to the National Lumber 
Trade Barometer were 6.1°% above 
production for the week ending 
April 25, 1953. In the same week 
new orders of these mills were 
4.2% above production. Unfilled 
orders of the _ reporting mills 
amounted to 46° of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 25 
days’ production at the current 
rate, and gross stocks were equi- 
valent to 53 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.2% above production; new orders 
were 8.0° above production. 

Compared to the average cor- 
responding week in 1935-1939, 
production of reporting mills was 
68.7% above; shipments’ were 
73.30 above; new orders were 
71.1% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 3.9% 
above; shipments were 1.5% above, 
and new orders were 3.2% above. 


Western Pine 


The 110 mills belonging to the 
Western Pine Association for the 
week ending April 25 reported that 
shipments totaled 77,956,000 feet, 
12.4% above production. Last year 
at the same period shipments came 
to 77,113,00 feet. Production was 
69,329,000 feet as compared to 64,- 
284,000 a year ago. Orders ran to 
71,659,000 feet for the week, last 
year they reached 75,517,000 feet. 
At the present time orders are 
3.4% above production and 8.1% 
below shipments. Unfilled orders 
came to 256,061,000 feet at the 
week's end, last year they were 
248,744,000 feet. 


Southern Pine 


Orders Drop Off 


The 105 mills belonging to the 
Southern Pine Association report- 
ed that orders totaled 21,622,000 
feet for the week ending April 2. 
This was a drop of 394,000 feet 
from the previous week and orders 
are 3.3% below production for the 
week. Actual production was 22,- 
361,000 feet, up 7.7% from last 
year. Shipments ran to 20,673,000 
feet, down 3.9% from the same 
week in 1952. Orders on hand in- 
creased 1.7% to 54,521,000 feet. 
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BABE 


would have been 
pleased | 


Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 


floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 


the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 
grow near the lakes, straight and tall. They 
« are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 


become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 


has strength ... installs easily and economically. 
And lasting beauty? Look at any Robbins floor 
and you'll understand why Robbins is the world’s 


largest manufacturer of maple flooring. 


Members Maple Flooring Manufacturers’ Association 





ROBBINS FLOORING COMPANY wun 


; ROeBING 
Write Dept. A, Reed City, Michigan for illustrated literature FLOORING’ 
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Brick Trowel 


Plastering Trowel 


~ 

It's easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


Woldblatt) roo. COMPANY 


1924A Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 


a; 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue 


DOUGLAS FIR 


Vertical Grain Flooring 
B&B © D 
Ix4 165.00 155.00 105.00 


a Grain Flooring 
x4 135.00 
. 155.00 


130,00 
150.00 


93.00 
105,00 
Drop Siding 
1x6 pt Se, #106). 
In6 (Pat. #116) 
Celling 
“x4 TUy Trey 123.00 
1x4 ‘ 120.00 


155.00 
155.00 


150.00 
159.00 


110.00 
105.00 


1x10 
67.00 
5 59.00 
51. 00 51.00 
1 Dimension 
12 j 18 
71. 
68.50 
68,50 
O30 69.50 
68.50 66.50 
Dimension 
4.50 64.50 
63.50 63.50 
O00 65.50 
O5.50 G5.50 65.50 
O50 G5.50 65.50 
 * © Damensten R/L Only 


71.00 
60.50 
OS.0 
66.50 ¢GS.50 OS.50 
67.50 
660 
O50 


66.50 
64.50 
5.50 
500 
65.50 


O60 
64.50 
O4.00 


(Add 10-15 dollars for dry lumber) 





RED CEDAR SHINGLES 


Royals 

No ” , + a 
No, 7 25 
No 5.00 
Verfections 


No. 8° 5/2% 9.90-10.00 

No. 5/2! 4.50-4.65 
No. %.75-4.00 

<xXxXx 
No 
No 
No 


8.75 
4.25 
B.0-3.75 


wr ere 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
cars, new bundling, 0 to 10 are: 
Ne eled Siding, 4 Inch 
“ar oR 
76.00 50.00 
80.00 60.00 
%x6 Inch 100.00 85.00 
Yxk8 inch 136.00 130.00 90.00 
Clear Bungalow Siding, “% Inch 
8 Inch 170.00 166.00 
10 inch 195.00 190.00 
12 Inch 195.00 190.00 
Finish Bo oand Btr. S2 or 48, 
to 18 or Rough 
1x 8 


“xi inch 
%x6 tnch 


125.00 
155.00 
150.00 


. 240.50 
1x10 . 240.00 
Ixl2 265.00 
Celling or Flooring, B and Mtr, ‘9-10 
BaBtr. Cc dD 
> are erat . 100.00 90.00 
are y 115.00 95.00 
Discount on mouldings 620° -20° odd 
lengths 
Series 8,000 
Listing under 4.00 
cent, 
Listing 4.00 and 
per cent. 
Clear Lattice, 5-16", 6-10’ 
100 Lin. Fe. 
1/3x8 
1/3x4 
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list plus 35 per 


over—list plus 35 


Bold face 
the Editors. 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
Selects and 
S2 or 48 f4Rw 6 
C&Btr RL 250.00 
Shop. S28 
5/4 


255.00 
No. 1 
142.00 

142.00 

Commons, S82 

"&B ef. No, 3 

Ix 8 Ri... 128.00 84.00 

Ixl2 RIL 128.00 84.00 
Idaho White Pine 
Selects S2 or 4S 

Ix4 1x6 1x8 

C&Btr. RL 270.00 271.00 271.0 

D RL .....239.00 239.00 239.0 

Commons, S2 or 48 No .2 

8 146.00 

151.00 

Sugar Pine 

Selects 

S2 or 48 

oe 00 
5.00 
345, 00 

Shop, $28 J No. 2? 
5/4 125.00 

125.00 


listings denote 


{RW 8/4 RW 


265.00 
No, 2 
110.00 
110.00 


No, 4 
65.00 
65.00 


1x10 


0 2738.00 
0 250.00 


4A RW 8/4RW 





OAK FLOORING 


Clear Pin 4§x2 x) wwe 
White ..180.0 55.0 7.00 
Red -185.00 160.00 177. 00 

Sel. Plain 
White . 162,00 
mee. ¢«i 172.00 

41 Com, 

Ptn. White 
& Red ..153.00 

#2 Com. 

Pin. White 
& Red .. 95.00 

#1 Com, 
& Btr 
Shorts, 
1%” 


135.00 
140.00 


167.00 
167.00 


123.00 1235.00 


82.00 


105.00 


tart 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 


Flat Grain Flooring 


Drop Siding 
1x6 (Pat. #106) .170.00 
1x6 (Pat. #116).170.00 

Boards & Shiplap 
“126 

1 - 100,00 

No, 2 ... 76.00 

No. 3 ... 60.00 

No. 1 Dimension 

12° 


No 


65.00 65.00 
14 18 
90.00 102.00 
$5.00 96.00 
2x 8 88.00 88.00 96.00 
2x10 98.00 99.00 107.00 
2x12 104.00 104.00 115.00 

Dimension 

4 : $3.00 


2x 4 89.00 
2x 6 86.00 


2x12 $2.00 83.00 
No. 3 Dimension acai heaped 
2x 4 58.00 
2x 6 S700 
2x & 56.00 
2x10 he.00 
2x12 56.00 


REDWOOD 


Bevel Siding 
. Clear Al] Heart... 
. Clear All Heart 
. Clear All Heart 
.G. Clear All Heart.. 
3. Clear All Heart 
3. Clear All Heart 
V.G. Clear All Heart... 
V.G. Clear All 
V.G. Clear All 
4x12 V.G. Clear All Heart 


Note: A grade V.G. Redwood Siding 
$5.00 less for 4, % and % in above sizes 
Anzac Siding 
1x10 V.G. Clear All Heart........ 240. 00 
1x12 V.G. Clear All Heart 250.00 

Note: Deduct $15.00 for A Grade. 


Finish 


1x 4 Clear Heart S48 
lx 6 Clear Heart S48 
1x 8 Clear Heart S4S 
1x10 Clear Heart S48 
1x12 Clear Heart S4S 


Note: A Grade 1x4, 1x8 deduct $10, 
1x6, 1x10 and 1x12 deduct $15. 


1 65. OO 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Bu 


e D 
140.00 100.00 


Fiat Grain Flooring 
coeevlhanee 
155.00 


125.00 
150.00 


93.00 
100.00 


Drop Siding 
1x6 (Pat 
Ix (Pat 


106) 
7116) 


150.00 
150.00 


145.00 
145.00 


105.00 
105.00 


Ceiling 
4x4 .. 105.00 100.00 
.110-120 106-115 


Boards and Shiplap and 
2” (Dry) 
1x8 
$2.00 
77.00 
66.00 


20" 
75.00 
OO 7. 77.00 
Bl . 77.00 
OO 77.00 
72.00 7700 


eS ee 


Ne. 2 Dimension 
2x 67.00 67.00 
"x 6 O7.00 67.00 
2x 8 69.00 69.00 
2x10 67.00 69.00 67.00 
2x12 67.00 67.00 67.00 


. 3 Dimension R/L Only 


70.00 
67.00 
69.00 


7O00 TOM 
7200 72.00 
69,00 2.00 
67.00 a | 
67.00 





ENGLEMANN SPRUCE 


Boards and Shiplap 

(dry) 1x6 1x8 1x10 1x12 
No. 2&Btr..110.00 110.00 110.00 120.00 
No, 38&Btr.. 82.00 82.00 82,00 84,00 


No. 1 Dimension 
2: 


Dimension 
2x 4 7460 74. 
2x 6 74.50 74.5 
2x 8 74.80 74.5 
2x10 74.50 74.5 
2x12 74.50 74.50 


(Boards graded No. 1, 2 at flat 
price; no price for straight. No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 


May 18, 1953, AMERICAN LUMBERMAN & 














Why you can sell more 


DONLEY STEEL DOORS 


for ashpits, flue cleanout 


and other small door uses. 


They are made of Corten Steel, They are full size—8x8 has an 
an alloy that is four to six times 8”x8" opening. 
as corrosion resisting as ordinary 


The steel is 7/64” thick. 
steel. 


They anchor firmly in the wall. 


They are close fitting to pre- The wide frame flange supports 
vent air leakage. the brick. 


They are strong — no trouble They are long lasting. 


with breakage in shipping, ware- Three sizes 8x8, 12x8, and 
house or use. 12x12. 


Order or specify Donley Steel Doors for your next job. 


THE DONLEY BROTHERS COMPANY 
13928 MILES AVENUE ° CLEVELAND 5, OHIO 











e 4) to install a “4500” lock! 
(C7... just 4 easy steps! 


LE MUNOTES 1: ite = 9 


...and here’s how simple it is! 1. After boring two holes (ac 


cording to the template packed 

: ‘ = seabed th locks), put the aligning 
Installation of a beautiful Sargent ‘4500 i “ - the hel ‘ 7 , 

° . . . ube into one o re holes, en 

Lock, in the hands of a skilled craftsman, takes wet the fateh Radin the ailebiee 

a fraction of the time required by conventional rue tives the Moke le thw aitae 


mortise locks. From beginning to end, it’s the of the door and screw in 


huilder’s friend! A great time and moneysaver! place (Only 2 serew 


That’s all, brother! 
It’s all done... 
fast, easily and right 


Write your supplier or us for further 
information. Dept. 3E. 





2. Now put the aligning pin 3. Now push the knob and 4. Tighten the roses evenly 

all the way in. This is easy, spindle into the lock (with by hand and finally, tighten it 

too the retainer on TOP)... with the special wrench that 
and push down on the re- comes with each lock. 
tainer. Push the latch in to 


help the spindle enter. 
*Exhaustive laboratory tests 


showed that a carpenter 


SARGENT AND COMPANY, New York » NEW HAVEN, CONN. « Chicago 
averaged 5 minutes and 15 seconds to instail a Sargent - as : 
4505'4 lock (including boring mortise and cross bore holes) Builders Hardware and Fine Tools since 1864 
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ant to increase sales? 























Contrast the rich, custom look of this bireh pre finished Plankweld 
with an ordinary wall surface. Plankweld is edge-grooved to provide 
neat lap joint, No visible nails because of special metal clips. Factory 


finished no finishing necessary on the job! 


Amazing new wonder-wood Novoply is the flattest wood panel ever 
made. Novoply sliding doors never warp, swell, stick, jam or rattle. 
Onee prospects see the beauty of this new, low-cost Weldwood 


product, they Il choose ut for everything trom wall panel to built-ins 


Whether it’s the “do-it-yourself” or 
the building contractor market you're 
interested in, focus your sales 
promotion attention on low-cost 
Weldwood products to build sales. 


Kleven million week-end carpenters now 
have their own home workshops and will 
spend more than 3 billion dollars on tools, 
plywood and the like this year. Building 
contractors will erect more than a million 
new homes. Are you on the band wagon 
in your area? 

Weldwood products are ideal profit 
builders for both of these two gigantic 
markets! 

The ideas for home owners and build- 
ers you see here will be seen by millions 
in magazines such as House Beautiful, 
Setter Homes & Gardens, American Home, 
Practical Builder, American Builder, and 
House and Home. 

There's a growing trend towards beau- 
tiful Weldwood plywood because home 
owners can achieve low-cost beauty with- 
out having to pay the high cost of 
installation, and builders find it helps 
sell homes. 

Cash in on this growing interest. Pro- 
mote these ideas to your customers, 

Best of all... join the hundreds of 
lumber dealers who have found in Weld- 
wood unsurpassed profit opportunities, 


Fill in the coupon on the opposite page. 


i 











Here’s how with W 


Notice how the deep grooves of this striking 
Weldtex wall add personality, yet have the 
functional purpose of hiding face nails and 


butt joints. Weldtex goes up fast, may be 


painted, stained or finished “natural 
Interior and exterior grades available 


Newest Weldwood paneling is Surfwood, 
an exciting real-wood product for use where 
a rustic treatment is desired, Surfwood, in 
Vo by 8 panels, has the “sand-blasted” effect 
of wood found on the beach 


with grain and small knots standing out 


satin smooth 


There is a Weldwood Product for 


every part of the home 


@ Concrete forms 

* Wall and roof sheathing 
@ Cabinets and built-in 

@ Interior walls 

@ Exterior siding material 


@ Doors 
@ Sub-flooring 


Novoply, Weldtex, Plankweld, and q 
Surfwood are registered trademark 


Weldwood 


e@ Westinghouse Micarta for 
counters, table tops and bars 


W eldwood hardwood plywood is an ideal 
backdrop for either traditional or modern 
furnishings. For either new construction or 
remodeling it adds character and charm to 
any room. Like all Weldwood plywoods, it 
is guaranteed for the life of the building, 


Paint or ename! this Weldwood Utility Gum 
with no grain raise. Made without plugs o1 
pat hes, these low-cost hardwood panels are 
highly useful for interiors, yet they cost no 
more than softwood plywood. Sizes ‘ 


thick in panels 6’ x 4, 7’ x 4’, and 8 x 4’ 


i Wel 


eldwood 


PNY ge 





wa: A SY 
‘ 
Why should your customers paint the ceil- 
ing and forget it when it can be distinctively 
beautiful with Weldtex pre-cut squares? 
Available in 12", 16” and 24” sizes, they are 
easy to put up, and ean also be used for 


dramatic, interesting wall treatments, 


* 


me 
6 a Pua 0 Mae 


Der ide now to bec ome a W eldwood dealer. 
Our complete dealer program includes show- 
room displays, new selling tools, newspaper 
mat serviee, leads from national advertising, 
outdoor lvnis, window trim and i Variety 


of other sales promotional material 


wood 


United States Plywood Corporation 
World’s Largest Plywood Organization, New York 36, N.Y. 


and 


U.S.-Mengel Plywoods, Ine. 


Company 


Address 


Louisville, Ky. 


Distribut 


ts in all principal cities 


FREE Please send me full details about how | can becon 


@ Bathrooms and kitchen Name 


e a Weldwood dealer 





MERCHANDISING CLINIC 


Customer Appreciation 
Week 


After more than a decade of free- 
and-easy-on-the-draw retailing the 
longest period in our industrial his- 
tory when unprecedented demand ex- 
ceeded supply ... we are again be- 
ginning to appreciate that without 
customers we are nothing. 

It will be a great day for the retail 
lumber industry, and all others, when 
customers are no longer taken for 
granted when they are recog- 
nized and treated in accordance with 
the part they play in determining 
the fate and fortune of the concerns 
they patronize. 


. « « Without loyal customers, no 
company can stay in business. 


The Customer is Everything 


Despite the fact that we couldn't 
exist without customers, it is not un- 
usual to find they often take second 
place in the thinking of many a deal- 
er, Example: The click of the front 
door announced the arrival of a vis- 
itor. The lumber dealer in his glass- 
partitioned office glanced up but then 
continued with his work. An employe 
was unpacking a shipment of paint 
and putting the cans on the shelves. 
He nodded to the man who had just 
come in but continued with his work. 
As the visitor finally edged toward 
the door, the man who was busy with 
the paint seemed little concerned, 
said casually, “Want something?” 

“Nope,” was the reply. “Just look- 
ing around.” Whether he ever came 


back our informant sayeth not. Our 


guess is that he didn’t. 


. +. Prospects go where they are 
invited . . . become customers 
where they are well treated. 


The Barrier of Indifference 


There is a paint store not far from 
where we live. Not large. Rather at- 
tractive. Stock is made up of well- 
known brands. In one corner is a 
postal sub-station where stamps and 
money orders can be purchased, Sort 
of a traffic builder. At least that is 
the way it has worked out in our case 
Every now and then we drop in to 
buy some stamps. However, that's all 
we ever have purchased. No one has 
ever taken the trouble to find out 
whether we live in the area—if so, 
where and what our paint needs 
might be, if any. 
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. . The click of the front door 
should be a welcome sound. 


Good Traffic Builder 


To our way of thinking, the neigh- 
borhood paint dealer’s problem is how 
to get people to come to his estab- 
lishment. No doubt he realizes it. 
Else why would be be bothered with 
a sub-station? No doubt somebody 
sold him on the idea that the incon- 
venience actually would be an asset 
since it would bring a great many 
people to the store who would not 
come otherwise. Sound idea. People 
do come. We've never been in the 
store when someone wasn’t there 
when we arrived or came after we 
got there. People always seem to be 
coming and going. 


... What happens after “traffic” 
shows up is the moot question. 


Muffing the Ball 


Take our own case to illustrate the 
point we are trying to make. Last 
year we painted the exterior of ow 
home. But it never occurred to us to 
consult the nearest paint store con- 
cerning our needs. We didn’t check 
the dealer off our list for any per- 
sonal reasons. We simply didn’t think 
of him in connection with our pro- 
ject, which ran into a considerable 
sum_-at least for us. Why?  Prob- 
ably because he never treated us as 
a prospect. The fact that the dealer 
wasn't interested in us, after we had 
taken the trouble to go to his store, 
no doubt accounts for our lack of 
interest in him when we needed paint. 
There were many times when we 
purchased a small can of paint, or 
a brush, or something else that indi- 
cated we were a home owner in the 
neighborhod. But no effort was ever 
made to establish relationships that 
later on might have led to larger 
purchases, 


. The broken link 
point of sale. 


at final 


No Follow Through 


This year an interesting sign ap- 
peared on the front of the paint 
store—-an offer to show how we could 
save as much as 50% on painting 
costs. We noticed it when we dropped 
in for stamps. We were in a particu- 


larly receptive mood because we were 
considering the advisability of doing 
some interior painting. But nary a 
word was spoken about the big news 
on the sign. (A 50% saving really 
can be classified as important news 
to any householder.) 

Perhaps it was up to us to become 
a bit excited over the fact that in 
our immediate neighborhood there 
was a dealer who knew how to cut 
our painting costs in half. But as 
long as he didn’t mention it, it really 
didn’t seem that it was our job to 
open up negotiations, Our assumption 
was that the dealer himself didn’t 
believe the claim made on the sign. 


. . . Prospects search constantly— 
for someone who is interested in 
their satisfaction. 


Another Lost Order 


In the due course of time we start- 
ed doing some interior painting. But 
once again all we are buying from 
our nearest paint dealer is postage 
stamps. His “traffic builder” is 
working .. . but he isn’t. Prospective 
customers come and go. Apparently 
the paint dealer is satisfied with his 
pick-up business. But he is losing 
out on the big business simply be- 
cause he doesn’t take an interest in 
customers and prospects after they 
arrive. 

All of which points to the impor- 
tance of that link in our distribution 
chain which should connect product 
with the ultimate user. When it fails, 
all that has gone before counts for 
nothing. Regardless of the efficiency 
of research work, factory, national 
advertising, sales organization 
nothing happens unless the retailer 
functions at point of final sale. 


. . « What we now need in more 
push at point of final sale. 


Buying Urge Is Lacking 


If you will analyze your personal 
experience, you will discover prompt- 
ly that it has been a long time since 
you were subjected to a good, old- 
fashioned, he-man sales talk. You 
simply are expected to come and 
buy what you have to have. Little 
effort is being made to sell you what 
you could use to add to your com- 
fort, convenience, appearance or 
profit. 
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PROFIT 
POSE 


HE’LL CARRY OUT 250,000,000 FEET 


The cash-and-carry home craftsman market is loaded Roddiscraft Products for the 
for dealers who cater to it. Home Craftsman’s Market 

Forecasters claim some 250,000,000 feet of ply. Hardwood plywood 
Fir and Pine plywood 
Specialty plywoods — 

The home craftsman goes where he can get what Knotty Pine Plyweave 
he wants when he wants it. ne om — 

Stock Roddiseraft products for the cash-and-carry Panewall Tee N Gee Hardboard 
customer be ready with what he wants — when he G-E Textolite* Plastics Tops 

: Glue 

Doors 


wood will be purchased by home craftsmen this year. 


wants it. 
*Reg. U.S. Pat. Off. 





NATIONWIDE Koddiscraft WAREHOUSE SERVICE 


Cambridge 39, Mass. 229 Vassar St. Marshfield, Wis. 115 S$. Poimetto St. 


Charlotte 6, N. C. 123 E. 27th St. Miami 38, Fila. 255-315 N.E. 73rd St. 
4 Chicago 37,1/!. 3865 W. 41st St. Milwaukee 8, Wis. ..4601 W. Stote St. 
Cincinnati 4, Ohio 836 Depot St. New Hyde Park, L. I., N. Y. 
Cleveland 4, Ohio 2717 E. 75th St. 1756 Plaza Ave. 
Dallas 10, Texas 2800 Medill St. New York 55, N. Y. 920 E. 149th St. 
Detroit 14, Mich. 11855 E. Jefferson St. Port Newark 5, N. J. 103 Marsh St. 
RODDIS PLYWOOD CORPORATION Houston 10, Texas 2403 Sabine St. Philadelphia 34, Pa., Richmond & Tiogo St. 
Kansas City 3, Kan. 35 Southwest Bivd. $t. Louis 16, Mo. 3344 Morganford Road 
Marshfield, Wisconsin Los Angeles 58,Calif., 2620E.VernonAve. San Antonio 6, Texas 727 N. Cherry St. 
Louisville 10, Ky. 1201-5 S. 15th St. San Francisco 24, Cal., 345 Williams Ave. 
San Leandro, Cal. 720 Willioms St. 
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OUTDOOR TRUCK 
With 
Indoor Smoothness 


The New CLARK YARDLIFT-100— Here’s the 
truck for heavy outdoor handling, Clark’s 
new YARDLIFT-100. 5-tons of cargo—in 
lumber, building blocks, concrete and clay 
pipe, brick and tile, heavy metal products— 
handled smoothly over rough, rutted terrain. 
And power to spare for safe, easy high-tiering 
of those 5-ton loads. 


Built to take the punishment of handling 


6,000 Ib. capacity, Clark Yardlift building materials on-or-off the job-site, the 


7 


YARDLIFT-100 is a natural for all kinds of 
heavy, outdoor storage and handling. And 
Clark precision-engineering assures unbeat- 
able efficiency over the long haul—long pro- 
ductive work-hours under the best or worst 
conditions, with amazingly low down-time. 

Easy on the operator, easy on the load, 
the new YARDLIFT-100 is every bit as easy 
on the pocketbook. It’s as cost-conscious as 
the company comptroller. You owe it to your 


* 4,000 Ib. capacity, Clark Yardlift profit-margin to take a look at the YARD- 


es LIFT-100. It will put real economy and 
7 efficiency into your handling picture. 


A phone coll to your Clark dealer—he's listed under 
“Trucks—Industrial” in the Yellow Pages of the phone 
book—is the best and fastest way to get the facts and 
figures on this newest addition to Clark's famous YARD- 


"2,000 Ib, capacity, Clark Yardlift LIFT family 


CLARK 


EQUIPMENT 


CLARK fon Ticks 


HAND TRUCKS » RIAL TOWING TRACTORS 





INDUSTRIAL TRUCK DIVISION * CLARK EQUIPMENT COMPANY «© BATTLE CREEK 40, MICHIGAN 
Please send: () Yardlift literature ©) Material Handling News 
C) Have Representative Call. 


Name 
Firm Name 
Street 


City 


LARR INDUSTRIAL TRUCK PARTS ANT 


What's YOUR Answer? 


1—The Quaker state combina- 
tion of Bartolomeo and Lhormer 
has been unbelievably successful 
with what kind of promotion? 


2—-Who is the new president of 
the Lumbermen’s Association of 
Texas? 


3—Who is the Louisiana firm 
advertising pre-finished, predecor- 
ated wall panels in 11 different 
colors? 


4--It’s a wise dealer who looks 
to his wood window units to see if 
they bear what in accordance with 
what? 

5—What is it that goes into ac- 
tion, according to this ad, the mo- 
ment it sees a likely looking tree 
that might contain food? 

6—What is the Armstrong Cork 
Co.’s Monowall Merchandiser, as 
revealed at its recent meeting? 

7—Latest firm to be cited for 
outstanding merchandising and to 
be given the Master Merchant 
Award is headed by what two men? 

8A tileboard with something 
different in joint treatment is ad- 
vertised as the answer to the re- 
modeling market by what famous 
building materials manufacturer? 

9——“Shopper-Stoppers” are what 
Black and Decker, tool firm, calls 
its new what, according to the ad? 

10—Interest rates on FHA and 
GI loans have been upped to how 
much, according to the latest news 
report? 

Answers on Page 112 
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There are lots of 
advantages inevery [UgUiiamiabiids 


sack of PERMALITE wood window units 


better 








BUILDER: “Yep, they’re really keeping me on the 
go these days— makes business good for both of us, 
eh? Say, I notice you’ve got a good supply of 
Permalite there —concrete or plaster aggregate? 


Oh, both! That’s good. We’re using more and more al ae (2) 

of it...sub-slabs in concrete slab foundations (good 5 —— A new idea in 
insulation, you know); plaster, small commercial . built-in weather- 
jobs, lots of places. Architects seem to be specify- 
ing it, more and more, and I’ve had a number of 
home buyers ask me about it. 


stripping that's bet- 
ter. It features a 


"ear , ae combination of 
I always tell ‘em it’s a good idea, and it is. Those 


houses I put up three years ago, in the West View DB aluminum and foom 
sub-division — remember? Used Permalite/plaster Wg rubber for tight- 
in those and there hasn’t been a bit of trouble with i. ness. 
those walls. I've even used Permalite/plaster where 
the architects haven't specified it. Know why? 
Because I’ve got myself a first-class crew of plaster- 
ers, and they like it. Keeps °em happy. After all, 
Permalite/plaster’s only about one-third the weight 
of sanded plaster — nice and light to 
handle and it works well. Makes it 
easy for the boys to do a good job. 

“Well, I'll be seeing you. Keep up 
that stock of Permalite—Ill be send- 


ing for a lot next week!” “4 Pp Z. | a3 , 
t ite Invisible balances use exclusive 
' - ; 


, ho fi to ) » , lite ¢ ~ ° ° 
. get the Ju = r) =- ( f ’ itn - ) = | Malta clip to permit easy sash removal 
today for your free bulletin rite Grea aM ~ rT ” ° 
Lakes Carbon Corporation, Dept. 1-445, and perfect “up-down” operation. 
* 


a eee Stock the MALT-A-MASTER . . . 
COA Troe 


: SY spo earn extra profit in '53 
Lependatle GRENX LaKts 4a —S 


etmalite 











fy, 
edgr 








® . 
Supreme Quality 
Since 1901 


THE LARGEST-SELLING PERLITE AGGREGATE IN THE WORLD e 


PROCESSED FROM PERMALITE AND ALEXITE ORES ONLY BY THESE EXCLUSIVE PERMALITE FRANCHISEES OF GREAT LAKES CARBON CO M ml ’ 
iVlé Der 
Indoken Perlite Company Wilham | McCormack Sand Co, inc Awiste Processing Corp of Fla MacArthur Company , 
Cincinnati 17, Ohio New York, New York Vero Beach. Fla St Paul 4, Minn Ponderosa Pine 
Perlite Products Corp Pennsylvania Perlite Corp McClure & Erickson Corp New Jersey Perlite Ce Woodwork As f., MANUFACTURING CO. 


Dallas, Texas Allentown Pennsylvania Los Angeles. Calitorma Newark. New Jers , yy ; 
and N. W. M. A. Malta, Ohio 
The Whittemore Company West Indies Perlite Mig Co inc Perma Rock Products. inc Vargunia Perlite (< P 


Roslindale 3) Mess Havana Cuba Baltimore 30 Maryland Hooewell Vip =. 
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WHAT’S NEW 





Products... . Sales Aids... . Literature 


“How Parks Sealer-Primer Saves 
You Time, Trouble and Money When 
You Paint,” is a new folder providing 
time- and money-saving tips on the 
use of the new product in preparing 
all types of surfaces for painting 
Professional painters as well as home- 
owners will find the information of 
great value, as the folder shows how 
a properly sealed and primed surface 
cuts the cost of labor and materials 
and results in a better finished job. 
Generous space for dealer’s imprint 
makes it suitable either for counter 
rack or as a stuffer with invoices and 
other mailings. Write The Parks Co 
Dept. AL, Fall River, Mass. 


Wonder-Fold folding door litera- 
ture is available, including a sample 
“swatch” of all the five colors for the 
plastic fabric covering of the popular 
doors. Also available are newspaper 
mats, envelope stuffers, installation 
instruction sheets, architect and 
builder information sheet, technical 
data sheet. Write The Wisconsin Doo: 
Sales Co., Dept. AL, 10101 Lyndon 
Ave., Detroit 21, Mich. 


The 1953 Asphalt-Tile Color Chart 
designed to clarify the various manu- 
facturer’s color designations of cur- 
rent products, has just been issued by 
the Asphalt Tile Institute. The chart 
is a guide to show the commercial 
equivalents of the manufacturers’ 
color tones or effects It has been 
developed for the convenience of ar- 
chitects, builders, flooring contract- 
ors and dealers who have to _ se- 
lect and specify asphalt tile. Some 27 
colors are listed. For single copy of 
the chart, which was prepared by the 
Market Research Committee of the 
Institute, write Asphalt Tile Institute 
Dept. AL, 101 Park Ave., New York 
oe, aE 

Self-Priming Pumps: New Rice 
catalog Bulletin 52 is complete with 
details and specifications of all mod- 
els from the 2”-7,000 g.p.h. size to 
the 4”-40,000 g.p.h. portable, self- 
priming Centrifugal Pumps. Rice is 
now building all sizes, each one 
guaranteed to meet A.G.C. Rating 
and Capacity Standards. All models 
feature modern, lightweight, 4-cycle. 
air-cooled gasoline engine power, and 
sizes from 7M to 40M are also avail- 
able with pulleys for belt drives and 
flexible couplings for direct connected 
electric motor drives Write Rice 
Pump and Machine Company, Dept. 
AL, Grafton, Wis. 5 


Agricultural chemicals will be 
manufactured by Planetary Chem- 
ical Company, Inc. First organized 
in 1944, this company produces emul- 
sifiers, insecticides, herbicides, fungi- 
cides, rodenticides and wood pre- 
Servatives The company plans an 
intensive program of development 
and growth with emphasis on both 
bulk and packaged quantities of its 
products for national distribution. 
Write Planetary Chemical Division 
of Universal Match Corporation, 
Dept. A.L., Creve Coeur, Mo. 
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Miniature Houses Boost Sales 


Building supply dealers can use 
miniature houses like this to help 
sell more materials, according to 
Patrick Buckley, president of Plas- 
tic Block City, Inc. They are re- 
lated to every item on dealers’ 
shelves, and can help move every- 
thing used for home building and 
repairs, he said. Miniature blocks 
lend themselves to display because 
they are versatile, and can be 


formed into a house of any style: 


In a window or on a counter, a 
model house gets attention. In this 
type of model the roof is detach- 
able, making it easy to use the in- 
terior for demonstrations. Such 
problems as the addition of a 
porch, construction of new win- 
dows or doors, or the installation 
of a rumpus room can be visual- 
ized with the aid of a model. The 
pieces interlock to form solid walls. 
Each set includes windows, doors, 
roofing material, awnings, and 
stoop. Write Plastic Block City, 
Inc., Dept. AL, 4223 W. Lake, Chi- 
cago, Il. 


New Issue, Credit Rating Book 


The May 1953 issue of the Credit 
Reference Book of the Lumber- 
men’s National Red Book Service is 
just off the press. It is the 143rd 
issue of the book, which is a semi- 
annual consolidation of that serv- 
ice’s Twice-A-Week bulletin of 
changes in the lumber and wood- 
working industries. The publishers 
of this service advise that as com- 
pared with the previous issue there 
are an unusual number of changes 
affecting the various branches of 
the industry, including many new 
names of concerns buying lumber 
and lumber products. Also, there 
are listed numerous changes in 
business classifications as well as 
in credit ratings. For the past 77 
years, this service has been used by 
lumber shippers and shippers in 
many other industries who market 


through wholesale or retail lumber 
dealers, or who sell to furniture 
and other woodworking factories. 
It is their guide in credit and col- 
lection work and aid in sales pro- 
motion and guide to sources of 
lumber and allied products. Write 
Lumbermen's Credit Association 
Inc., Dept. AL, 608 S. Dearborn 
St., Chicago 5, Ill., or 99 Wall St., 
New York 5, N. Y. 


New Window Ideas 

Show your customers new ways 
to use windows and you stimulate 
window sales. That’s the theory 
behind a new idea booklet that sug- 
fests unusua! and practical ways 
to achieve convenience, comfort 
and sales appeal in new or remod- 
eled homes. It’s a revised edition 
of “The New Outlook,” the Ponde- 
rosa Pine Woodwork window idea 
booklet that is reported to have 
pulled thousands of inquiries when 
advertised in national magazines. 
“The New Outlook” contains 14 
detailed drawings by a famous ar- 
chiteet, shows fresh, modern solu- 
tions to common window problems. 
These 14 suggestions, all of which 
call for the use of stock design 
wood windows, offer the retail lum- 
ber dealer an opportunity to build 
sales of wood window units and 
other building materials as_ well. 
For a free sample copy and sug- 
gestions on how to use “The New 
Outlook” as a_ sales tool write 
Ponderosa Pine Woodwork, Dept. 
AL. 38 S. Dearborn St., Chicago 
3, Il. 


King Cotton Drapery Cord 


A new home replacement market 
pit-up of King Cotton Drapery 
Cord makes available handy 50 ft. 
cellophane wrapped coils. There are 
six coils in a ‘Sellcord’’ counter 
display box. Available in all stan- 


dard drapery cord colors. Write 
John H. Graham & Co., Inc., Dept. 
AL, 105 Duane St., New York 8, 
i 2 
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Get a bigger share 


of today’s booming “U-Do-It” market 

with the first, the finest, the best-known, 
the most wanted enamel-surface wall 
covering in the world: 


GOLD SEAL © 
CONGOWALL 


TRADE-MARK ® 


All these exclusive sales features 
mean big, fast, 
over-the-counter profits: 


Lower price... greater value than ever before! 


32 fast-turnover patterns . . . widest 
choice in the field! 


Widest selection of patterns for lower walls, 
upper walls, entire walls. More space to cover 
means more Congowell to sell! 


Pre-sold by longest record of full-color 
national advertising in the field! Everybody 
knows Congowall. 


Patented Duplex felt backing assures 


bubble-free installations . . . Locks Congowall 
into place for good! 


Famous Gold Seal money-back guarantee 
of satisfaction! 


BRAND NEW CONGOWALL DISPENSER 


displays, stocks, and sells 36” wide Congowall! Holds 
4 rolls (160 sq. yds.) and sets up in only 6 sq. ft. of 
floor space! Get full information on Congowall 

and dispenser by mailing coupon. 
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The Sooner You Mail This The Sooner Your Profits Start! A 


Congoleum-Nairn Inc., Kearny, N. J. 
c/o Customer Service Dept. 


7 Please send money-making information on Congowall 
; dispenser. 


NAME 


' 

' 

' 

‘ 

' 

' 

' 

' 

' 

‘ 

' 

i] 

' 

' 

: 
ADDRESS 

® ‘ 

‘ 

' 

' 

‘ 

‘ 

: 








FLOORS AND WALLS wes ee STATE 


©1953 CONGOLEUM-NAIRN INC., KEARNY, N. J. 
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Sliding Door, Room Divider 


The “Trig Door,” a popular slid- 
ing panel door, is constructed from 
lightweight, non-warping Novoply. 
Without exposed hardware, the 


door slides easily on built-in nylon 


\ i wy 


Yt! 


wees > a 


WELDING 


Carelessness in welding 
causes many serious lum- 
ber fires. 


Watch for smoldering slag 
...keep a guard 
watch one hour 
after welding. 


bearings over a heavy-gauge gal- 
vanealed track which is completely 
concealed. For quick and easy in- 
stallation, rollers are in their prop- 
er positions and the track is in 
place on the jamb head when the 
door comes from the manufacturer. 
In a matter of minutes it can be 
slipped onto the track, aligned, and 
securely fastened. Ideal for closet 
and wardrobe doors, and for stor- 
age walls, Trig Door is furnished 
in a wide variety of sizes for any 
entrance where a door is needed 
and where a sliding panel will save 
space. Also available as a room di- 
vider. Write Craftwood Products, 
Dept. AL, 94 Stephen St., Belle- 
ville 9, N. J. 


t~ 
4 
Your insurance 
dollar is the dollar 


that protects you 


-»- spend it wisely! 








The dollar that buys specialized 
insurance protection — insurance 
created exclusively for lumber- 
men and the lumber industry — 
goes farther... protects you 
better. The Lumbermen’s Under- 
writing Alliance was founded 47 
years ago for your protection. 
Only lumbermen enjoy the pro- 
tection of the Lumbermen’s 
Underwriting Alliance. 








ei 7 ole » ~ : 
Write us for complete information. ~ 





‘ 


| y - Nf. 
untemets (bn leuuting 7 Y lance 


U. S. EPPERSON UNDERWRITING COMPANY, Manager 


J. J 


LYNN, President 


Home Office: 1000 R. A. Long Blidg., Kansas City 6, Mo 


509 Terminal Sales Bldg. 
Portland, Oregon 


616 Royster Bldg. 
Norfolk, Virginia 
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New CMV Weed Killer 


A new weed killer is giving spec- 
tacular results in controlling veg- 
etation in lumber yards and around 
industrial areas. In the picture 
above, the area on the left was 
treated; the right, untreated. As 
little as a pound per 1,000 square 
feet does the job. The new non- 
flammable compound is a product 
of the du Pont Company called 
CMU. It comes as a powder to he 
mixed with water, and can be ap- 
plied with a sprayer or a sprinkling 
can. One application will controi 
most weeds and grasses for a full 
growing season or longer. CMU 
goes to work slowly because it must 
penetrate to the roots. It should 
be applied when there is enough 
rainfall to carry it down into the 
soil. Using CMU to kill the weeds 
saves both time and money—be- 
cause once the job is done proper- 
ly, it probably won’t have to be 
done again for another’ season. 
Write E. I. du Pont de Nemours & 
Co., Inc., Grasselli Chemicals Dept 
AL, Wilmington, Del. 


ee, 
Tile Ridge and Hip Caps 


The “hips” and “ridges” on 
roofs are always a problem re- 
gardless of the kind of roofing 
used. These joining places on any 
pitched roof, where the surface of 
one side meets the other at the 
top, must be sealed. The applica- 
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_.New..New! 


SLIDING SIDE DOOR 
FOR HOME GARAGES 


Nan you cow Coll I 
AIR-KING Veuitiboting 


for every purpose 
—in any size 
and price range 


wall switch controlled 


low cost model AUTOMATIC SIDEWALL 


Now available at the same price as pull chain 
models ! Weatherproof outside hood protects against 
ice, snow, wind and rain—encloses scientifically 
counter-balanced, exclusive ‘Flutter-F ree”’ shutter 
that automatically opens and closes when fan starts 
and stops. Wall Switch controlled —single or 
three speed (extra). Unscrewing of center grill 
knob removes grill for easy cleaning. Motor and 
blade completely removable by merely loosening 
two wing nuts. In 8-inch and 10-inch modols for 
walls 414" to 28° thick. Sparkling white or chrome 
finish. Full 5 year guarantee. WF8C, WF10 
and WF10C... priced as low as $27.55 


FOR CEILING OR SIDEWALL 


e Only 31," deep over-all 
e Blower-type biade 


Most attractive, powerful, versatile kitchen fan 
available. New blower-type pressure blade main- 
tains high air exhaust volume in long ducts. Mounts 
in ceiling or sidewall. Grill removes by merely un- 
screwing center grill knob. Outside frame will 
never warp or rust. Model CF8C especially recom- 
mended where low cost is a deciding factor. In 
White Enamel or Chrome finish. Available with 
3-Speed Contro! switch (extra). Full S year guar- 
antee. CF8C, CFION and CFIONC...priced as 
low as $27.95 complete with Wall Cap. 


ECONOMICAL PULL CHAIN MODELS 


Where wali switch is not desired, this powerful, eco- 
nomical pull chain model is highly efficient. Eliminates 
wall switch installation cost. Outer frame will never 
rust or warp fan housing. Grill easily removed by merely 
unscrewing center knob. Motor mounted on one bracket 
—motor and blade completely removable by loosening 
just two wing nuts. Available in 8° and 10” models, 


aX 
white enamel or chome finish for walls 5'»" to 16° 


thick. Full 5 year guarantee. KF8N and KF10N ' 


... priced as low as $27.55 ' 


Listed in Sweet’s Catalog or ask your Wholesaler. 


Complete catalog available by writing to 


BERNS MFG. CORP. 3050 W. ROCKWELL ST. CHICAGO 18, ILL 


EXHAUST CEILING PEDESTAL win0Ow ELECTRIC 
FANS FANS FANS VENTILATORS DEHUMIDIFIER 
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Drive in Easily 


without Bumping! 
Hinged side doors in home garages are always in the way. 


Now, Sterling offers an easy solution to this problem. The 
new Sterling No. 890 Sliding Door Set is designed especially 
for sliding side doors in home garages. Here is a ake door 
that is never in the way as it slides along the wall. The door 
can be made as wide as desired so lawn mowers and large 
equipment can be taken in and out of the garage easily! 


Here is The Package! 
Sterling No. 890 Sliding Door Set | 


‘ua eek he 

= ae 3 Floor Guide 

os 

eliminates need 

1 Adjustable for track on the 
Hangers with floor. No groov- 
Track for doors ing of door 
up to 3’ wide. 


el 


2 tdge Guide 
atigns door in 
closed position 
and mokes if se- 
cure 


4 Back Stop 
permits full door 
opening, yel pro- 
fects fingers and 
key 





© New! STERLING 
SLIDING DOOR 
LOCK. No. 1025 Rim 
Type Lock for sliding 
side doors. Not in- 
cluded in No. 890 Sel. 


Other STERLING PRODUCTS 


@ RESIDENTIAL SLIDING DOOR HARDWARE 
@ PULL-TITE CLOSERS @ CASEMENT WINDOW HARDWARE 
@ STORM SASH HARDWARE © TRANSOM OPERATORS 


5 Fiush Pulls. 
Large and comfort- 
able for easy opera- 
tion. Two furnished. 


® See our Catalog in Sweet's Architectural yh 1} “HAE hy 
Fite and Builders’ File y a 
% Visit our Display ot... f I ones 


(tt 
ws 
WRITE TODAY FOR COMPLETE INFORMATION 


STERLING HARDWARE MANUFACTURING CO. 


2345 W. Nelson Street 


The Architects Samples Corp., New York City 


Chicago 18, Ilinows 
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SOUTHERN PINE LUMBER 











KILN DRIED YELLOW PINE --- END-MATCHED FLOORING --- TIMBERS 


-- GAK FLOGRING 


DIBOLL, TEXAS 


SALES OFFICE 


SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


MILLS 





tion of Ludowici Tapered Tile, as 
shown here as an individual piece 
and as applied on a typical roof, is 
an excellent and economical solu- 
tion. The semi-circular tile, avail- 
able in standard roofing colors, 
overlap each other and effectively 
cover the roof joints in a perma- 
nent and atractive manner. There 
are advantages here in labor as the 
tile is so easily laid and nailed 
that time required is at a minimum. 
On roofs with composition cover- 
ing, including asphalt shingles‘and 
asbestos shingles which do not pro- 
vide heavy shadow lines, tile hips 
and ridges create a distinctive ap- 
pearance. Write Ludowici-Celadon 
Company, Dept. AL, 75 E. Wacker 
Drive, Chicago, III. 


Extension Drawer Support 
Here is a very practical appli- 
cation employing ‘‘New Standard” 
Extension Drawer Supports as a 
means of not only supporting fullv 
extended drawers, cutting board. 
table, and siiding shelves, but to 
gain added storage space and sim- 
plifying case construction. Photo 
shows an extended pull-out table 
at the top and an extended drawer 
and shelving at the bottom. Be- 
sides a working area of 24”x36” 
the unit consists of two drawers. 
The cabinet can be made as a sep- 
arate unit or incorporated in the 
design of any cabinet arrange- 
ment. It is ideal for small kitch- 
ens in homes or apartments where 
cabinet area is limited, beeause 
the storage area of the sliding 
shelves alone will give more 
usable storage space than ordinary 
shelving. The design and con- 
struction of this utility cabinet is 
so simplified, anyone can make it 
by following the details in the 
company’s literature. Write The 
Extension Drawer Support Co., 
Dept. AL, 2319 West Washington 





Blvd., Los Angeles 18, Calif. 


Farm Roofing Promotional File 


This attractive and exclusive cov- 
erage chart, for display by dealers 
of Alcoa farm roofing, is one of the 
outstanding sales tools offered in 
Alcoa’s new ‘Alcoa Farm Roofing 
Promotional File.”” The chart is the 
first to allow a farmer to accurate- 
ly and easily estimate the amount 
of roofing needed for his barn, and 
the first to take sheet ends and 
side laps into full consideration. 
The chart is mounted on stiff board 
with eyelets for mounting on the 
dealer’s wall and a_ collapsible 
bracket for setting up on a coun- 
ter. In pockets and on the pages 
of Alcoa’s loose leaf “‘file’’ is pre- 
sented a demonstration of the sales 
assistance Alcoa supplies in the 
roofing field. Described or shown 
are Alcoa’s farm-roofing advertis- 
ing campaign, direct mail litera- 
ture, the roofing coverage chart, 
free literature for store distribu- 
tion, window banners, dealers’ 
charts, advertising mats for local 
ads, and radio ad copy. Write Alu- 
minum Company of America, Dept. 
AL, 2117-D Alcoa Building, Pitts- 
burgh 19, Penna. 


New Storage 

This 126-drawer model has just 
been added to the line of ‘Haz- 
Bin, Jr.’”’ storage units. The new 
cabinet provides maximum visi- 
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DELTA 
QUALITY 


Show how builds know-how—and big ticket sales for John Schroeder Lumber & Supply 
Co. Clinic attendance has run as high os 150—an ideal way to develop enthusiastic, 
regular customers. “No high pressure in our clinics,” says Schroeder—"just help them.” 


‘How-to-do-it” 
LINICS 


Jumped petta Sales Over 
100% at John Schroeder 
Lumber & Supply Co. 


“Delta tool users are steady buyers of lunber—for remodeling attics, face-lifting 
kitchens and many other projects,”’ says Milwaukee lumber dealer. 


Showing men how to use Delta Homecraft power tools— 
by actual demonstration-——not only increased profitable 
sales of Delta tools by more than 100%; says promotion- 
minded John Schroeder of Milwaukee, but it created a 
steadily growing group of users of lumber, more tools, 
needed materials and service. Good business! 


Monthly clinics are promoted by mailings and newspaper 
ads, and attendance has run as high as 150. One particular 
tool is demonstrated at each clinic—with companicn 
Delta tools and accessories on hand for a question-and- 
answer session. Names and addresses of those present 
provide an ideal mailing list for promoting future sales 
of tools, lumber and projects, and this list is first used 


by a mailing of the Delta Homecraft catalogs following. 


the clinic. 


Out of the clinics a Delta Club has been developed — Delta 
users who meet one night a week. Newcomers learn how to 


BuILDING Propucts MERCHANDISER 


“Our lumber and supply customers are in many instances our 
best Delta customers,” says Ray Thomas, Assistant Sales Man- 
ager, as he demonstrates a sanding operation with a Delta 
crill press. “The two parts of our business work naturally 
together, promote each other.” 


operate machines, and how to plan a workshop suited to 
their needs, More sales result—inevitably. 


“Our Delta line adds prestige to our business,’ says 
John Schroeder, ‘‘and our Delta Clinics are a most 
effective business-getter.” 


Makes sense, doesn’t it? It makes still more sense to put 
this proved plan to work in your Gwn business—and see 
sales mushroom! Write for catalogs and full information. 
Delta Power Tool Division, Rockweli Manufacturing 
Company, 678E N. Lexington Avenue, Pittsburgh 8, Pa. 


DE LTA QUALITY POWER TOOLS 
Another Product of Rockwell 





MODERN PLYWOOD MILL 
A Source of Dependable 


BRAUND BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-l, A-2, A-3, 1-l, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: '," to *4”. Complete stock 
sizes. 


BIRCH DOOR PANELS 
Grades available: A-3, 1-3, 2-3, 
3-3, in 14” and 4%". All panels are 


3-ply. 
All Birch plywood meets Bureau of 
Standards specifications. 


BIRCH VENEER 
Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100”. Backs, Cross 
Banding and No. | Sheet Stock. 


L. C. L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 
DOOR PANELS 
birch and gum !x and %%. 
STOCK PANELS 


birch and gum, all sizes 


SHEATHING 


fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 


/ Company 


Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone—Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehovse— 
Tel. TY 4-4095 


biuity and space economy. Trans- 
parent drawers, molded of maxi- 
mum strength piastic, are 5%,” 
long, 1-7/16”" deep, and 2%,” wide. 
Drawers subdivide into two or 
three separate compartments 

lengthwise or crosswise. Each in- 
dividually-guided drawer has in- 
dex slot. ‘Haz-Bin, Jr.’’ storage 
units are now made in nine mod- 
els. Drawer size is the same in 
all models. The units may be 
stacked one above another, used 
side by side, or back to back. 
Write Akro-Mills, Inc., Dept. AL, 
P. O. Box 989, Akron 9, Ohio. 


Packaged Chimneys 

This complete architectural spec- 
ification data Air-Jet packaged 
chimney requires one hour for in- 
stallation. It is UL approved. New 
boosted air-cooled operation prin- 
ciple affords light, sturdy construc- 
tion. The unit is compact, requires 
little space. No cement, special 
tools or assembling are necessary. 
The chimney is factory painted, of 
lightweight aluminum fabrication 
with shock-proof, high temperature 
porcelain steel smoke pipe; anti- 
downdraft top, rain-groove flash- 
ing built-in; zero clearance from 
wood allowed. Write General Prod- 
ucts, Inc., Dept. AL, Fredericks- 
burg, Va. 


Fiberglas Insulation Booklet 

A new 20-page booklet, “Fiber- 
glas Insulations For Light Con- 
struction,” includes design and ap- 
plication data on Fiberglas roll 
blankets, batt blankets, pouring 
wool, perimeter insulation and util- 
ity batts. It also contains informa- 
tion on advantages of insulation in 
general, on condensation, on venti- 
lation and other general insulation 
design considerations. The book- 
let includes a large nuraber of 
photographs illustrating the ap- 
proved methods for installing Fi- 
berglas insulations in dwellings 
vrefabricated metal buildings and 
other structures classed in the 
category of light construction. For 
copy write Owens-Corning Fiber- 
glas Corporation, Dept. AL, Toledo 
1, Ohio. 


Reflecting House Numbers 


Formerly sold from a flat coun- 
ter case, Nu-Lume reflecting house 
numbers are oeffered by Macklan- 
burg-Duncan Company in this up- 
right counter case that attracts 
customers and also saves counter 
space for the dealer. The display 
case is topped by a bright banner 
which sells the use of reflective 
house numbers—and the numbers 
themselves are displayed in an up- 
right position which approximates 
their position in actual use and 
puts their natural attractiveness 
to work to help them sell them- 
selves. Macklanburg-Duncan Com- 
pany provides the upright display 
case free with orders for a com- 
plete assortment of a dozen of each 
number—a total of 132 pieces. Ne- 
cessary nails are included with the 
rack. Write Macklanburg-Duncan 
Company, Dept. AL, Box 1197, 
Oklahoma City, Okla. 


Portable Charcoal Broiler 


Here’s a new all-cast portable 
charcoal broiler, which permits 
cooking on the two sides and the 
top at one time, thus giving big 
capacity in a little package. The 
Char-B-Q is of rugged all-cast iron 
construction with convenient fold- 
ing carrying handles. Uses any 
small size charcoal—holds approx- 
imately two pounds. Overall size 
only 11” wide x 12!” high x 614” 
deep. For literature write The Ma- 
jestic Company, Inc., Dept. AL, 303 
Erie St., Huntington, Ind. 
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You'll Sell More Three more reasons 
Quality Sink Top Installations why NATCCO bathroom 


When You F EATU | ae cabinets outsell others! 


NATCCO Cabinets are leaders because 

they represent quality plus economy. National 
offers features that no other company has. And 
National Steel Cabinet is the largest exclusive 
manufacturers of bathroom cabinets. 


Here's a counter display that will fit anywhere. 
Made of sturdy materials, it displays the fast 
moving 1102FL GARFIELD model. 
woes ye Lemee It requires no assembling. It 
co has a pocket for ‘‘take one" 
literature. You buy only one 
model 1102FL to obtain it. 


gk & Baace so CAREY 
wnt 


LIMITED 
OFFER! 
s) 


This well designed, four color 
floor display zooms cabinet 
sales. It attracts attention to any 
part of your store — where it 
effectively displays four cabi- 
100% SANITARY -EASILY INSTALLED | OOS ——w 0 See 
unlighted models. This beau- 


tiful display is furnished you 


100% WATERTIGHT - COMPLETELY | 
| ~ free-of-charge with each 


SELF-SEALING \ order of 3 each of models 
pe, .| \ 1102FL, 802, 1902FL and 

Kh SOS “ 1902P. Easy to set up— 

- aE \4 \takes less than 5 minutes. 


ares AS 


You sell more because you have more to offer. Your cus- 
tomers will appreciate HUDEE'S watertight and sanitary 
features and you can confidently guarantee a perfect 
sink-top installation every time. Use HUDEE features as 
a leader in your sales of sink cabinets, sink tops and com- reprints, sale sheets—everything necessary for 
plete kitchen remodeling jobs and profit "ALL-WAYS.” complete promotion of National Cabinets 

to your customers. All furnished free of charge 


Cross-section shows how the sink top 
covering, sink frame, and sink bow! 
are efficiently combined to make a 
self-sealing unit. Interlocking lug and f . v( . Toe 
frame serve as sink hanger. Tighten- a } scisieitaaeaiaiaiaia a a 
ing screw forces bowl securely under : So ‘—, -} Each month National Steel Cabinets are being 
the inside flange of frame and pulls PAT. 2,440,741 . promoted to thousands of architects, builders and other 
outside flange tightly over the sink ae) \ } contractors. National advertising through trade and 
top covering. consumer magazine and direct mail tell the 
| NATCCO quality story for jobbers and retailers. 


DISTR'BUTORS IN ALi TRADING AREAS 
SFND FOR THIS 
PROFIT MAKING STORY! 


For complete details see Sweet's Architectural File, No. 23b-SE 
i Read further details of how 
oo today te ]/ the NATCCO line of quality 


q) bathroom cabinets means 
Wbp 2 S22) 272A Ge: iia ees | 


ers a complete line of 
handouts, mailing pieces, mats, catalogs, 


Your 
i” 


MANUFACTURERS AND DISTRIBUTORS 


225 WEST HUBBARD ST. © CHICAGO 10, ILLIMOIS 
IN CANADA — WALTER E. SELCK AND CO. LTD.— TORONTO) 
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PAINTSTIKS 


FOR 
SCALING, 
GRADING, 

RS 6] 4 \ Ca a 
MARKS 


ZN 


PAINTSTIK 3 


ees Seen on 


i 


x 
Ux 
om 
WZ 
Xs 


be 


PAINTSTIKS 


ARE FADE-PROOF, 
WEATHERPROOF, 
WATER-PROOF, 
ICE-PROOF AND 
PERMANENT 
Markal Paintstiks are made to meet 
all marking conditions... wet, dry, frozen, icy, 
on rough surface or smooth. They are ideal for 
use on green lumber, rough logs, creosoted 
lumber and all other logging conditions requir- 
ing permanent indentification. Markings with- 
stand submerging in icy water of mill pond for 
12 to 15 months 
Markal Paintstiks are approved and used by 
outstanding lumber companies and Forestry 
Services throughout the U.S. and Canada. 
Markings are clear, distinct and legible. 
Be sure to ask for them by trade name. 
SEND FOR NEW SELECTION CHART 


Nahal COMPANY 


3097 W. Carroll, Chicago 12, Illinois 





Hawkins Screen-Door Grilles 

These grilles are adjustable to 
fit all single-panel screen doors 
from 2’ 8” to 3’ wide, in any stan- 
dard height; special-size grilles al- 
so available. Painstaking crafts- 
manship and rigid inspections as- 
sure scrolls that are true, as well 
as clean smooth silhouettes. There 
are many designs in a charmingly- 
fashioned group. The grilles not 
only provide the home with an en- 
trance of distinction but also 
strengthen and protect the screen. 
The silhouettes are individually 
cast, hand finished. Scrolls on sil- 
houette grilles are '%” by ,},”; 
others are '%»”" x 1,”. For installa- 
tion, merely screw to frame outside 
of screen, through holes already 
drilled in scrolls. Screws are furn- 
ished. Installation takes just a few 
minutes and requires no _ special 
tools. For bulletin illustrating a 
selection of eight designs, write 
Hawkins Iron Company, Dept. AL, 
315 North Fourth St., Birmingham 
4, Ala. 


All Metal Bathroom Cabinet 


Setting a new trend in bathroom 
decor, convenience and utility, an 
attractive line of modern all-steel 
bathroom cabinets announced by 
the Standard Steel Cabinet Com- 
pany features’ easily - removable 
sliding plate glass mirror door, 
gleaming chrome plated frame (or 
white enameled if desired) and ad- 
justable mete! shelves. The model 
illustrated (No. 6100CP) has two 
sliding mirror doors, 20” high and 
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15” wide, providing a mirrored sur- 
face 30”x20” when the doors are 
closed. It requires a wall opening 
28”x19”". Particular attention is 
called to the quiet-operating fea- 
ther-glide doors and the utility and 
convenience which they bring. It is 
possible for milady to maintain her 
image in the mirror and at the 
same time slide either door by a 
simple finger touch, thus selecting 
and replacing cosmetics without 
loss of time. Moreover, danger of 
mirror breakage is greatly reduced 
for there is no swinging out. Write 
Standard Steel Cabinet Co., Dept. 
AL, 3701 Milwaukee Ave., Chicago 
41, Il. 


The “Attifan” 

A dual purpose kitchen exhaust 
and attic ventilator, operates on 
the “jet’”’ principle. In a single 
operation the new “Attifan” simul- 
taneously ventilates both kitchen 
and attic, exhausting cooking 
odors and smoke, plus stale attic 
air, up the stack to the outside. 
Easily and economically installed, 
in either new or present construc- 
tion, Attifan taps into the normal 
duct extending from kitchen ceil- 
ing above stove, upward to vent 
opening on rooftop. Special high- 
speed (3,000 r.p.m.) silent blower 
is bolted to the outside of the vent, 
in attic. Pulling a continuous 
blast of air from the attic through 
a small stack within main vent, 
Attifan’s blower thereby sets in 
motion a strong updraft which 
quickly draws air upward from the 
kitchen and adjacent rooms. In 
withdrawing air from the attic, 
say the Attifan engineers, summer 
relief from trapped hot air under 
the roof is pronounced—with tem- 
peratures reduced in rooms by as 
much as 15°. The Attifan is sold 
either as an assembly including 
main vent or as a unit to bolt into 
existing installations. Write Kool 
Air Engineering Company, Dept. 

W#AL, San Bernardino, Calif. 
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Do-it-Yourself 
PANELYTE 


High-Pressure Laminate 


Easiest QUALITY PLASTIC 
SURFACE to Install! 


You Can Sell It Over the Counter with 


ABSOLUTE CONFIDENCE 


You've a right to wonder... 


The idea of a plastic kitchen sink-top that the customer in- 
stalls sounds all right on paper. But, as yet, you may not have 
found one that the customer can handle, cut and install easily. 


Well, you can have that plastic surface, now! 


Its name is PANELYTE—in its new, Do-It-Yourself thick- 
ness. It is manufactured especially for the customer who wants 
to install his own. A few simple hand-tools are all anyone needs 
to install Do-It-Yourself Panelyte. This wonderful plastic can 
be used with or without glue. The customer need follow only 
four easy steps. Here they are . 


1. Trim to fit over present surface, leaving openings for sinks, 
pipes. 

2. Anchor rear edge against wall with cove molding. Do same 
for ends if they touch against walls. 


3. Attach front edge of Panelyte with edge molding. Do same 
for ends if they are not against walls. 


4, With standard flat-rim sinks, fit special sink rim into place 
with caulking, to give neat, water-tight fit. 


You can sell Do-It-Yourself Panelyte with confidence in its ease 
of installation—and with confidence in its guality. Durable and 
beautiful, Do-It-Yourself Panelyte will serve a lifetime. It resists 
stains, cigarette-burns and abrasions. It’s a cinch to keep clean. 
And the sale of Do-It-Yourself Panelyte means the sale of mold- 
ing, sink-frames and probably plywood and tools. 


Do-it-Yourself Panelyte comes in large sheet sizes (up to 4’ 
x 10’) that mean fewer joints, more one-piece surfaces. For 
samples and stock, contact your nearest distributor. For complete 
information, send coupon, now. 


ay 8 aie by 
St. Regis Paper Company 


PANELYTE New York, N. Y. 
The Pcovttive “Surface famous for paper and plastic 


Beaury FIRST — Fo 4487 products of highest quality. 


Do-it-Yourself 
PANELYTE 
is a proved laminate 
in a new thickness 


Regular Panelyte ('/\4” thick) has proved its qual- 
ity in shop-fabricated jobs for over a decade, for 
homes, restaurants, hotels, institutions. Do-lt- 
Yourself Panelyte is the same high-quality, 
smooth-surfaced laminate in '/\c” thickness. 





Panelyte is more than a product, it’s an idea—a 
plastic laminate easily installed on the job. Tested and 
proved for years in 1/16” thickness for shop-fabrica- 
tion, Panelyte in its new heavier form is a full 1/10” 
thick. Comes in large sheet sizes (up to 4’ x 10’) for 
Ghia joints and more one-piece surfaces. 





NEW SALES PLAN Backs Dealers! 
A live-wire program of advertising, sales promotion 
and merchandising helps is ready for you. Get a copy 
of the ‘Panelyte Band Wagon’! This folder shows the 
complete package of sales tools. Contact your distribu- 
tor—or send in coupon today. 


—~——~——--u—wenwCLIP COUPON — MAIL TODAY-—~—----- 
PANELYTE DIVISION 
St. Regis Paper Co. 
230 Park Avenue, New York 17, N_ Y. 


AL-5S 


Am interested in getting on the Panelyte Band Wagon. 
Send me the complete package of Panelyte Sales Aids. 


Name 
Firm 


Address 
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Pol-mer-ik “Profit Makers” 
Thumbnail pointers on_ sales- 
making merchandising ideas are 
highlighted in a series of six “‘Prof- 
it-Maker” leaflets now being dis- 
tributed by Archer Pol-mer-ik rep- 
resentatives. Issued on a once-a- 
month basis, each ‘Profit-Maker”’ 
develops briefly a single phase of 
retail operation. Subjects covered 
include: location of wrapping coun- 
ter, building mass displays, pricing 
of merchandise, showmanship, 
store lighting, and use of mirrors. 
“Profit -Makers’” were developed 
and produced by Carl Luther, Pol- 
mer-ik sales manager. “Most good 
retail operators are already fami- 


SELLS 
windows! 


© to home 


liar with the selling principles out- 
lined in the ‘Profit-Makers’,” says 
Luther. ‘However, we all know 
how easy it is to become forget- 
ful, and we hope our series of 
‘Profit-Makers’ will be useful as a 
refresher course in improving re- 
tail merchandising techniques.” 
Complete sets of the six ‘“Profit- 
Makers” are available. Write Pol- 
mer-ik Dept. AL, Archer-Daniels- 
Midland Co., 600 Roanoke Bldg., 
Minneapolis, Minn. 


New Bathtub Enclosure 


The Tub-A-Dor bathtub enclos- 
ure permits homeowners to enjoy 
the beauty and functional design 
of a stall shower at comparative- 
ly low cost. Anyone who can use a 
screwdriver can install Tub-A-Dor 
in approximately a half hour. There 
is no need for shower curtains. 
The enclosure is made of Fiberglas 
clean sliding crash-proof panels 
that cannot rot or fade. Panels are 
available in blue, green, pink, yel- 
low or white. Light in weight, they 
lift out for easy cleaning or bath- 
ing children. And here’s the secret 
of operation: a combination of ny- 
lon rollers gliding on extruded, 
anodized aluminum tracks assure 
positive easy operation. A _ high 
outside edge, plus rectangular holes 


in track divider and inside edge, 
assures fast, complete draining. No 
water can possibly reach the floor. 
For descriptive literature, write 
Youngstown Manufacturing, Inc., 
Dept. AL, Youngstown 6, Ohio. 


Super Structure 
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Multiple Rib Building Arch 


The Wall Multiple-Rib Building 
Arch, designed for low-cost farm 
buildings and industry, is engin- 
eered to give rugged construction 
at a minimum of cost. Dealers can 
now supply a metal building pro- 
tected against heat, cold and con- 
densation. The Multiple Building 
Arch is easily adaptable to exte- 


Utility 





Attic 


access 


There’s a “Plus Market” 


in Attic Conversion 


conversion in new 
and old homes 

folding stairways 
has increased the 


by use of 
for attic 


buyers 


e builders 


e architects 


Enginereed 
Balancing 
* 
Never Needs 
Adjusting 
* 


Now Nearing 70 Years 
of Like-New Performance 


Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they're equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 

~all kinds of commercial and 
industrial buildings. The Pull- 
man method permits quick in- 
stallation (10 to 15 minutes per 
window), uniform mortise 
size—wide scope in window 
design, maximum light area. 
Write today for full specs: 
Pullman Manufacturing Corp., 
325 Hollenbeck St., Rochester 
re A 





sale of Allied materials as gi 

well as the basic unit for ac- 5 

cess, according to officials of EZ-Way Sales, Inc., 
national manufacturers of EZ-Way Folding Stair- 
ways and attic access equipment with headquarters 
in St. Paul Park, Minnesota. 


he EZ-Way folding stairway and ladder line, car- 
rying a high mark-up, is designed for ceiling heights 
from 7’ to 10’. Featuring touch controlled, balanced 
spring action, the EZ-Way Folding Stairway is 
packed as a single unit at the factory for easy in- 
Stallation by the homeowner. The stairways are self- 
balanced, the manufacturer points out, and require 
little effort to use. 


Attic access, according to the firm, is only a minor 
cost of the conversion job. The dealer will realize, 
along with the high mark-up of the stairway, profits 
from the “plus market” joined in the same allied 
goods and services. 


Building materials, such as lumber, nails and mill- 
work, along with paints, electrical fixtures and fur- 
niture, make up the major cost of a conversion job 


Cost information and specifications on EZ-Way 
Products are available upon request from EZ-Way 
Sales, Inc., Box 300-(3), St. Paul Park, Minnesota. 
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For well over 50 years Northern Woods have been recognized for their high quality. The 
Northern Lumber Mills are better equipped today than ever before to serve you with well- 
manufactured, accurately-graded Northern Woods. Consult the firms on this page for your 
requirements in Northern Woods. 


*+Boehm-Madisen Lumber Co. . . . Milwaukee 3, Wis. “Goodman Lumber Company . . . . . Goodman, Wis. 


Mills: Lake Linden. Mich., White Lake, Wis. Mirs. Hardwoods Northern Hardwoods, Hemlock, White Pine. Basswood, Hard- 
and Hardwood Flooring. EK. D. facilities available. L.C.L. ship- wood Dimension. Planing mill. Dry Kilns. Rotary cut veneers. 
ments kiln dried hardwoods from stock at Thiensville. Wis. 


-_ “Michigan Pole &TieCo. 2. . .. , Mich. 
Cadillac-Soo Lumber Co. ° . . Sault Ste. Marie, Mich. mam 0 Regréwood Lumber, Old Faithful ee. Se 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White ERN WHITE PINE. NORWAY PINE and Piling. Excellent 
Pine. Modern Dry Kilns. Facilities for Surfacing. Resawing. etc. Transit Millworking Facilities. 


*Roddis Plywood Co i Marshfi 
e . ywood Corporation . Marshfield & Park Falls, Wis. 
Abbott Fox Lumber Co. oe oe oe ° \ron Mountain, Mich. Roddis Lumber & Veneer Co. of Mich. . . Ironwood, Mich. 
Roddis Lbr. & Veneer Co., Ltd... Sault Ste. Marie, Ontario, Can. 
Compl. stk. N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple. 
Birch, Flg. Hdwd. Ven'r'd Doors. Plywd. Mod. Dry Kiln fecil. 


Manufacturers and Coucentrators of Hardwoods, Hemlock and 
White Pine. Planing Mills. Dry Kilns. 


. Mills: Laona, Wis.) Sales j . 
tConnor Lor. & Land CO. Grncrviite, wick,’ mee Marshfield, Wis. — *Ahonen Lumber Co. . . . . . . Ironwood, Mich. 
K. D. & A. D. Hardwoods. Hemlock. W. Pine—Coder Shingles. Northern Hardwoods, Hemlock. White Pine, Spruce. Planin 
Posts. Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. Mill—Modern Dry Kilns. Sales agents for the “AAA” bran 

MFMA Hardwood Flooring. 


7 : ‘ 
tHorner Flooring Co. . . . . . Dollar Bay, Mich. “Copeland Lumber Co Chicago, {Il 
MFMA Northern Michigan Hard Maple and Birch Flooring Mill M. “ - i a c . * Mi - ik 
Northern Hardwood Lumber—Custom Kiln Drying Sales Olifice — HICAGO i». 1358 i Salle st 
Telephone: Houghton. Mich. 652 Hardwoods, White Pine and Hemlock : 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. “C. M. Christiansen Co. =. =. 2S... ~sé helps, Wis. 
Northern Hardwoods and Hemlock. Hardwood Dimensions. An outstanding Wisconsin lumber manufacturer — Hardwood, 
Rou Asya Hardwood Pallsts—any size. Plan- White Pine, Hemlock and Cedar Products. 
ing Mill an ry Kilns. 


*+Holt Hardwood Co. 8. Cw Cw SC.SC.SC.SC tonto, Wis. “Wm. Bonifas Lumber CO. ( yoretitls “Wwien.) Sales Neenah, Wis. 


enisco, Mich.’ Office 
Maple. Birch. Beech, Oak Flooring. Strip, Assembled Block Northern Hardwoods, White Pine, 
Herringbone, Parquetry types: all types Heavy Duty Flooring. Modern Dry Kilns. Expert Millwork. 


tMember Maple Flooring Mirs. Assn. *Member Northern Hemlock & Hardwood Mfrs. Assn. 
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Burtping Propuctrs MERCHANDISER 








rior and interior finish. Arches are 
spaced at 5 ft. centers on founda- 
tion. They can be sold with or 
without insulation. There is round, 
single straight side, and double 
straight side—a building for every 
need, varying from small garages 
to large industrial installations. 
Width from 14 to 80 feet; lengths 
in multiples of five feet. No spe- 
cial tools are required. Accord- 
ing to reports, an inexperienced 
crew can erect a complete build- 
ing in a few days. No extra brac- 
ing needed for heavy housing or 
full grain storage. The dealer 
furnishes all of the lumber, sheet 
steel insulation, doors, windows, 


nails. He buys only the wall arch 
from the manufacturer. Write 
Wall Building Supply Co., Dept. 
-_ 5254 W. 91st St., Oak Lawn, 


Norwalk Locks for the Home 


Norwalk Lock Company, en- 
gaged in the building hardware 
field since 1856, reports its line of 
cylindrical locksets meets the re- 
quirements of every door in the 
home, and is also economically 
priced. The interior parts of these 
locksets are made of heavy gauge 
steel with ferrous parts zinc-plated. 
phosphor bronze or steel as best 
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“the panel 
with Sales 
Appeal!” 


Architects and builders are specifying the origi- 
nal textured ETCH-Wood...home owners are 
demanding it...because of its beauty and ver- 
satility. You'll make more profits with ETCH- 
wood...a luxury panel at a reasonable price... 
the 3-dimensional plywood panel that sells on 
sight! You'll find it pays to stock ETCH-Wood, 
now being adapted to hundreds of uses, both 
in the home and commercially. 


Versatile ETCH-wood 


EH 


does hundreds of jobs — 


Sa 
ee Namal HOMES & APARTMENTS...Dramatic 
} highlights for Living Rooms, Libraries, 


Dens, Halls, Dining Rooms, Game Rooms. 


Si, 


RESTAURANTS & CLUBS 
...Warm, friendly when used in 
Cocktail Lounges, Club Rooms, 
Restaurants. 


OFFICES & STORES.../deal for Recep- 
tion Rooms, Store Fronts, Displays, Sign 
Backgrounds, Doors, Shutters. 


ez 
— 
— 


INSTITUTIONS. .. Attractive uses in 
School Rooms and Offices, Hospital Re- 
ception Rooms and Offices, Halls. Takes 
abuse, too. 


Send fo. free 
literature about original Etchwood to 


PLYWOOD 


AND LUMBER COMPANY 
3136 EAST WASHINGTON BOULEVARD + LOS ANGELES 23, CALIFORNIA 
ANgelus 3-6931 « Cable Address: “ETCHWOOD" « Teletype: LA 642 


CRearors of ORAMATC, VERSATILE PROOUCTS / 


suited for the purpose. A simple 
arrangement permits instant, on- 
the-job reversing of the cylinder. 
The interior sets are universal and 
readily fit without change, either 
left or right hand doors. A retain- 
ing ring permits the rose to be at- 
tached by a slight spring action 
which eliminates exposed rose 
screws; rose is snugly attached at 
all times but may be removed and 
re-attached by the flick of a small 
screwdriver. Norwalk also manu- 
factures a line of tubular locksets. 
Both lines are illustrated and fully 
described in a special brochure. 
Write Norwa'k Lock Company, 
Dept. AL, 395 Broadway, New 
York 13, N. Y. 


New Close-Joint Tool 


The new Collins Close-Joint Tool 
is particularly suited for laying 
tongue and groove flooring or sub- 
flooring and roofers. The Close- 
Joint Tool can also be used ef- 
fectively for all types of work in 
holding or drawing boards togeth- 
er, such as the joints of a screen, 
storm window, cabinet or closet 
door, while bracing or renailing. 
In using, simply place the new 
board in position; put the claw of 
the Close-Joint Tool up against the 
new board in a slanting position; 
tap lightly with a hammer so that 
the claw bites into the sub-flooring 
(or rafter if rafters are being laid) 
then draw the tool to an upright 
position. The board is forced into 
place and held there until nailing 
can be completed. Write The Col- 
lins Company, Dept. AL, Collins- 
ville, Conn. 


Warp’s Wood Screen Molding 


Warp Brothers is introducing an 
Economy Packaged Molding for 
tacking on Warp’s window mate- 
rials. A solid waterproof fiber 
strip (No. FM 1500) comes in a 
carton of 500 strips each 3 feet 
long, with a suggested retail price 
of 2 strips for 5¢. In Ponderosa 
Pine wood the strips (No. SM 750) 
come in 250 strips per carton of 3 
foot lengths with suggested retail 
price of 24%¢ per foot. Packed in 
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Profit-minded fence dealers keep this important fact in mind... 





Theres more Amencan Fence tn use 


an any other brand / 


F  syreringy Fence is the farmers’ favorite . . . in the store and on the 
farm. From experience, American Fence users have found that 
s this sturdy fence stays through the years. Naturally, they stick to 
‘“‘American’’ Tag! American when they buy additional fence. And they're quick to pass 
the good word about American along to 
their fellow farmers. 

This word-of-mouth praise by satisfied 
customers helps build bigger markets for 
American Fence . . . and the American 





Here are some other steady- 
profit items bearing the 





dealer. And we back up such “advertising” 
with consistent farmer-testimonial adver- 
tisements appearing in leading national and 
farm magazines which reach over six million 
Va farm homes .. . with radio commercials, 
U-S-S AMERICAN TIE WIRE FOR . . 
saneeene Glenn D2 badpoamige dealer hand-out literature and direct mail 
pieces, which help pre-sell your prospective 
fence customers. 

The established name of American Fence 
and its reputation for economical, trouble- 
free service make it an outstanding busi- 
ness-booster for the retailer displaying the 
“American” sign. Why not put fast-moving 
American Fence to work for you? 


U-S-S AMERICAN HEX-CEL 
POULTRY NETTING 


U-S:S AMERICAN “‘U'' AND 
STUDDED “‘T’’ STEEL “We use American Fence because “I've noticed American Fence has “One 
FENCE POSTS it gives us the least trouble. Some more wire wrapped around the 
of ours has been up for 30 years. . . joints which keeps the wire in then re-located and stretched again. 
and still has a lot of service left!" position better .. . —_ by stretch It - has plenty of ores and 
it tight it stays stretched!" resiliency to turn the heaviest 
pore p my GEORGE UNKRICH, attain nat 
Kirkwood, Illinois Movat Pi , . HARLAN JOHNSON, 
u leasant, lowa 


Winfield, lowa 


section of my American 
Fence was first installed in 1926, 











AMERICAN STEEL & WIRE DIVIS!ON, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


U2, 
a : Z COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO ~- TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
y/ UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S°S AMERICAN FENCE 


ButLpiInc Propucts MERCHANDISER 





convenient packages, the product 
is easy to sell, stock and display 
along with screening and Warp’s 
window materials. For samples 
write Warp Brothers, Dept. AL, 
1100 N. Cicero Ave., Chicago 51, 
Ill. 


Bate Issues New Folder 


On the occasion of its 40th year 
in the lumber business the J. Her- 
bert Bate Co., Inc. has just issued 
a folder, “Our Fortieth Year.’ The 
folder is of particular interest to 
dealers because it shows what lum- 
ber products the Bate companies 
manufacture. It also shows the 
firm’s modern efficient mills and 
describes the lumber products of 
each. Having entered the whole 
sale lumber business back in 1899, 
J. Herbert Bate has become, over 
the years, a well known figure on 
the New York lumber scene and is 
a director of the New York Lumber 
Trade Association. He is still the 
active president of the firm he 
founded in 1914. For copies of the 
interesting folder describing his 
company’s activities and products 
write J. Herbert Bate Co., Inc., 
Dept. AL, 30-A Church St., New 
York 8, N. Y. or Bate Lumber Co., 
1A Public Service Building, Port 
land, Ore. 





Sash Removes for Washing 


An aluminum doublehung win- 
dow of advanced design for new 
construction or modernization has 
no sash weights or balances. Its 
sash may be removed from the 
frame for washing. To remove the 
sash you simply grasp it top and 
bottom and press to one side, lift- 
ing the other side away from the 
channel in which it rides. The glass 
is held firmly in a _ rubber-lined 
aluminum casing so there are no 
nails, glaziers’ points, or putty to 
come loose. The new window is 


PREFERRED or westauiation 


IMPROVED VINYL-PLASTIC 


Available in both low-cost standard gauge 


and Ye” heavy-duty thickness. 


Vinyl-Plastic throughout—no felt backing. 


Lasts for years! 


Can be installed on, above or below grade. 
Resists dirt, grease, acid, alkali and fire. 


13 striking color combinations. 


Write today for full details! 


“‘And they said cheap roofing saves money!” 


COMMON SENSE: 


suited to a variety of architectural 
treatments and for all types of 
construction including wood, brick, 
masonry and block. It is offered in 
a complete range of standard sizes 
including a special ranch-type line. 
Special sizes are also available. An 
interesting feature is a set of metal 
fins extruded as an integral part 
of the window frame. The builder 
need only set the window, plumb 
it, and drive nails through the fin 
into the sheathing or stud. There 
are no extra parts to attach. Write 
Wisco Aluminum Corp., Dept. AL, 
3945 A St., Detroit 16, Mich. 


“Be Your Own Landlord” 


A booklet designed to stimulate 
interest in home ownership, ‘Be 
Your Own Landlord,” is announced 
by Youngstown Kitchens. The 24- 
page booklet, illustrated cartoon 
style, outlines the advantages of 
owning a home and shows that to 
“be your own landlord” is not so 
difficult as it sounds. All sections 
of the country are represented in 
charts and formulae presented to 
help the potential homeowner de- 
termine how much of a financial 
load he can carry when he goes to 
buy a home. The three major types 
of home financing, FHA, VA and 
Private Bank Loans are discussed 





CHEAP ROOFING MATERIAL forces 


the builder to use twice as much 
sheathing lumber and twice as much 
labor applying sheathing. This fellow 
could have had a genuine CERTIGRADE 
cedar shingle roof, on spaced sheathing, 
for less cost! 


RED CEDAR SHINGLE BUREAU + SEATTLE, WASH, and VANCOUVER, CANADA 


DEPT. M3-5 


FLOORING 
SINCE 1929 


MOULTILE, INC. 


Joliet, Ill. * Long Beach, Calif. * Newburgh, N.Y 
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Need Some 
- SPECIAL 


We specialize in hard-to-find 
items. Tell us what you need... 
we'll send it out promptly. 
Mixed car shipments 
available, too! 


WILLAMETTE NATIONAL LUMBER CO. 


Plants at Corvallis an:! Foster, Oregon 


WILLAMETTE VALLEY LUMBER CO. 


Plant at Dallas, Oregon 


Producers of HI-HEMLOCK'", FIR and CEDAR 
HI-HEMLOCK registered U. $. Patent Office 


BuILpING Propucts MERCHANDISER 


These Big Circulation Magazines... 






































Open 35,000,000 Doors to 
ADJUSTO-SEAL SALES FOR YOU! 


ADJUSTO-SEAL is the world’s best weatherstrip ... 
whether it’s with metal for door bottom use; or with 
plastic, for around doors and windows. Wool Pile 
fabric is self-adjusting to uneven surfaces. It forms a 
snug, draft-tight seal, yet slides smooth and friction- 
free over any surface ...even rugs and carpets. Won't 
freeze shut in cold, damp weather. Won't swell and 
stick when wet. Will not form a set. 


CLENCH YOUR FIST...YOU’LL CLINCH THE SALE! 





This simple test demonstrates graphically 
how the thousands of vertical fibers in 
ADJUSTO-SEAL’s woo! pile hug the most 
uneven surfaces to form a tight, draft- 
free seal 

Customers will be quick to recognize 
the superiority that this unique method of 
manufacture gives ADJUSTO-SEAL. No 
other weatherstrip can pass the ‘‘clenched- 
fist’ test 








Get full details on this sure-to-sell product from your jobber, or write: 
SCHLEGEL mre. co., Dept AL, Rochester, N.Y. + Oakville, Ontario, Canada 
Since 1885 


_0 ADSUSTO-SEAL DOOR 








so the home buyer can decide 
which plan will best suit his needs. 
Many hints for the selection of a 
home and a home builder are also 
included in the booklet. New build- 
ing materials and _ construction 
techniques are reviewed, too. “Be 
Your Own Landlord” is available 
in quantity to home builders 
through Youngstown Kitchen dis- 
tributors. For single copies write 
Mullins Manufacturing Corpora- 
tion, Builder Division AL, Warren, 
Ohio. 


New Sectional Garage Door 
A new sectional garage door 
specially designed for lower build- 
ing budgets has been announced 
by the Frantz Manufacturing Co. 
The new No. 400 Series Frantz 
doors include many of the proved 


construction features found:-on th 

popular No. 200 Sectional Door 

Available in two sizes, the Frantz 
No. 400 Sectional Door fits stand- 
ard,8’x7’, 9’x7’ and 16’x7’ openings. 
A third section of the four sec- 
tion modern door is left open for 
installing glass or solid panels as 
desired. An exclusive Frantz Safe- 
ty-Catch prevents door rebound 
and holds door completely open for 
100% clearance. Power springs 
do all the lifting; just a touch 
starts door upward. The new line 
is factory prefitted for easy instal- 
lation and delivered complete with 
hardware and easy-to-follow in- 
structions. Write Frantz Manufac- 
turing Co., Dept. AL, Sterling, Il. 


New Promotion for GPX Green 


A complete promotion kit, de- 
signed to assist dealers in selling 
more GPX Green, the new plastic 
faced plywood, engineered for 
painting, for exterior and interior 
home application and for commer- 
cial and industrial use, is being of- 
fered by its manufacturer, Georgia- 
Pacific Plywood Company. Lumber 
dealers will derive substantial mer- 
chandising assistance from the 
giant-sized kit, which is packed 
with practical sales helps. Includ- 


ed in the kit are pre-tested sales 
letters designed to draw inquiries 
from builders and commercial pros- 
pects. The kit also contains stuffers 
for use with bills and to key pros- 
pects in the commercial, home 
building and homeowner categories. 
A 32-page technical manual, con- 
taining complete details of manu- 
facture, specifications and working 
characteristics of GPX Green, 
along with specification sheets de- 
signed to fit a salesman’s note- 
boak and to answer all questions, 
are an integral part of the kit. 
Write Georgia-Pacifiic Plywood 
Company, Dept. AL, 611 North 
Capitol Way, Olympia, Wash. 








WHITE FIR 


Trade Mark 


Registered 


PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


CALIFORNIA 
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There, nobody can soy | didn't put a 
roof over my kids’ heads!” 





GET YOURSELF MORE 
BUSINESS by using our car- 
toons 
. %,* = \ ie "7 ] advertising 

“an © bg [ NESS on Remodeling, 

—> a \ Roofing, Additions, New 

& = \ Homes, etc 

|}! and 2 column sizes. Also 
350 tie-in copy suggestions 
| Cartoons will get you more 
| readers 


Write today for FREE proofs 
fi and complete information to: 


—~——— LIL-AD FEATURES, 
RFD 3, Santa Ana, Callf. 





in your newspaper 


There are 104 


Mats come in 


per advertising $. 


with 











PENTER SQUARES 
AMERICA’S FIRST 


TROWELS 
; FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


CRAFTSMEN 
FOR EVERY USE 


“Quality with conomy” 


NICHOLLS MANUFACTURING CO OTTUMWA, IOWA U.S.A 
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2 GREAT 
CABINET LATCHES! 


% No Moving Parts. %& Easily ; 
Installed. *%& Trouble-free, for Kitchen and Bathroom 

Lifetime Service. % No Slamming Cabinets — for Built-Ins 
to Close! % No Jerking to 


— for Furniture 
Open! * Clean — Sanitary. 


LECO-LATCH 

witn built-in permanent 
Alnico magnet. Never loses 
its power to hold! 





% SILENT 
LECO-FLEX LATCH 


neoprene cylinder cushions 
action—lets door close 
silently! 





Write for literature and name 
of your distributor — TODAY! 





LABORATORY EQUIPMENT CORP. 
St. Joseph 5, Michigan 














see mie 


| aa 


SS | TRULY THE MOST MODERN 


SASH BALANCE ever made! 
ACCLAIMED BY BUILDERS, CONTRACTORS, 
HOMEOWNERS . . . EVERYWHERE! 


It's 100% concealed e It's FASTER 

to install « It’s WHISPER-QUIET in 

cs BEECH * PECAN operation e It provides TWO meth- 

ods of tensioning e« It has POSI- 

“Mt. Vernon” is the home-mark of customer | ? TIVE, NON-JAMMING action e It 
satisfaction. Made from top-quality lumber, pre oe has a self-centering guide arm 

e in- 
— pene tannnn: -_ = an pennant. ed In fact, Hidalift has just about every- 
GF ares Gey Se ee ee bracket; AFTER thing for greater sales volume — in- 
installation on ° 
ALSO BAND SAWN HARDWOODS mcr poe “Cup? creased profits. Be sure and write for 


types. the new descriptive folder. 





Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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New Low-Cost Garage Door 


The “El Dorado,” a newly de- 
signed door in the low-price field, 
joins the How-ell-dor residential 
garage door line made by the How- 
ell Manufacturing Company. The 
“El Dorado” is attractively styled 
and suitable for any type of archi- 
tecture. It answers the current 
need in low-cost housing for a qual- 
ity door at a nominal price, by util- 
izing new production techniques 
and new uses of materials. Stock 
sizes are 8’ 0” and 9 0” by 
6’ 6” and 7’ 0” high; 3. sections 
high, 3 panels wide, 1°%” thickness. 
Write the Howell Manufacturing 
Co., Dept. AL, Hasbrook Ave. & 
Cottman St., Philadelphia 11, 
Penna. 


Donley Windows 


Donley basement windows, con- 
structed with a minimum of parts, 
are made from 14” thick, hot rolled 
steel sections securely fitted at the 
corners and electrically welded to 
give a rigid, sturdy unit. The win- 


dows are carefully fitted and ad- 
justed to give a _ tightly-fitting, 
movable section. They are also 
equipped with a long-lever locking 
device for easy action, wedge-tight 
closure. Ventilators are removed 
from the inside by bringing the 
stud welded to the ventilator into 
line with the enlarged opening in 
the slot in the ventilator guide 
arm, releasing the ventilator from 
the arms. To insure weather tight- 
ness, the sash is designed for putty 
glazing and provision is made for 
glazing clips to hold the glass se- 
curely in place. Donley’s general- 
purpose utility window, metal 
framed and of sturdy construction, 
is recomended wherever good light 
and a strongly-built window is de- 
sired. It is widely used in base- 
ments, garages, recreation rooms, 
etc. Write The Donley Brothers Co.., 
Dept. AL, 13928 Miles Ave., Cleve- 
land 5, Ohio. 


Portable Base Supports 


The Standard Conveyor Com- 
pany announces a new design of 
straight portable base for support- 
ing straight sections of conveyor 
in lines where extreme portability 
and vertical adjustment is required. 
The support is adjustable in length 
at the center tie to accommodate 
varying length sections from 5 to 
10 foot. The support comes in 
three sizes, providing vertical ad- 
justment to give conveyor eleva- 
tions from 18”-28” or from 24”-40” 
or from 30”-52”. The portable base 
is furnished with four ball-bearing 
swivel casters having 3” diameter 
hard rubber wheels. Write Stand- 
ard Conveyor Co., Dept. AL, North 
St. Paul, Minn. 


W.R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Wend 
Oak Trim and Moulding 





Yale Merchandisers 


The new Yale Select-A-Lock is 
a gravity-fed merchandiser that 
enables the customer to pick out 
his own packaged padlock from the 
colorful, informative dispenser 
without the aid of a sales clerk. 
Select-A-Lock contains four each 
of four different model padlocks. 
Large pricing spaces adjacent to 
accurate pictorial presentations of 
each lock allows dealer to write 
prices in figures large enough for 
convenient reading by customers. 
Also new in point-of-purchase mer- 
chandising are telephone locks 
packed in individual, transparent 
polyethylene bags (not shown 
here) and Nugget padlocks, indi- 
vidually carded and enclosed by a 
transparent plastic bubble, mount- 
ed on colorful, informative and ex- 
pendable display cards. Transpar- 
ent packaging enables customers to 
view products clearly, yet keeps 
merchandise fresh and clean. Write 
The Yale & Towne Manufacturing 
Company, Dept. AL, Stamford, 
Conn. 


New Wall Covering 


Recently developed in Europe 
and now being introduced into the 
United States, Microwood consists 
of a finely-shaven layer of wood 
laminated to a thin paper backing. 
Thickness of wood and paper com- 
bined is only .005”. Microwood is 
extremely economical as a fine wall 
and ceiling covering for homes, of- 
fices, hotels, restaurants, theaters, 
etc. The product is readily bend- 
able, of high tensile strength, and 
can be stamped, printed, painted, 
lacquered, varnished, waxed, oiled, 
punched, ground and _ polished, 
either by machine or by hand. It 
can be affixed to inferior materials 
(such as plaster or dry wall panels) 
with ordinary wallpaper adhesive. 
Microwood is now available in 10 
exotic African and European 
woods, ranging from light to dark 
shades, and in convenient rolls of 
standard widths and lengths. For 
samples write David Feldman & 
Associates, Importers, Dept. AL, 
525 Walnut St., Cincinnati 2, Ohio. 


May 18, 1953, AMERICAN LUMBERMAN & 





ERE are the latest in a line of money-making 

B&D Utility Merchandisers that have set cash 
registers ringing for thousands of dealers! One sells 
high-profit Saws and Sanders. The other builds re- 
peat business that keeps profits rolling in month 
after month. Both are in the Black & Decker tradi- 
tion of good-looking, traffic-building displays that 
have revolutionized power tool selling. See your PIT MOST TYPES OF PORTABLE & BENCH SAWS + 
Black & Decker wholesaler or mail the coupon ee ee —— 
today for full details on how you can put these 
“silent salesmen’”’ to work in your store! 


AUT RO) FEC 


FOR PROFITABLE SAW BLADE SALES, get this new 
B&D Utility U-1127 Saw Blade Merchandiser. Its 
carefully planned assortment includes 19 of the most 
popular blades in use today—-three different styles, 
three different sizes. It features the U-1008 Blade 
Adaptor Assortment for adapting these blades to 
practically any bench or portable power saw! You 
become Saw Blade Headquarters! 


Ask your wholesaler or 
mail coupon for details! 


Bob Davis, Dealer Service Dept. H-640 
The Black & Decker Mfg. Co., Towson 4, Md. 


—A 


, 
“ 


Please send me full information on your new 

U-1127 and U-1128 Merchandisers 
Name 

FOR MORE SAW AND SANDER BUSINESS, get this new B&D Utility Company 

U-1128 Merchandiser. It pays for itself, gives you a good profit in 

a short time. Contains popular 6", 7” and 8” Heavy-Duty Saws, Address 

the new Portable Jig Saw, the popular No. 44 and No. 88 orbital- City Zone State 

type Sanders and a variety of tast-selling accessories. L 
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RTS Port-O-Vent Fan 

The Read RTS two-speed revers- 
ible Port-O-Vent Fan is designed 
for residential and light commer- 
cial use. Mounted and balanced on 
hard-rubber swivel casters, the 
unit may be moved to any position 
effortlessly. The six blades of the 
Port-O-Vent take a tremendous air 
“bite”’ deliver a powerful air 
stream where and when it is need- 
ed... for spot cooling porches, 
patios, barbecue pits, game rooms, 
workshops, offices, hotels, etc. The 
V-belt driven blades rotate slowly 
without whir or buzz; all rotating 
parts are counter-balanced for 
smooth, quiet operation. Fan case 
is electro-welded, no bolts to rat- 
tle. Standard type motors, bal- 
anced pulleys and blades assure 


economy, ease-of-operation, long 
life. The gracefully rounded-corner 
case comes in attractive baked-on 
ivory finish. Write Reed Unit-Fans, 
Inc., Dept. AL, 1001 Saint Charles 
Ave., New Orleans, La. 


Jiffy Retail Price Calculator 

Arvey Corporation’s new Retail 
Price List and Jiffy Calculator en- 
ables dealers to see, at a glance, 
suggested retail prices of R-V-Lite 
and Vimlite, for all measurements 
up to 50 feet. Lithographed on an 
814”x11” sheet, one side of the 
calculator lists prices per lineal 
foot of 12 R-V-Lite products, in- 
cluding Vimlite, V-Lite and storm 
panes, in addition to descriptions 
of each. The reverse side shows 
500 suggested retail prices. These 
calculators are being enclosed in 
every roll of R-V-Lite products, so 
dealers will have plenty of extra 
copies to post near the cash regis- 
ter or on the window for extra 
utility. An added feature of this 
sales aid, includes a coupon, which, 
when mailed to the Arvey Corpor- 
ation, will bring the dealer many 
sales-building display helps at no 
cost to him. Write Arvey Corpora- 
tion, Dept. AL, 3462 North Kimball 
Ave., Chicago 18, II. 





r 


Glaziers Points Display 


Red Devil Tools announces a new 
glaziers points display comprising 
a specially designed carton and two 
dozen boxes of points. The top of 
the blue and red carton folds in 
two to form a poster-like backing 
which illustrates how glaziers 
points are used in installing win- 
dow panes. The three-dimensional 
display also gives price per box and 
calls attention to the free driving 
tool provided in each box. Each 
box, red and white in color, con- 
tains approximately 250 of the tri- 
angular-shaped sheet-metal points. 
Write Red Devil Tools, Dept. AL, 
Irvington, N. J. 


Sold by Midwest Lumber Dealers for 4 Years 


SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBEL 


re PrerrERT al : 























This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.: No. 16 elevates to 10 ft. 
6 ins, Write for HANDIBELT Bulletin No. AL-53 


STANDARD CONVEYOR CO. 
General Offices: 
North $t. Pavi, Minnesota 
Sales and Service in 


RAVITY & POW 
Principal Cities rower 














~ CONVEYORS 


The Original Heyer 
Steel Picnic 


e We Supply Steel Frames 
e You Supply the Lumber 


Repeat orders from our regular dealers and dis- 
tributors—and the class of accounts we serve-—— 
are the best evidence that you and your customers 
will prefer Heyer Picnic Table Frames . . . de- 
signed for lumber dealers. Let us give you the 


HEYER SALES CO. 


Milledgeville, Lllinois 


Ask your distributor 
er write, wire to... 





A Leader tor the “Do-It-Yourself” Trade 
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7th ot Chestnut — St. Lowis 1, Mo. 


and Phone Chestnut 9238 


HARD MAPLE — KILN DRIED — ALL THICKNESSES 


*1 Com. & Btr. or Selects and Better — ALL 
QUALITY STOCK NHLA Cert. attached. 


OAK, POPLAR, GUM AND YELLOW PINE — ALL HIGH GRADE 
AIR OR KILN DRIED — ALL IN THE BETTER GRADES 


32 YRS 1920 - 1953 








No better door 
af any price! 


Style King is the better valve, all wood flush door that’s 
tailored for handsome profits. Its beautiful 3-ply Birch faces 
conceal the finest construction features and materials on the 
market — making it an outstanding buy for your customers 
and an outstanding selier for you. No ‘‘cut-rate’’ quality. 
Style King is guaranteed against defects. It's distributed by 
recognized wholesalers everywhere. 





Let us send you full profitable dteails. inquire today. 





STYLE KING DOOR CO., Inc. 


Detroit Office 
9944 GREENFIELD ROAD (27) P 
VErmont 8-7047 


Sales Office and Plant: _ 
©. Box 71 — MANSFIELD, OHIO 
Phone J-1096 














TO VOLUME 


it's PRICED 


for © Specialty Treated Stoin. Ex 


usive Interlock & Ventilot 
VOLUME! 


ing Features. 


@5 Quarter Frame. Exclusive 
Territories Available. Price 
List & Sample on Request. 


@ PAPOOSE — the most 
economical Redwood 
Combination. 


Lise) feelemac) |r aslel. me 
STORM WINDOWS 


wave ° PHONE OR WIRE FOR FURTHER INFORMATION 


UNiversity 
4-7134 


MANUFACTURING COMPANY 
13330 W. MeNichols Road, Detroit 35, Mich. 











WHOLESALE 
CALIFORNIA LUMBER 


Exclusive Sales Agents for 


SOPER-WHEELER CO. SAWMILL 
(A WPA MILL) 


P. O. Box 2667 
Sacramento 


11/16 No. 2 @ 
Btr. Resawn Pine White and Douglas 
Panel Clear Red- Fir Clear Factory 
wood Rough Now Lumber Now on 
on hand hand 


COMMISSION SALESMEN WANTED 

















1912-1953 


FLAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 years 


PORT MOODY 8B C. CANADA 
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BIG PROFITS! 
Rent AMERICAN 


Floor Sanders 


Make 3-way profits—rent 
American Floor Sanders! 
Your rental fees usually pay 
for the machines and show 
a profit the first year! You 
profit with extra sales of 
abrasives, floor finishes, 
wax and other supplies. 
You gain goodwill by 
offering this service. 
Send for free 12-page 
booklet showing how & 

to make money in the 
floor sander rental 
business. 


AMERICAN 


Floor Surfacing Machine Co. 
521 S. St. Clair $t., Toledo 3, Ohio 











SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
TION. Use any 2 x 4s for legs 
and crossbar... set up or knock- 

ed down instantly 
Each package is a 
colorful counter dis- 
-* play. 12 Sets to a 
carton. Dealer helps 

FREE, 


Nationally advertised 
order from your 
wholesaler, or direct if 
he cannot suppiy you 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH 








CASH IN 


RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
stduertised 
BROWN’S 


AUPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Established 18 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





NAMES IN THE NEWS 


rr 
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DISPLAY INCLUDES a sample steel casement and basement window, the 
aluminum combination unit, double hung and picture windows. 


Thousands See Ceco Window Exhibit 


The display booth of Ceco Steel 
Products Corp., featuring steel and 
aluminum windows, drew the atten- 
tion of 18,000 persons at the National 
Association of Home Builders con- 
vention held in Chicago. This was 
the second appearance of the Ceco 
exhibit which was designed in 1952 
and first used at the Los Angeles 
Home Show and Building Exposition 
early last fall. Ceco products have been 
displayed at numerous shows since 
the first of the year. Exhibits for two 
Producers’ Council demonstrations 


were recently scheduled in April—in 
Jacksonville, Fla., and Cincinnati, 
Ohio. 

Among the Ceco specialists who 
manned the exhibit in Chicago were 
J. H. Field, sales manager of the 
window and door department, and 
Nigel Bell, sales manager of the Ster- 
ling aluminum window division; John 
Ludvik, sales manager of the screen 
and storm windows department and 
Ed. Rohrbach, Sterling sales repre- 
sentative in the midwest. 





Clark Equipment Acquires 


The Ross Carrier Company 

Clark Equipment Company, Bu- 
chanan, Mich., a leading manufac- 
turer of materials-handling industrial 
trucks and heavy automotive trans- 
missions, has formally acquired all 
the capital stock of The Ross Carrier 
Company of Benton Harbor, Mich., 
George Spatta, Clark president, an- 
nounced recently. Michigan Power 
Shovel Company, a Subsidiary of Ross 
Carrier Company, was included in the 
transfer. 

Since 1930, The Ross Carrier Com- 
pany and its subsidiary have built a 
substantial business in excavating 
and crane equipment for earth-mov- 
ing and construction operations, and 
the company has new developments 
in this field. Ross Carrier Company 


originally pioneered in the develop- 
ment of and continues to manufacture 
straddle carriers used in handling 
lumber, pipe, steel and other indus- 
trial products. 


Current sales of Ross Carrier Com- 
pany are at the rate of $14 million 
annually, and net profit for 1952 was 
$503,000 after Federal taxes of $539,- 
000. (Net income of Clark Equipment 
Company for 1952 was $5,504,246, 
highest in the company’s 50-year his- 
tory, 2nd sales, also the highest, were 
$131,814,889.) 

Mr. Spatta said that production and 
administration of both Ross Carrier 
Company and Michigan Power Shovel 
Company will be integrated with ac- 
tivities of the Clark organization. 
Ross Carrier’s manufacturing opera- 
tions in its present locations will be 
continued. “This move,” Mr. Spatta 
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said, “enables us at Clark to add 
power shovels, cranes, draglines and 
related equipment to our line of mate- 
rials-handling industrial trucks. We 
are provided with an established end- 
product and some interesting new de- 
velopments which will enable us to 
enter another major materials-han- 
dling market, that of earth-moving 
and construction.” 

Although Clark has never market- 
ed earth-moving equipment, the com- 
pany now manufactures transmission, 
axles, axle housings and other com- 
ponents used in earth-moving ma- 
chinery, as well as in other end prod 
ucts such as trucks, buses and farm 
tractors. Clark will also obtain the 
Ross straddle carrier line and a line 
of heavy-duty fork trucks not now 
manufactured by Clark. 


More PET Offices 


Portable Electric Tools, Inc.,_re- 
cently established a branch office in 
New York at 149 Church St., under 
the direction of Philip G. Fellinger, 
regional manager for New York, 
Philadelphia and New Jersey terri- 
tory. 

PET also opened a branch office 
for the New England area in Water- 
town, Conn., at 91 Middlebury Road, 
with James R. Kielty, regional man- 
ager for this territory. 

PET is now represented in Tennes- 
see, Virginia, and the southeastern 
part of Kentucky by The Heco Com- 
pany, with headquarters in Johnson 
City, Tenn. Lee Hewitt is president 
of Heco; Phil Vest, vice-president. 


Foley to Acquire 
Jacksonville Unit 


Lester W. Foley, president of 
Foley Lumber Industries, has an- 
nounced that the sawmill operation 
of the company at Foley, Fla., has 
been discontinued. This is the saw- 
mill property formerly owned by 
3rooks-Scanlon, Inc., Florida, Divi- 
$10n. 

“We are terminating our lumber 
manufacturing operation at Foley in 
order to make way for the erection 
of the new cellulose plant by Proctor 
and Gamble. The complete sawmill 
will be sold and dismantled,” stated 
Mr. Foley, “but we will continue to 
process and ship existing stocks of 
lumber at Foley until they are en- 
tirely depleted.” 

At the same time Mr. Foley an- 
nounced that his company expects 
to acquire the Foley Lumber and 
Export Corporation at Jacksonville 
with its sawmill, planing mill, dry- 
kilns, extensive storage yard, and 
other lumber manufacturing and ex- 
port facilities. 

“In addition,” said Mr. Foley, ‘‘con- 
struction is already under way on 
a representative type sawmill on the 
site of the old Putnam Lumber Com- 
pany operation at Shamrock, Fla. 
This will be a modern mill, and we 
plan to utilize in it much of the ex- 
cellent machinery and equipment 
from the sawmill in Foley as it is 
dismantled.” 
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Wherever you are... there's a 


SHAKERTOWN 
Sidewall Distributor > 


near va els 

















SL cae TR HRA i SEs enc AN Arr ed 


-~& Always on call for quick service 


When you recommend and sell shake sidewalls with the famous 
‘“Shakertown’’ name, you can be sure you're selling quality. But 
that's not all. With leading distributors in strategic locations, 
Shakertowns are available when and where you want them .. . for 
fast, dependable service to meet your customers’ demands. 
Shakertown protects you on ALL counts — quality of prod- 

uct, profitable turnover, brand name acceptance and 


Sell America’s Most 
imitated Material 


If you're not now selling these top 

quality cedar shakes, call your dis- 

tributor today. Get all the facts. 

Find out why surveys show home- 

buyers choose Shakertown Sidewalls 3 

to 1 over ordinary materials. Compare 
colors, compare quality . . . and you'll select 
Shakertown Sidewalls to serve today’s fastest- 
growing trend to factory-stained, color-styled 
shakes for distinctive homes. Act NOW! 


THE PERMA propucts co. ‘'’3\\"0 *” 


oH!IO 
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Nhe I {i aN aa ! 


NATIONWIDE SERVICE 


PBC 


lee. 
OFFICES 


BALTIMORE 
BIRMINGHAM 


BOSTON o 
BUFFALO roperty 
CHrcaes 
contin =Improvement 
eens d 
CORPUS sry an 
DALLA “ ‘ 
epor’ modernization 
OES not 
! 
HOUSTON sales 
INDIANAPOLIS ™ = 
KANSAS CITY financing 
. li 
specialists 





S 
DAVENPORT 


LOS ANGELES 
MILWAUKEE 
MINNEAPOLIS 
NEW ORLEANS 
OKLAHOMA CITY 
OMAHA, 


PHILADELPHIA 
PHOENIX 

PITTSBURGH 

PORTLAND 

ST. LOUIS 


ALLIED 
SALT LAKE CITY Mo LULL LD LOM aS 
SAN FRANCISCO 
SEATTLE INC. 
SOUTH BEND 
TAMPA 
TOLEDO 


General Office Box 3426 Terminal Annex, Los Angeles 54 





this 
sword 
challenges 


CANCER 


H nder the sign of the cancer 


sword the American Cancer 


Society seeks to save lives by 
spreading vital facts to you, 
your neighbors, and your phy- 
sicians . .. by supporting re- 
search . .. by providing im- 
proved services for 
patients. 


cancer 


Only under the sign of this 
sword is there a three-fold, na- 
tional attack on cancer. Cancer 
Strikes One in Five. Your Dol- 
lars Will Strike Back. 

Mail Your Gift to “Cancer” 
Care of Your Local Postoffice 


AMERICAN 
CANCER SOCIETY 





U. S. Plywood Corporation Continues 


The U. 8S. Ply- 
wood Corporation 
has added an- 
other office sec- 
tion to its plant 
at Orangeburg, 
S.C. This addi- 
tion is the most 
recent in a series 
of expansions at 
this plant, the 
last three of 
which were han- 
dled by the Dan- 
iel Construction 
Company of 
Greenville, S. C., 
and Birmingham, 
Ala. In the photo 
shown here, the 
left portion of the 
plant and the of- 
fice sections to 


the front left, show the section added to the plant by these last three programs. 


Aetna Plywood & Veneer 
Adds Lumber Division 


Aetna Plywood & Veneer Company 
has anounced the addition of direct 
lumber sales to supplement the firm’s 
warehouse and mill plywood line. 

Aetna’s new Lumber Division will 
specialize in handling direct cars of 
lumber, and mixed cars of lumber 
and plywood, according to Don L. 
Davis, Jr., vice-president-secretary of 
the Chicago firm. 

“We feel that this addition of a 
direct mill lumber program is an- 
other step forward in our attempt to 
provide our customers with a well- 
balanced and complete source of sup- 


ply,” said Mr. Davis. “Our provision 
tor mixed cars of plywood and lum- 
ber will be a big help to customers 
who are not in a position to handle 
complete cars of plywood.” 

The Lumber Division will be man- 
aged by Paul S. Smith, for many 
years a lumber dealer in Indiana. 


Fire Destroys Mill, Yard 


Fire destroyed the planing mill and 
lumber yard of the Jeannette (Pa.) 
Lumber & Mill Co. No one was re- 
ported injured. Cause of the blaze 
or extent of damage were not im- 
mediately determined. 


Spring Sales Conference of Walter E. Selck and Co. 


When spring arrived in Chicago on 
March 21, it was given an enthusias- 
tic welcome by this energetic group 
at the Walter E. Selck and Co., Chi- 
cago, Spring Sales Conference. Not 
one case of “spring fever’ could be 
found—-especially since the theme of 
the meeting was “Sulphur 'n Molas- 
ses,” and a bottle of that tasty elixir 
was presented to each man. 

Front row, seated (left to right): 
Jerry Newman, Selck general sales 
manager; Pete Cassidy, Cass Prod- 
ucts Co., Frank Williams, Seleck ad- 
vertising manager; Bill Moran, Pan- 
elyte Co.; Tom Bradford, Panelyte; 
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Jim Thompson, traffic manager; Joe 
Ellis, city sales. 

Second row (left to right): tay 
Brody, purchasing agent; Bill La- 
Barge and Gil Szabo, sales represen- 
tatives. 

Third row, (left to right): Joe Koel- 
bl, city sales; Fred Lochner, Lowell 
Johnson and Jim Butler, sales repre- 
sentatives: Ed Kein, assistant sales 
manager; Harold Attaway, sales rep- 
resentative; Rich O'Reilly, order de 
partment manager; Dave Broderick, 
assistant manager, distributor sales; 
Howie Holtz, city sales manager 
Dick Travin, sales representative. 
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QUICK SERVICE to DEALERS 


CL or iCL Shipments 


HARDWOOD and SOFTWOOD 
Architectural Trim 
& Woodwork 
Stair Treads & Risers 
Plank Flooring 


Wall Paneling 
Door Sills & Thresholds 
Special Windows & Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and softwoods in stock 


THE BUCHANAN LUMBER CO. 


Cumberland, Maryland 
Phone 1270 


USE KOKOMO KORNERS F 


@ for Asbestos Siding 
@ for Lap or Bevel Siding 
© for Wood Shingle Siding 





They save application time and 

money, a to appeorance and 

durability. Kokomo Korners sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


&\§ BUGHER MANUFACTURING CO. 


BE 211 S. Main St 


Kokomo, ind 





WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 





Cdward J, Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL. 
TELEPHONE: ROGERS PARK 4-7148 























_oom in Oak Fh Floor. ~ 


ing. General wholesal- —— 
ers of all lumber Rems. = 
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Contact ¥s on your 
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LUMBER TO 
MEET YOUR 


Manufacturers of Band Sawn 
@ NORTH CAROLINA PINE 
@ SOUTHERN HARDWOODS 
@ CYPRESS 


@ END-MATCHED 
PINE, OAK, MAPLE and GUM 
FLOORING 


Mixed cars 
mouldings. 
floorin base. 
boar casing, 
finish stock, 
sheatbing, 
boards. dimen 
sion. etc 








MELEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 








“THE GREMLIN” 


THAT’S BLISTERING 
THE HOUSE PAINT! 


Give Condensation the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 

tomer good-will and increase sales .. . they a, | 
provide additional profit for both the dealer y 
and the paint contractor. 


Ventilate all danger spots and prevent 
sweating and dampness that causes mois- 
ture blistering. Simple to install. 


~6 sizes. 


the “MIDGET” LOUVER COMPANY 
8 WALL STREET - NORWALK, CONN. 


2 styles—for indoors or out 








COMPANIES ANNOUNCE 


Roddis Plywood Corporation has 
announced the April 1 appointment 
of Mahlon W. Day as manager of its 
Midwestern Division of Warehouse 
Distribution. Mr. Day, formerly man- 
ager of the corporation’s Chicago 
warehouse, will supervise operations 
of warehouses in Cincinnati, Louis- 
ville, Cleveland, Detroit, Chicago, 
Milwaukee and St. Louis. Headquar- 
ters for the newly created post will 
be in Chicago. James C. Wyatt, 
formerty manager of the firm’s St. 
Louis branch, is replacing Mr. Day 
as Chicago manager. David B. Jeff- 
ery, home office warehouse adminis- 
trator, has been moved from Marsh- 
field, Wis. to St. Louis to fill the va- 
cancy left by Mr. Wyatt's transfer. 


The Edward Hines Lumber Co. of 
Chicago, one of the midwest’s oldest 
and largest lumber firms, has been 
named distributor of the Etling Win- 
dow in Illinois, Wisconsin, and parts 
of Michigan and Indiana. 


The announcement was made joint- 
ly by Arthur H. Mohring, vice-presi- 
dent of Hines wholesale warehouses, 
and Harold A. Etling, chairman of 
the board of Weather-Seal, Inc., Bar- 
berton, Ohio. 

Weather-Seal manufactures the Et- 
ling Window a new-type double- 
hung window that swings in, as well 
as slides up and down. The Etling 
Window is said to eliminate perch- 
ing on sills or tipsy ladders to clean 
outside window glass. Both sash 
swing in by merely pressing a thumb 
tab on each sash. 

Weather-Seal has been active in 
the building products industry for 19 
years. The company operates four 
production plants in Ohio. 


The R. A. Davis Lumber Company, 
Inc., 18 Scott St., Wilkes-Barre, Pa., 
has been incorporated to engage in 
the lumber business with capital of 
$25,000. Incorporators are R. W. Da- 
vis, Stanley Mesavage, Donald E. Da- 
vis and R. A. Davis. 


Virginia Metal Products Corpora- 
tion recently opened a new Cincin- 
nati district office at 1013 Provident 
Bank Building, Seventh and Vine sts. 
The announcement was made by J. A. 
Patrick, president of VMP. Donald R. 
Moffat has been appointed Cincinnati 
district manager and will direct the 
sale of VMP Mobilwalls, movable 
steel partitions. 


George J. Macklin is now advertis- 
ing and marketing manager for Dex- 
ter Lock Company, subsidiary of Na- 
tional Brass Company, Grand Rapids, 
Mich. In assuming the duties of ad- 
vertising manager, Mr. Macklin con- 
tinues in the capacity of marketing 
manager to permit coordination of 
these activities for the company. 
Prior to joining the Dexter Lock or 
ganization, Mr. Macklin served in va- 
rious capacities in the hardware in- 
dustry including associations in man- 
agement capacity with Yale and 
Towne, Sager-Barrows, and Eagle 
Lock. In his new capacity, he serves 
both the main plant of Dexter Lock 
Company, at Grand Rapids, Mich. 
and its associate operations in 
Guelph, Ontario, Canada and Mon- 
terrey, Mexico. 
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Answers to What's Your Answer? 
Stop! Read questions on page 84. 


1—-Word - of - mouth advertising, 
which is just about the cheapest you 
can find. See story p. 54. 


2—John Armstrong. For his other 
offices see p. 64. 


3——-A & F Tileboard Co., Inc., Alex- 
andria, Va. See ad p. 4. 


4—-Seal of Approval of the Ameri- 
can Wood Window Institute. See ad 
p. 8. 


5-——“Splinter cat,” a hypothetical 
cat that makes like a ram when it 
sees a tree bearing food. See ad p. 13. 


6—-A new display piece designed to 
hold samples of Monowall in file 
fashion. See ad p. 68. 


7—-Forrest Schoeneman and J. Le- 
Roy Nelson: See story of these Mas- 
ter Merchants p. 40. 


8-—-Celotex Corp. See ad p. 20-21. 
9—Tool displays. See ad p. 105. 


10_4%% and 5% respectively. See 
p. 9. 


OBITUARIES 


MAYNARD B. COPELAND recent- 
ly passed away in Omaha, Neb., at the 
age of 97. Mr. Copeland was born at 
Norton, Mass. In March, 1881, he 
went to Lyons (now Clinton), Iowa, 
to join his uncle, M. A. Disbrow, in 
the millwork business. He was made 
secretary and treasurer of Disbrow & 
Company in 1884, and in 1886, he 
moved to Omaha and opened an office 
and warehouse. In 1912 he was made 
president and treasurer of the com- 
pany, serving until 1947, when he was 
made chairman of the board of di- 
rectors. He spent 71 years with the 
company, 66 of them in Omaha. 


FRED S. HERBERT, 76, died the 
latter part of March. He left Colo- 
rado Springs 30 years ago to become 
manager of the George E. Breece 
Lumber Co., retail yard. Later he 
was associated with Hughes Brothers 
in the Independent Lumber Co, in 
Albuquerque, N. Mex. 


OTIS R. BULLOCK, 47, president 
of Builders Lumber & Supply, Inc., 
Coffeyville, Kan., died at his home 
April 18. Death was caused by a 
heart attack. Mr. Bullock had been 
im the lumber business during his 
entire adult life. He was born at 
Wann, Okla., where his father was 
manager of a Long-Bell lumber yard. 
The family moved from there to Tex- 
as City, Tex. Mr. Bullock attended 
the University of Missouri and then 
took his degree from Georgetown 
Universitv, Washington. D. C,, in 
June of 1926. He went to Coffeyville 
the following year as assistant man- 
ager for Long-Bell, but was trans- 
ferred to Hannibal the following year. 
He was then manager of a Long-Bell 


yard at Augusta, Kan., from 1929 un- 
til 1938 when the company sent him 
back to Coffeyville to succeed Gifford 
Calloway as manager. Mr. Bullock 
continued in that position until 1947 
when he organized and incorporated 
Builders. He has since served as its 
president. 


JOHN B. GRETZULA, well-known 
lumber dealer of Scranton, Pa., died 
April 8 after a short illness. He was 
a lifelong resident of that area. 





GARAGE SALES SPUR 
ADDED VOLUME 


(continued from page 50) 





with the customer while he is 
building his garage and lend as- 
sistance when needed. 

“We know from experience that 
building a garage is one of the 
best amateur training schools for 
the handyman. He usually becomes 
a volume-buying, ‘sweat equity’ 
customer,” Steele points out. 

Steele Lumber Co. believes that 
a successful build-it-yourself ga- 
rage promotion plan not only in- 
creases dollar volume in garage 
sales, but at the same time, proves 
a major influence in creating more 
volume for other do-it-yourself 
projects. 

Garage sales are made by direct 
mail, newspaper advertising and 
outside sales contacts. Steele has 
recently discovered it successful to 
spotlight garages with a separate 
ad on garage doors. ‘When they 
find out the low cost of the door,” 
Steele says, “it sells them on 
buying all the materials for a com- 
plete garage.” 

“We have found it interesting 
and profitable to feature garage 
doors by themselves because it's 
the door that often brings a pros- 
pect into our showroom for the 
first time. Our garage door :s liter- 
ally a doorway leading to other 
building material sales. It seems 
that many people think that a good 
garage door is very expensive. 
When they find that this is not 
true, it’s not hard to sell them on 
building the complete garage. 

“After the amateur builder has 
successfully completed a garage,” 
Steele continued, “their confidence 
in doing the work themselves some- 
times soars. They become attentive 
listeners to all _ build-it-yourself 
ideas. This has included for us at- 
tic remodeling, porch and kitchen 
additions and sometimes a com- 
plete ‘sweat equity’ home building 
job.” 


May 18, 1953, AMERICAN LUMBERMAN & 





ugar Pine oF course 


--- FROM SUPERIOR LUMBER SALES CO. 
Quality lumber from the finest mills 
in California, Oregon and Washington. 


SUGAR PINE 
PONDEROSA PINE 
MOULDINGS 


DOUGLAS FIR 
WHITE FIR 
REDWOOD 


@ Kiln Dried or green @ Sugar Pine Pattern Lumber 


@ Industrial Lumber all species e Douglas Fir Studs 


@ Retail and Distribution Yard Lumber 
Wholesalers and Exclusive Mill Agents 


JUPERIOR LUMBER 
SHLES COMPANY 


920 9th ST. * Phone HUdson 4-821% 
SACRAMENTO 14, CALIF 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
cewine WHITE PIN 
Genuine 

Also some Norway and Spruce 


AIR-SEASONED - WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


(PINUS 
STROBUS) 


Sawmills — Braeside and Temagami, Ontario 


1842 Member N-A.W.L. Assoc. 1953 











AUTOMATIC 


TANNEWITZ orc: 


for Swing Saws & 


S AV t y $30 to $50 A MONTH 


IN LUMBER AND LABOR 
30 Days Free Trial 


ORDER NOW of SEND FOR 
CIRCULAR 


GRAND RAPIDS 
MICHIGAN 





ButtpInc Propucts MERCHANDISER 





Unit Packaged 
Flooring if 
desired 


Z 50% 


DIAMOND HARD Excellent 2nd AND Thrifty 


3rd GRADES - SAVE YOUR 
CUSTOMERS UP TO 50%. 


Over 40 Years’ 


Profit todoy— 
Sotisfaction 


write for details! 


J. W. WELLS LUMBER CO. 


Phone - 3633 - 6400 o 








MENOMINEE, MICH 





TOO MUCH MOISTURE? 


NOW YOU can answer this question before structures warp and 


paint peels off. Test for moisture accumulation by materials in 


transit, in storage or on the job. The 
Model BD-10 Bradley Electronic 
Moisture Meter is the last word in 
the scientific instant testing of wood, 
plaster, masonry and asbestos shin 
gles. Thorsands in use. Every in 
. strument guaranteed. Price 
includes everything bat- 
teries, self carrying case, 
shoulder sling, spare elec- 
trode needles and complete 
operating instructions 


PRICED AT $56.50 F.0.B. NW. Y. 
L.R. BRADLEY & CO. 


Order Yours Today! Dept, 28, 25 W. 45th St., New York 36, N. Y. 
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DEALERS get your share of 


m= WE DO ALL THE WORK... 


Allthe 
_/ Articles in HOME 
SELL the 
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youl Ws eee Oe \} 7 
ee ME he they 
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All the 
Building Products 
Advertising in 
HOME SELL 
the reader 
for you! 


The | 
House-Plans in 
HOME PRE-SELL 

the reader — 
_ for you! 


“HOME” 
can be your © 
Ace Salesman 


ba-velamelaclt lite 


94.6% ' 
of dealers 
RENEWING THEIR 
CONTRACTS for 
second | 
year! 


Let us show you how easily and in- 
expensively you can increase your 
profits. Just llc each—your only cost 
for having us mail HOME Maintenance 
& Improvement magazine, with your 
company’s name on the cover, directly 
to your customers and prospects—this 
even includes our paying the postage. 
Then watch “HOME” go to work for 
you—giving the readers 101 ideas on 


How-To-Build or improve their homes— 
and—te’ling them to come in and see 
you who are sending them HOME 
Maintenance & Improvement. 1,734 
dealers from coast to coast are happily 
reporting new sales of everything from 
house jobs to hammers as a result of 
our mailing HOME magazine to their 


ee et 
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ny rich homeowner market! 
YOU GET BIG NEW( (PROFITS ) 


‘\ 


T Py A 34 Dealers like you now making money from 
this proven plan. 


They’re selling house jobs, lumber, tools, paint 
and hardware=-all as a direct result of HOME. 


The ONLY magazine that covers ALL your 
products and services. 


WE DO ALL THE WORK 


1 We mail HOME 3 We pay all the 
quarterly to postage and 
your list. charges. 


2 We print your 4 We check your 
company’s name list against 
BIG on the front duplication and 
covers. protect your 
mailing area. 


your ONLY COST is Tic each 


Please rush me a copy of HOME Maintenance & Improvement — 
I am interested in increasing my sales and profits. There is no 
obligatian of coures. 


Our present mailing list contains approx. names 
COMPANY 

ADDRESS TELEPHONE 

CITY STATE 

MY NAME IS TITLE 


MAIL TO: “HOME” Magazine, Box 4 
139 N. Clark Street, Chicago 2, Illinois. 





Classified 
Advertising 


Terms — Cash With Orde: 
Minimum Charge $2.00 





Rates: 
1 Time 10c per word tor each insertion. 
Minimum charge of SOc per line. 
3 Times — 9c per word to: each insertion. 
Minimum charge of 45¢ per line. 
6 Times — 8c per word tor each insertion. 
Minimum charge of 40c pe line 
26 Times — 7c per word tor each insertion. 
Minimum charge of 35¢ per line 
Por advertisements bearing box sumber count 
five extra words. There are approximately 
5 words to a line and when less are specitied 
or used, regular line rate is charged. 
When answering box bers or aili 





HELP WANTED 





LUMBER SALESMAN 
To handle sales to retail yards for long 
tablished Chicaqgo office of large well known 
West Coast firm. Profit sharing basis that of- 
fers favorable i to prod Address 
Box H-37, American Lumberman, Inc. 








WANTED — MANAGER 
WHOLESALE BUILDING MATERIAL WARE- 
HOUSE recently organized in Chicago vicin- 
ity. All lines of building material. Prefer 
Millwork exverience. With or without in- 


vestment. Address Box H-39, American Lum- 
berman. Inc. 





WANTED: Young man experienced in retail 
lumber business. Must have a knowledge of 
bookkeeping, although not a bookkeeping 
job. Prefer man under 35 years. Address 
Box H-46, American Lumberman, Inc. 





copy tor ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St.. Chicago 2, Ill. 


HELP WANTED 





Competent Hardwood Inspector wanted to su- 
pervise work of several inspectors and crew 
at Central Ohio distributing yard. Must un- 
derstand thoroughly the care of green lum- 
ber dried in sheds and keep accurate inven- 
tory records. Address Box H-47, American 
Lumberman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 


A twenty-five year old agency, operating as 
an exclusive distributor for a nationally ad- 
vertised product in Chicago Metropolitan area, 
since its opening—anxious to obtair additional 
line suitable to the retail lumber outlets, and 
industrial trade—dignified representation—ot- 
fice and warehousing facilities available— 
financially responsible. Address Box H-26, 
American L' Inc. 








New Jobber of building materials desires to 
rep t m facturers of asphalt roofing. 
steel products, hardwood plywoods, birch 
doors, and otner associated products. Ad- 
dress Box H-44, American Lumberman, Inc. 








Need Indiana Representation? 
Executive with 20 years experience contact- 
ing Industrial Concerns, Government Agen- 
cies, Contractors, desires to represent estab- 
lished firms in building material field and 
General Merchandise. Cover Central Indiana. 
Address Box H-50, American Lumberman, Inc. 


WANTED — RAILS 








LUMBER TACKS 6 ITLLS TOO: 
Why trust to luck In locating your new post- 
tion? We either have. or will p ome Aa the job 
‘ou want in any section of the U.S. or Canada. 
ualified persons with qood records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 


SERVICE 
Chicago 38, Mlinols 


HINES 
5355 W. North Ave. 





Wanted 
Young and experienced man, in retail lumber 
and millwork business, to call on builders and 
yards in North Milwaukee area. State quali- 
fications, experience and salary expected. 
Thiensville Lumber Company, Thiensville. Wis. 





RETAIL LUMBERMAN 
Southern Dealer wants to employ a men ex 
perienced in handling applications for Title II 
and also Title I FHA Loans and who is also 
experienced in the sale of Lumber and Build- 
ina Materials. Address Box H-20, American 
Lumberman, Inc. 





NATIONAL SALES MANAGER 
Leading manufacturer needs exverienced sales 
manaqer to take full responsibility for sales 
of building products division. Must have na- 
tional selling experience; be qualified to di- 
rect sales force. Salary open. Address Box 
H.43, American Lumberman, Inc. 





Wanted — Young experienced hardwood in- 
spector to assist in handling hardwood in 
combination concentration and retail lumber 
yard. Must submit references in letter to 
P.O. Box 6706, Dallas, Texas. 





WANTED: Young man who has successfully 
managed a retail lumber yard and who now 
feels that he has the experience and ability 
to make a successful Division Superintendent 
for a Line Yard Lumber Company. Address 
Box G-36, American Lumberman, Inc. 





WANTED: We are looking for men with am- 
bition and ability to fill positions in retail 
lumber yards from beginners to experienced 
managers. If interested in any kind of a posi- 
tion in a lumber yard, address Box G-37, 
American Lumberman, Inc. 





FOREMAN 
FOR RETAIL YARD 
IN PROGRESSIVE SUBURB OF DETROIT 


If you are ready to make a change, we have 
an cocning for an experienced, aggressive, 
energetic lumberman who is not afraid to 
work, one who can handle twenty men and 
six or seven trucks, and customers. Our 
present foreman is being promoted. 


Earnings will exceed $100.00 per week for 
5¥% days plus hospitalization, paid holidays 
and vacation. 


Please answer in your own handwritine 
stating qualifications, reason for change, and 
when you would be available. 

Address Box H-45, American Lumberman, Inc. 





WANTED: Manager for well established and 
successful lumber yard in a very good town. 
Address Box G-38, American Lumberman, Inc. 
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Salesman experienced in lumber and building 
ina materials, retail trade, aeneral contractors, 
industrials, etc., Central New Jersey. Excel- 
jent opvortunity for aggressive man. Address 
Box H-49, American Lumberman, Inc. 








Wanted: Experienced lumberman with retail 
or wholesale experience to assume responsi- 
bility for office and warehouse of an estab- 
lished agazvessive who'esale distributor of 
lumber and plywood. Must be sales minded 
so as to give close cooperation to officers and 
sales force in their sales efforts. Location 
Michigan. Address Box H-55, American Lum- 
berman, Inc. 


SITUATIONS WANTED 


19 years experience in all phases of the retail! 
lumber field and I am interested in repre- 
senting a variety of lines that lend themselves 
to this field In Southern and Central Wiscon- 
Se. Address Box G-46, American Lumberman, 
ne. 











Wanted—Position as Sawmill and Planing Mil! 
Superintendent. 20 years experience and can 
produce the best of results; also references. 
Address Box G-24, American Lumberman Inc. 





First Class Hardwood and Hemlock and White 
Pine Inspector desires iti in Wi i 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bidg., St. Louis 1. Mo. 





STEEL RAILS 
Any Quantity—Any Size 


MIDWEST S CORPOR ON 
$18 Dryden St., Charleston. . Va. 





RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bidqa. 
New York. N. Y. Pittsburgh, Pa. 

10S Lake St., Reno, Nev. 


LUMBER & DIMENSION 
WANTED 


We will buy your distressed or rejected cars 
of lumber, millwork, or plywood. We will also 
take them in on a consignment basis. We 
have ample closed storage. The Sanford Lum- 
ber Co., 2831 Woodhill Rd., Cleveland 4, Ohio. 











or Michigan. Address Box G-25, American 
Lumberman, Inc. 





BUSINESSES FOR SALE 





MILLWORK SUPERINTENDENT 
Detailer-Biller, years of experience, large 
volume detailed millwork. Good expediter. 
References. Address Box H-24, American Lum- 
berman, Inc. 


SALES REPRESENTATION 
WANTED 


Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving terri de- 
sired—Harris Products, Inc., Amherst, N.H. 











Wanted — Sales Representatives who are 
familiar with windows and who have a fol- 
lowing among Sash & Door Jobbers and Lum- 
ber Yards. Selling cur Sash Balance to Unit 
Manufacturers will be very lucrative for you. 
State territory now traveled. Address Box H-40, 
American Lumberman, Inc. 





Representative Wanted 
Representative wanted calling on lumber 
dealers by well known manufacturer of over- 
head garage doors and hardware. Territory 
now open in Southern Michigan. Compensa- 
tion on straight commission basis. State onal- 
ifications in first letter. Address Box H-48, 
American Lumberman, Inc. 





A-1 MANUFACTURERS’ AGENTS 


li you are an established sales organization 
selling to lumber yards, department stores, 
builders and construction firms—it will prove 
mutually advantageous for us to meet. 
Craftwood Products, nationally advertised, is 
offering vrotected territories throvahort the 
United States. Some territories oven: Detroit, 
Boston, Connecticut, Long Jeland, Pennsy!l- 
vania, Maryland. Delaware, Florida, Chicago 
and others. Address inauiries to: Craftwood 
Products, Sales Dept., 94 Stephen St., Belle- 
ville, N. J. 


For Sale 


One Concentrating yellow pine lumber plant. 
All electric machinery. 

One unloading device that takes lumber off 
of trucks. 


One two saw trimmer. 
One good circle resaw. 
Canveyor chain—100 feet long. 


Lumber taken off conveyor chain stacked di- 
rectly on kiln track with transfer car to put 
lumber direct into dry kiln with a capacity 
of 40M feet. 


Delivered out of kiln to Logan rollers that 
deliver the lumber to the planer. 


One No. 406 Ball bearing planing machine 
with double profile in first class condition. 
We have dual power to pull this machine. 
You can use either that you prefer. 


One 200 h.p. Climax Engine run with butane 
or natural gas. Also steam power connected 
with ample power to pull whole rig with 72x18 
steam boiler which is located far enough from 
the plant where there isn’t any danger of fire 
to planing mills. Connected to this boiler is 
one good Cunningham belt feed sawmill with 
2500 capacity. 30 acres of land owned in fee 
with houses for labor. 


Plenty of small mills that lumber can be 
bought from at reasonable price. 

Lots of timber available for sawmill at plant. 
This plant is exceptionally well located at 
Linden, Texas, on Highway 59 in the edge 
of city limits. 


City water, also plenty of spring water on 
premises. igh pressure ges line running 
thru the premises. Plenty high voltage elec- 
tricity available. 


J. M. Hampton, Naples, Texas 
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BUSINESSES FOR SALE 


BUSINESSES FOR SALE 





RICH TEXAS GULF COAST 
Well established lumber and building mate 
rials yard located between Houston an 
Corpus Christi, Texas. Annual sales ove 
$300,000.00. Inventory about $45,000.00. Nev 
modern office and plenty of shed space. Ad 
dress Box G-29, American Lumberman, Inc. 





Boy, Oh Boy,—I want OUT—BAD 
Lumber Yard Priced for Quick Sale 


Twe acres of land and buildings located in 
tich farming section of southern Michiqan, on 
the main street of the town with 500 ft. ot 
Grand Trunk siding. Buildings are as follows: 
No. 1 34'xS4’ Two story office and show room 
building with forced hot air heat and fluor- 
escent lighting, built in 1949. 

No. 2 Double deck open lvmber shed 24’x72’ 
No. 3 Single deck open lumber shed 24’x80’ 
No. 4 Closed Lumber Shed 

No. 5 Closed Lumber Shed 

This yard has been in operation since 1937 
and does approximately $100,000 gross, can 
be increased 50 per cent if worked. I mean 
business—my price is $10,500. Come and get 
it before I change my mind. 


Reply P. O. Box 561, Pontiac Michigan 


Lumber and Building Materials: Six acres with 
side track located heart of city, industrial 
section (no city taxes). Fine office building 
adequately equipped with new office ma- 
chines and furniture. Plenty open and closed 
sheds. Planing Mill, two Kilns, new Titusville 
Gas Boiler (cheap gas), Green Chain, five 
Trucks—Yard pletely mechanized. Fastest 
growing city in South: population 1950, 124 
000—gain in percentage last ten years 257; 
Telephones 49,000—203; Effective Buying In. 
come 42 million—425; Retail Sales 1!* million 
—334; Industrial Payroll 70 million—408; Bank 
Deposits 11% billion—358: Wholesale Sales 
82 milion—399; Building Permits 20! million 
—1778. Home of Esso Standard Oil; Ethy! 
Corporation; Kaiser Aluminum; Ideal Cement: 
Copolymer Corporation (rubber); Consolidated 
Chemicals; General Chemicals; Solvay Precess 
Company. Port in making; State Capital; State 
University. Millions in contracts now let. Op- 
portunity great. Established business 28 years. 
Reason for selling, health. 


CENTRAL LUMBER COMPANY, INC. 
P. O. Box 987 
Baton Rouge, Louisiana 








PROMPT SHIPMENT 





For Sale—Lumber Yard — Land — Buildings— 
Equipment — Trucks — Inventory. Fronts on 
well traveled highway in fast growing Cleve- 
land, Ohio. suburb. Good profit record — 
well arranged for low cost handling. Address 
Box H-31, American Lumberman, Inc. 





2 — LUMBER & BUILDER SUPPLY YARDS, 
Northern Michigan’s fastest growing resort 
area, building $4000 to $30,000 cottages. 1952 
gross sales $260,000. Increasing yearly. Net 
profit 6.1%. Illness forces sale. Price $89,750 
plus inventory. $49,750 plus inven. down. 
Bal. 1% per mo. Busiest season just ahead. 
Act quickly. Write or ph. 2561. KINSEL REAL 
TY CO., Houghton Leke, Michigan. 


For Sale: Successful lumber business in con 
tinuous operation by present owner ?2 years, 
wishes to retire, in prosperous college town 
in northwestern Ohio, fertile farming com- 
munity. Handle lumber, builders supplies, 
hardware, paint. Railroad siding, excellent 
loading and unloading facilities, adequate 
ecuipment, planing mill. Fears investigation. 
Address Box H-51, American Lumberman, Inc. 


LUMBER YARD FOR SALE 


In Vancouver, Canada. Grosss sales 
1952 $147,000 netting $23,000 including 
owner manager's remuneration. Two 
trucks, land, building on main street. 
Full price $35,000 plus inventory at 
invoice, approximately $15,000. Reply 
Box H-52, American Lumberman, Inc. 





FOR SALE: Three successful lumber yards in 
prosperous and growing communities located 
in the West. Will sell all or separately. Owner 
wishes to retire. Further information will be 
furnished upon request. Address Box H-53, 
American Lumberman, Inc. 


Retail lumber yard in prosperous Central 
Wisconsin community. Two twin towns, ap- 
proximately 2,000 population. No competition. 


Complete line of building materials. Making 
good profit. Gross sales approximately $250, 
000 yearly. Call or write: Arvey Ahonen, 
c/o Ahonen Lumber Company, Ironwood, 
Michigan. 


LUMBER YARD FOR SALE 
Located in Central Indiana, 30 miles west of 
Indianapolis on state highway. All buvildiras 
in qood repair. Outstanding main lumber 
shed only 20 feet from unloading siding. On'y 
yard in town. Present owners have operated 
for over 5C years. No stock on hand, so no 
need to assume ary white eleph-rts. It is 
clean and ready to go. Priced right for im- 
mediate sale. Cash or lease with onticr to 
buy to resvonsible parties. Address Box H-54, 
American Lumberman, Inc. 


YARD FOR SALE 

RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equinvment on the JAN R.R. Co. Fifty 
miles south of Cincinnati, Ohio. between Fal- 
mouth and Cynthiana, Ky Good rer-fitehie 
yard and can be increased. Been in business 
for 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 


Buitpinc Propucts MERCHANDISER 


BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Bags (larger opening) 

Twine (for tying lumber) 

Waterlox 

Seal-All 

Miracle Adhesives 

Miracle Anchor Nails 

SLIDING DOOR HARDWARE 
Joist Hangers (in boxes} 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 

HOSKING PAPER & SUPPLY 
. Drawer 4 Wilmette, Ill. 


LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 
Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 

Al Clements Lumber Co. 
PO Box 908 
Eugene, Oregon 

TWX EG 049 








Tele. 5-3317 





AHOSKIE 
FABRICATION CO., INC. 
P. O. Box 188 Phone 3183 
AHOSKIE, NORTH CAROLINA 


Specialty: C & Btr. KD Yellow Pine Rough. 
1,000,000 ft. 2x6 RL Air Dried No. 2 Com. & 
Btr. Cypress S48 or S2SCM at $94.00 M’ FOB 
Ahoskie, N. C. Ready for ! diate shi t. 








West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with W inspection 
certificate. 
gs ADIAN COMPANY. INC, 
Box 12, Eugene, Oregon. Phone 5-6312 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio eabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 





FOR SALE—Truck load lots LUMBER delivered 
from nearby Saw Mills to Chicago Area at 
carload prices: Hardwood Car Bracing 1x6-10° 
2x4-10' 4x4-10’ 4x6-10’ and up; 6x8’’x8’ Sawwd 
Oak Cross Ties; 7x9°’-9 to 16’ Oak switch ties; 
Heavy Hardwood and Oak Timbers up to 
6x8"'x"8’. New stock—year round production. 
JOHN BRENNAN LUMBER YARD, 5859 W. 
OGDEN AVE., CHICAGO, ILL. 


FOR SALE: 2,000,000 L Ft. 4" x %” White 
Pine Glass Bead, Lengths 6 to 16 ft. bundled 
$5.00 per M Lin. Ft. 250 Pair Garage Doors 
8’0” x 70”, 6 Lites, 3 Vertical Flat Panels, 
1%" Thick, Glazed. (Solid Knotty Pine Stiles) 
$30.00 per pair F.O.B. Mt. ernon, N. Y. 
Herman L. Gassman, P.O. Box 395, Tuckahoe 
N. Y. 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write tor pnces and iniormation. 


THE MINNESOTA SPECIALTY CO.., inc. 
Munpeapolis., Mina. 








Advertising Yardsticks 
Basswood, 2-color. Same price gs i-color. 
Also Paint Paddles. | di hap t 

R. J. DYMONT CO. 

491 Stevens St.. Geneva, Ill. 








3 days shipment, biilheads, statements, let- 
ter heads, 5Slox8l2, 2M—S8.95, 4M—S$15.25, 
postpaid. Free samp! Cc ity Press, 
East Aurora, N. Y. 


USED MACHINERY FOR SALE 


WE ARE CHANGING TO A 60x60" CARRIER 

and Lift Truck package and have the follow- 

ing 54x54" equipment for sale: 
Two Series 70 Model 6657 Ross Straddle 
Carriers, 54x54"', each with operator's cab 
and steering wheei guards and F-6209 Con 
tinental motor and Two Model 16 HT Ross 
Lift Trucks with 24° lift, 54° forks, adjust- 
able side-shifting carriage, operator's quard 
with all standard equipment otherwise 
added. Models 1948 to 1950. 

Machines in splendid shape—now being used 

regularly, available because of our switching 

of stacking package standards. 


HUSS LUMBER COMPANY 
2301 N. Racine Avenue, Chicago 14, Illinols 











REBUILT FORK LIFT TRUCKS 
Gerlinger 
Model PH 862-130 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in, 


Hyster 

Model RT 150 
Capacity 15,000 Ibs. 
Lift 12 ft. 

Ross 

Model 15 SH 
Capacity 15,000 Ibs. 
Lift 15 ft. 

Slope Piler and cab 


Ross 

Model 16 HT 

Capacity 16,000 Ibs. 
Lift 14 ft. 

80 in. carriage and cab. 


HARVARD EQUIPMENT CO., INC. 
5 Cambridge St. 
Aliston 34, Mass. 
Phono: Stadium 2-0826 


BOOKS FOR SALE 


90% OF THE RETAIL LUMBER DEALERS 
who have purchased the K-Way price book 
like it. It is loose-leaf, with 32 subject tabs, 
plus a general index of over 700 items, with 
provisions for additions. Form sheets are 
84xll. The price is $25.00 On receipt of 
your check, we will forward for 5 days 
examination, and if for any reason after in- 
spection, you do not like the system, we 
will promptly refund your money upon re- 
turn of the book in good condition. 
Address: K-Way Price Finder 
P. O. Box 1102 
c/o Kocher Lumber Co. 
Lima, Ohio 








PLYWOODS. By A. D. Wood and T. G 
Linn. The development. manufacture and ap- 
plication of plywoods. Over 100 illustrations. 
Applications of the use of plywoods in furni- 
ture, housing. ship-building. airplane con- 
struction and other related fields. Price $4.00. 


HANDY LUMBER CALCULATOR. A usetul 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents 


THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. This book presents in non- 
technical manner the more important tacts 
concerning the properties of wood and bow 
these properties affect its utilization. Bound 
in cloth. 754 nadee Price 490 

AMERICAN LUMBERMAN & 

BUILDING PRODUCTS MERCHA 

139 N. Clark St., Chicago 2, ML 








rhe track and field season is now with us. Did you know that 
any cab driver can make a running broad jump? 


Men: Do you get up at eight in the morning and find 
fault with everything your wife does? Why not change all 
that? After this wake up at six and have two extra hours 
t hate her! 

. + . 


If all the freight cars in the United States were placed on a single 


track, that’s probably the crossing at which you are now waiting 
° 
A smart girl is one 


piano and duml 
>. 


When a woman driver puts her hand out you may be 
only one thing. The window is open 


> . . 


It’s easy to find your station in life 
get off 


Sooner or later 
omeone will tell you where to 


The wholesaler who furnishes you a value first must find values 

That's a highly specialized assignment, requiring long experience, 
extensive contacts and the very active efforts of a staff of skilled 
buyers 

Over fifty years and through three generations the facilities of 
the MAUK Lumber Co.. have been dedicated to the task of buying 
right so we could sell right 


of seeking out the soundest purchase 
so We could bring a 


bargain of quality back to you 


When the doctor told Simple Celia she had acute appendi- 
cities she protested that she'd come to he examined, not 
admired 

. 7. 
One way of propositioning 
He: “How about breakfast, baby?” 
She: “Alright” 
He: “Fine. Shall I ring you 


or just nudge you?” 


Apparently prices are not goimeg 1 om on lenture 
went to the dentist the other day and he said 


your mouth and let’s see if there's a Cadillac 


either 
“Open 
” 


in it for me 
Do You Know Where Dept 


Do you know where to find a helping hand? 
arm 


At the end of vour 


Do you know where to find an enjoyable evening? At the end 
of a plunging neckline 

Do you know where to find best qualitv? \t 
Co., of course 


MAUK Lumber 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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Door-lifting mechanism mounted inside 


NATIONAL 





| 
Here is the garage 
door designed to fit 
the picture! 


The plans for the new home embody all 
of the modern conveniences for gracious 


. living including accommodations: for the 


traditional family car. 


Finger-tip lift does it— 

Yes, the garage doors ‘of this modern age 
employ the principle of raising doors 
straight up off the floor at the touch of 
a finger. Doors are parked safely over- 
head leaving floor area entirely free. 


A wide variety of sizes available to fit 
the picture of every dream home with a 
custom-built nicety and architectural 
harmony. ; 


A 


rtLIn@ots 


Steel cables operating in 
conjunction with en 
closed pulleys and 
vertical springs counter 
balance the weight of 
the doors 


MANUFACTURING CO. 


SUCERL CN EG, 





SPECIAL OFFER ON 
WONDERFUL ITEM FOR 


“Do-Ilt-Yourselfers” 


Good news for.... 
sharp merchandisers! 

Now—for a limited time—The 
Armstrong Company and its dis- 
tributors make you this Special 
Get-acquainted Offer .. . 

You will receive FREE six reg- 
ular 6-oz. tubes of Kwik-Seal 
with every 24 tubes you order. 

You make (see coupon below) 
$11.94 on every $11.76 invested 
—over 50% profit on retail price. 


“ 
COMPARATIVE VALUES Saget» 


50% more ror 21% tess! 


 smaut 4 Fi.-0z. Tuse “1,00 


BiG 6 FL-07z. Tuse 79° 


Your customers will like Kwik-Seal’s economy . . BIG. 
6 fivid-or. tube to retail at 79% profitebly—compared to 
ether brands packaged in 4-07. tubes retailing at $1.00, 
Kwik-Seal goes 50% FARTHER—costs 21% LESS. 


WITH EVERY 24 TUBES 


YOU ORDER 


Kwik-Seal comes to you in at- 
tractive display cartons—é6 tubes 
to a package. You also get a FREE 
advertising hanger in 3 colors with 
each ‘‘Special'’ ordered. 

Purchase as many Kwik-Seal 
“Specials” as you want—one or a 
dozen. But act now—before FREE 


tubes allotted to your territory are 
exhausted. 


Use handy coupon, see your job- 


ber, or write us. W 


Wt 
RONG COMPANY 


uN. 
5 st., chicago 28 | 


THE ARMST 
1001 E. 10 


To be bil 
pistributor. FP 
“gpecials” o8 
\"Specia 


please sen 
dicated below. 


k-Sea eee 
Kwik-2e 


Address— 


City eas: 


trong 
earest Arms 
ted me through NP ewik-Seal 


$11.76. 


eT 


Zone 


FOR BASEBOARDS 


... and for practically any other 
home patching or filling—adheres 
to any surface—easy to apply as 
toothpaste—hardens quickly with 


smooth satin-white finish. 


RETAIL VALUE 


your cost ON 


YOUR 
PROFIT 


State «ipsa 





